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The Coach is Outselling All Rivals 


It is the Type for Everyone 


More than 135,000 Coaches are in service. Sales exceed 3000 every week. Closed car comfort at 
open car cost is fast displacing the open car as the popular choice. And the Coach is by far the 
largest selling 6-cylinder closed type in the world. 


It gives Hudson-Essex dealers exclusive advantage in the close competition of today. 


Fast sales at low selling cost, small service expense, and no investment in slow moving models, 
means real profits and a sound assurance of permanent, growing business. 


YOU CAN SHARE THESE PROFITS 


WRITE TODAY 
More than 135,000 Coaches in Service—Sales Exceed 3000 Weekly 


HUDSON MOTOR CAR COMPANY—DETROIT, MICH. 
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MILWAUKEE 
TIMER“: EFORDS 


—with a Bakelite case, the biggest im- 
provement ever made in a standard 
timer! 


Just let a Ford-owner-customer get his 
hands on it. That rich brown Bakelite 
shell, glistening with beauty and qual- 
ity, an added feature of the roller-type 
timer that has been the standard for 
years—that will sell him! 


Then show him that the Milwaukee is 

now absolutely short-circuit-proof, and 

at no mcrease in price. Why, man, 

you'll sell ’em by the score! : 
increase 


Advertised to your customers as no in price. 
timer ever has been before. Saturday Retails 
Evening Post, American, Country 

Gentleman, Sunset and many sectional 

and state farm papers. 


It’s going to be a great timer year for css 
you, if you push Milwaukee! Order pombe 
now, in the trim Display Box—it sells 

10 quick! 


MILWAUKEE MOTOR PRODUCTS, INC. 
MILWAUKEE WISCONSIN 


Bone-hard fiber race pressed to a tight 
fit in the Bakelite case. Remains satin- 
smooth for thousands of miles. 


Fine steel contact points with welded 
stems. Locked in position. Extra thick 
throughout for longest life. 





Only Bakelite case on a roller-type 
timer. Makes the Milwaukee absolutely 
“short-proof”. Puts it in a class with 
high-priced ignition units. 


Famous Milwaukee Timer brush assem- 
bly. Two bronze castings, fitted and 
gauged for accurate alignment. Hard- 
ened steel roller, finished like a ball 
bearing. 


Display Cut-out—Free! Three-color Window and Counter display. 


; Holds a Milwaukee Timer from stock. New 
process—oil colors, extra brilliant, washable. Sent free, postpaid. Write us direct. 
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This is a Series A Special 


Know Why Moon Sales Multiplied 


Fourteen Times in Four Years 


THE public has gradually awakened 
to the fact that the Moon principle of 
building cars gives them the best auto- 
mobile dollar’s worth in the industry. 

Moon sales multiplied 14 times in 
4 years, having increased from 1,750 
cars in 1921 to an anticipated produc- 
tion of 25,000 cars in 1924. 

And, mind you, in face of the fact 
that the public is just beginning to 
see clearly what Moon has to offer. 

A car of advanced design—a dis- 
tinctive beauty spot in the thickest 
traffic—with quality and material of 
the highest standards in the industty. 

A car that is built 100% of stand- 
ard units. Names that the public 
knows as unquestioned leaders in their 
respective fields—such as Continental 


Red Seal, Timken, Delco, Warner, 
and others equally famous in their 
particular specialty. 

The surface has hardly been scratch- 
ed. That is why Moon has increased 
its production by 10,000 cars this year. 

A few live dealers can still profit 
by Moon expansion. 

Our sales record shows that the 
car is right merchandise. 

Our agreement is known as one 
of the squarest in the industry. It 
protects your interests, it is liberal in 
territory allotment, it includes an at- 
tractive financing plan. 

Write today and find out if there 
is a place for you in the Moon family 
—with the fastest growing Company 
in the industry. 


MOON HAS ADOPTED 4-WHEEL BRAKES AND BALLOON TIRES 


MOON 


Built by MOON MOTOR CAR CO.,, St. Louis, U. S. A. 
Stewart McDonald, President 


Prices range from the Series “A” Touring at $1095 to the 6-58 Petite Sedan at $2685. cAll prices F. O. B. Factory. 
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THE NAME "BENDIX" IS ON EVERY GENUINE PART | [- 
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inThe Saturday Evening Post andThe Literary Digest, the public is being cautioned 
to buy none but genuine parts and to look for the name ‘‘Bendix’’ on each part. 


Easy, Simple and Quick 
(Bendix Service Sleeve ) 


You need no special tools to install 
a genuine service sleeve for Bendix 
Drive—just a hammer and chisel. 
Three sleeve sizes service all models. 


It pays to sell none but 


GENUINE PARTS 


BENDIX 


DRIVE 


ECLIPSE MACHINE CO., ELMIRA, NEW YORK 


Detroit Office Eclipse Machine Co., Limited 
1342 Book Bldg. Walkerville, Ontario 





per Pending) 
CAUTION: In cur Bendix Drive advertisements, appearing regularly each month 
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The Good 
Name 


of Goodrich 


“‘The Goodrich line as a 
whole offers the Dealer 
one of the best selling 
propositions on the mar. 
ket today. 

The policy of the Com- 
pany regarding Quality 
is reflected in the won- 
derful service I have 
noted in the tires I 
have sold during my four 
years handling the line. 


Due to the good name 
enjoyed by Goodrich I 
do not encounter the 
obstacles met as a rule 
in the tire business and 
this has enabled me to 
make quick turnovers 
with the least possible 
investment.”’ 


KENT BROTHERS & CO., 
Wichita Falls, Texas 





















Build with Goodrich for Permanency 


THE B. F. GOODRICH RUBBER CO. 
Akron, Ohio 


Goodrich 
TIRES 


“Best in the Long Run’ 


CTofers baka Mere eT h 
Tires | Tires @ 
, . 
. 
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POOR MATERIALS RENDER POOR SERVICE 


Like the cheap umbrella which goes to pieces, so too, the top on 
an open motor-car will become shabby and break through if 
made of an inferior grade of topping. 


Unknown, cheap materials used for open car tops fail to stand up 
under the wear and tear of the elements. A good top is essential 
to a good open car and one must pay the price for quality. 


Discriminating top makers and car manufacturers for over 27 
vears have used the guaranteed nationally known 


CHASE F 


pREDNA) 


Topping 


“DEFIES TIME AND THE ELEMENTS“ 


L. C. CHASE & COMPANY, Boston 


a DETROIT SAN FRANCISCO CHICAGO 
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Why the Studebaker Franchise 


is worth more than another 


Studebaker, with 3 models in 13 body types, is superior to a 
one-type car from the dealer’s point of view 


The man considering taking an automobile contract should first consider these facts: 





A sk th e€se qd ues t ons: Studebaker’s answer: 


Is this a favorably KNOWN CAL ?.....--ccccccccoeceseooce Today Studebaker produces 150,000 fine cars 
(Is the public “sold” on it?) yearly. The world’s largest production of quality 

P F automobiles. 
WEE 3 give thee SOT W868? ecncrcciccccecncrrsons Hundreds of Studebakers have run over 100,000 


miles; one we know has done 500,000 miles in 
51% years. Eight in ten Studebaker owners “re- 
peat.” 


Caen F Ne OE Cee PUP ssoscsnensersicniinns Studebaker dealers are scattered from coast to 
coast. No fine car has more. They are pros- 
perous, satisfied. With growing businesses. 


Is the field for this car highly competitive ?.... Studebaker dealers never fear this. Their field 
is unlimited. They have a car for every buyer. 
Three types in 13 distinctive body styles. 

Is the house established on sound lines?........ Stuidebaker has been the world’s leading vehicle 


maker for 72 years. $90,000,000 is behind the 
Studebaker name. 


Is the sales policy sound? .................-..ssscseseee In the past 3 years Studebaker sales have almost 
trebled. 
How about the contract ?..........................sssee0e The Studebaker contract is fair and sound. And 


backed by a house established on honest prin- 
ciples in all dealings. 
Are there any desirable vacancies?.................. There are but few Studebaker franchises still 


open, naturally. Wherever there’s a Studebaker 
opening, there’s a real opportunity. 











Find out if there is a Studebaker opportunity for you in your city, before considering a lesser car. 
There may be a most attractive proposition awaiting you. Write and find out. 




















LIGHT-SIX SPECIAL-SIX BIG-SIX 
5-Pass. 112-in. W. B. 40H. P. 5-Pass. 119-in. W. B. 50H. P. 7-Pass. 126-in. W. B. 60 H. P. 
Touring. . . . . $1045 Touring. . . . . $1425 Touring. . . . . $1750 
See ec anet Sein eo Roadster (2-Pass.) . 1400 Speedster (5-Pass.) . 1835 
Coupe (5-Pass.) . . 1395 Coupe (5-Pass.) . . 1895 Coupe (5-Pass.) . . 2495 
Sedam ..... 1485 Sedan .... . 1985 eee 





(All prices f. o. b. factory) 


THE STUDEBAKER CORPORATION OF AMERICA 


SOUTH BEND, INDIANA 


THE WORLD’S LARGEST PRODUCER OF QUALITY AUTOMOBILES 
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THE SEDAN 


$1445 


f.o.b. Factory 


Five Disc Wheels and Nash Self- 
Mounting Carrier, $25 additional 


e bis | 
coe . t 


Is Your Present Line 
a Speculation or an Investment? 


On the stock market or in business there is a very 
sharply defined line that divides the hazardous 
from the safe. 

By a very simple process of analysis you can 
determine whether the present line of motor cars 
you handle can be classed as one or the other. 
And no dealer can afford not to make that test to- 
day if he wants to continue in business on a 
profitable basis. 


First, is the company building the line you sell 
in healthy financial condition? Nash is! 
Second, are the executives of that company 


really able, practical manufacturers of extended 
and successful experience? Nash executives are! 


Third, is the car you handle of proved and 
known quality? The Nash is! 


Fourth, is your line a short line or a complete 
line that enables you to cultivate the greatest 
possible market and build up a big volume of 
business? Nash has a complete line! 


Above is shown the Sedan on the Nash Four 
chassis. It is a popular-priced family car that 
enables a dealer to secure sales that a dealer 
handling only higher list cars can’t touch. 


It possesses in high degree the valued virtues of 
economy and dependability plus exceptional 
smoothness, quietness, and power-flexibility. 


It meets the needs of a certain group of buyers 
while these other Nash models included below 
in their turn meet the purse and preference of 
other big classes of prospects. 





$1645; Victoria (Enclosed), $1990; Five-Pass. Sedan, $2040; 





SIX MODELS: Roadster, $1275; Five-Pass. Touring, $1275; Seven-Pass. Touring, $1425; Four-Door Special Sedan, $1640; Sport Touring, 
Four-Door 
MODELS: Roadster, $915; 5-Pass. Touring, $935; Business Coupe, $1165; Carriole (5-Pass. Enclosed), $1275; Sedan, $1445, f.¢.b. factory. 


Coupe, $2090; Seven-Pass. Sedan, $2190. FOUR 








The Nash Motors Company, Kenosha, Wis. 
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M O yf & O R 


2e80 GRANo AVENUE 





april 7, 1924 


Ss. W. Ramsey 


Olds Motor orks» 
Lansing», Michigane 
Attention: mr. Guy H- Peasleye 


Gentlemen: 

The sun was shining yosterdsy and five dealers wired 

in for carse our retail organization reported four 

orderse 2 thought that you might want to know these 

factSe 

e that the Oldsmobile must be going this wey 
the countrys 4t is such & wonderful "buy" « 

The smar 4n our territory are signing 

up. It 4s the writer that the future of 

Oldsmobile is absolutely assured 

speculative stagee 

We want you to kmow how wo feel abou 

sincere that 1 recommended one of my 

t $100,000.00 cash in an Oldsmobile 

and he advised mé this morning that he has 

advice and completed arrangements. 

good here We could not hel 

about ite 


t this. I sm so 
very best friends 
franchis® 


taken my 


We are feeling 30 p writing 


you and telling yo 
Yours very truly» 


swr:S 





*OLDSMOBILE WINS BY COMPARISON" 


Smartest Dealers are 


Signing Up’ 


AGE 
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—says Sam Ramsey 























The best dealers 
dea are flockin 
ao in the consti a 
deel scan ti 
_ ey ar 
— Wise dealers oie ene — 
- -_ to sell Oldsmobile Six, 
— ey es gauge the ad- 
Mem S 7 fa franchise with the 
—_ — ing of Ramsey Motors 
pd 7 Works and General 
orporation. 


bd 2, 
? ? ? 
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| MAXWELL 


AWinning Combination 
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All agree that the Maxwell- 
Chrysler line is of utmost con- 
cern to all automobile 


The good Maxwell falls logically 


into first place in that great 





dealers. 


Here is one of the 
strongest combinations 
in the whole field. 
Everybody acknow- 
ledges that this great 
line is going to influence 
dealers’ prosperity more 
than any other single develop- 
ment during the last ten years. 


Those who now hold the 
Maxwell-Chrysler franchise, have 
what is generally predicted likely 
to be the last great opportunity 
for quick and sure success. 


Certainly it is true that these two 
cars are dangerous competition— 
both inside and outside of their 
own theoretical price limitations. 


Between them they appeal to a 
tremendous market. 


MAXWELL 


buying group which 
demands a quality 
popular priced car. 


The Chrysler Six, of 

course, needs no praise 

here. Its success was 

instant and complete. 

Today it is known that 

the Chrysler Six offers 
one of America’s most desirable 
sales chances. 


The two are irresistible. They 
hold the chance for extraordinary 
dealer success for those who be- 
long to the great and powerful 
Maxwell-Chrysler organization; 
and they constitute the most 
dangerous and successful compe- 
tition for all others. 


Dealer expansion now rapidly 
progressing. By writing or wiring 
now—you may still be in time. 


MAXWELL MOTOR SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER MOTOR CORPORATION, DETROIT, MICHIGAN 


sler Si 


Pronounced as though spelled, Crysler 


—eCOhr 
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What To Do 


To Be a Better Automotive Merchant 


Successful Dealers and Distributors Give Their Ideas of 
Requirements for Progress in the Retail Field 


By SAM SHELTON 


FT TTT TET ULMUMLLIMNLULLMNULLIUUUUULMUU ULM TUTULLUUUULMOMOMUMOUUUSMMNUUTUMITTUUUU MOOT UUULNUUUUMMNUUUUUUMNOUUICCOOUUULLNUOUUCC OOOO OOOOPLOOUU TT UOOUULOOUUUULTUOUU MONO OOOUUUUNOUUTLTUUUOL TUCO 


This is the third and final article of a series based upon analysis of statements written by successful 
dealers and distributors in response to a request for their opinions by the editor of MOTOR AGE. The 
other articles were published in MOTOR AGE for February 14 and March 13. 


Se TTT MILL LLLLL TULUM LLM ULM ULL LELCC UCLA UDULOOUUOULLOUDODLOUUUPL CUCL UUCLLOUUUCLOUUP LMU ULLULUOCE PCL ULCL OUT OOUOLLOUOUPLLOOUOUUUMOUOULUMOOUOUUPNOUUULTOOULLOL LO 


HAT are the specific things an automobile dealer should do to make himself a better merchant? 
By “better merchant” we mean, of course, one who banks a comfortable and adequate net profit at the 
end of the year; one who commands the respect and confidence of his customers and competitors; one who 
can look his banker in the eye and get all the credit he needs; one who realizes his obligations as a seller of trans- 
portation; one who is making progress toward a definite goal of business success. 


We do not mean the one who can act as broker to dispose 
of the greatest number of motor vehicles, the one who is 
invariably the highest bidder for the “One-Horse Shays” of 
the trade, the one who gets by with the least possible service 
to his customers, or the one who makes any kind of terms to 
get the business. 


In previous articles in Motor AcE in which contributions of 
leaders of the industry were analyzed we saw that a certain 
moral fitness is required for success in the merchandising of 
automobiles just as in the successful conduct of any legitimate 
business. Integrity, mental capacity and financial responsi- 
bility were listed as essential qualifications of the man who 
would succeed as an automobile dealer. In addition it was 
seen that a certain amount of business capacity, a qualification 
equally essential to the dry goods merchant, the druggist, the 
grocer, the hardware man, or any other established retailer, 
was required. 


Integrity and mental capacity are inherent qualities, the 
result of years of training and education upon the background 
of the mind and heart bestowed by nature, and these are fairly 
fixed by the time the youth emerges into manhood. If training 
and education up to the point of the young man’s entry into 
business life have not been sound, he is confronted with a 
handicap that will be difficult to overcome. Financial responsi- 
bility also depends to a great extent upon training and educa- 
tion, for he who remembers his obligations with a sincere and 
honest purpose to live up to them usually is able to do so. 

Business capacity, we found, may come with experience. As 
pointed out in preceding articles, the automotive merchant who 
is equipped with the mental and moral qualifications for 
Success and who is ambitious to improve and progress, learns 


with experience and has a splendid opportunity to grow from 
a small and insignificant business into one of commanding 
and leading position in the industry. 


What are the marks of business capacity? What can the 
automotive merchant do to improve his business qualifications? 
What specific things can he train himself in and make use of 
in building his business on a profitable and sound foundation? 


The answers are found in the words of men who have already 
been successful in this line of business: Keep books, Be 
honest, Sell, Work hard, Watch finances, Let the other fellow 
sell some of the goods. These and other points are amplified 
in the letters, parts of which are reproduced in the following 
paragraphs. 

Let us take as a keynote the statement prepared by John A. 
Butler, of Kansas City, Mo., president of the National Auto- 
mobile Dealers Association. Mr. Butler deals with some of 
the practical problems of the motor car dealer’s every-day 
experience—problems which when successfully met help the 
dealer on the way to business capacity. Following is Mr. 
Butler’s statement in full: 


“T am proud to be connected with the motor car business. 
I think it’s a good business and a lot of money has been made 
in it and, of course, there is a lot of money lost, but we are 
getting better every year. We are using saner methods and 
I think our methods are going to improve a good deal in the 
next few years. This depends upon how long it is going to 
take us to learn the lesson that some of the older business 
concerns have learned. 

“IT have hearr some people state that we will eventually 
discontinue trading for used cars altogether, and have brought 
up the argument that when you get a new suit of clothes you 
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Puts Accounting System First 


We believe that the average automobile dealer needs first 
of all a better accounting system. 

Second: A department for the specific purpose of making 
sales with some one person responsible for its success. We 
further believe that dealers’ efforts should be confined to a 
reasonable number of lines, rather than try to furnish any- 
thing the occasional purchaser might desire. 

Third: More attention should be given the small dealer’s 
problems both by the factory and distributor under whom 
they work. They have not as a rule received sufficient 
discount and cooperation to enable them to show a reasonable 

rofit. 

. We urge all dealers to read an automotive paper and 
suggest that they take several which cover different phases 
of the automobile question. 

—A. R. Pryor, president, 


Pryor Motor Co., Birmingham, Ala. 











don’t ask them to take in the old clothes, or shoes. Of course, 
this is a fact, but the typewriter people, piano and sewing 
‘machine people do still take in the used articles, but on a 
saner basis. Just what this basis is going to be I don’t know, 
and of course some day we will discontinue outbidding any 
others. 

“It’s my firm belief that we will make much more money 
out of this business the day we decide to take in used cars 
at just what we think they are worth and no more. 


Things That Hurt 


“The thing that is hurting the motor car dealers more, in 
my judgment, than anything else is their great anxiety to do 
business. I believe we have shown as much sales effort and 
ability as any line of merchandising in this country, while the 
loss in used cars has been tremendous. The dealers who over- 
trade have lost a good many more dollars than they know of, 
due to the fact that a lot of these deals could have been made 
at the right price if they had had the nerve to let the customer 
leave the door with their first appraisal, depending on the 
selling they gave him on the new car for him to return instead 
of their high appraisal. 

“I can remember, and a lot of you fellows can, when it was 
possible to get a reduction on every pair of shoes, suit of 
clothes, hat or anything you bought even down to a can of 
tomatoes, if you made the proper effort. These things have 
changed now, so that we know any legitimate merchant is a 
‘One Price Merchant.’ It’s only been a few years since the 
motor car sold that way. We know it was no small effort on 
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our part to overcome this obstacle, but with the assistance of 
the factories, we have finally quit that and I think it is very 
seldom that anybody ever buys a car at retail at a reduced 
price, or dealer’s price or any of these things. 


“Now isn’t the competition just as keen on a car when you 
have a trade involved as it is when you haven’t? And this is 
certainly the desirable deal. If this is the case, what hopes 
has the dealer who feels that his product is overpriced and 
it is necessary for him to overtrade on things to get business? 
Where is he going to come out on the cash deal? 


Money for All Dealers 


“Of course, we know that some of the popular lines of 
automobiles are more profitable from the dealer’s standpoint 
than some of the cars not known so well, yet it is my belief 
that any automobile dealer, with almost any line of automo- 
biles, can make some money, but it has been clearly demon- 
strated that he can’t do it by overtrading. He must adjust 
himself to his surroundings and to the business he is entitled 
to get. In other words, if you represent a car that you are 
rightfully entitled to get one hundred cars a year, or twenty- 
five for that matter, you can so adjust yourself to make money 
on the one hundred car sales, provided you conduct your 
business on a one-hundred-car basis. But it’s absolutely im- 
possible for that one hundred car dealer to have a magnificent 
salesroom like that of the two-thousand-car dealer. Neither 
can he spend as much money advertising and there are a lot 
of things he can’t do that the other fellow can do. He can 
by hard work and a lot of energy and sane methods maybe 
increase that to one hundred and twenty-five cars, but if he 
attempts to reach 225 or 250 he will probably lose money 
instead of make it.” 

The important point in Mr. Butler’s communication is that 
success is not measured by the volume of cars the dealer sells, 
but rather by the profit he makes. The man with an outlet 
for 100 cars a year, or 25 for that matter, Mr. Butler says, 
should so organize and conduct his business that he will make 
a reasonable profit on the number of cars he sells. It is in 
most cases true that he who loses money on a few cars will 
lose more on many. 

The principles of sound merchandising, whether in the sale 
of automobiles or any other commodities, are emphasized by 
Charles D. Pique, general manager for Gus De Revol, New 
Orleans. Mr, Pique says: 

“The most important thing today for a distributor or dealer 
to realize is that he is a merchant and that merchandising 
automobiles, accessories, service, and, in fact, anything else 
in connection with the sale of automobiles, should be done 
on the same principles as merchandising any articles, regard- 
less of their nature. 





Read Business Papers, 





Join Your Association 








there may be characteristics in one business that do not 
apply to another. 


“We know of no better way for the average merchant to keep 
fresh and to help himself than by reading an automotive busi- 
ness paper and by joining both a local and national association. 
We can say that our local and national association have helped 
us and have accomplished things that we could not have 
accomplished single-handed. 

“If the average merchant today will find some system 
adaptable to his business by which he can control his costs, 
such as the present flat rate system which has been sweeping 
the country, he can easily turn his business into a profit- 
making proposition. 

“For our part we have instituted this in all our departments: 
mechanical, repair, paint, trimming, and, in fact, have ex- 
tended it to a sort of bonus plan for those having to do with 
the sale of parts and accessories. 

“Publicity of any nature along these lines will naturally 
help the dealer and enable him to adopt these polieies in his 
business.” 

The merchandising principles cited by Mr. Pique are still 


“ fpr eetenprges in selling do not change, although 


further emphasized by W. F. Wright, president of the Walter 
F. Wright Co., Cleveland, Ohio. Placing this principle of 
sound merchandising first, Mr. Wright says: 


“First, we would have the dealer operate his business on 
the same fundamental principles as those on which any suc- 
cessful clothing, dry goods or shoe merchant operates his 
business. 

“We believe that there has been a tendency in the past to 
conduct the automobile business on a plane incomparable with 
other lines of merchandise. It is our belief that some dealers, 
strangely, feel that the automobile business is something that 
must be handled differently; and nothing is farther from good 
business. It has always been our thought that the merchant 
in the automobile business who operated as any successful 
clothing merchant operates his business would be a complete 
success. 

“Of course, the keynote of a successful merchandising pro- 
gram is service. Many fail to keep constantly in mind the 
main object, that of fulfilling the obligations to the customers, 
but allow themselves to be side-tracked by false considerations 
of immediate expense. Our slogan is: ‘The customer is the 
only boss and he must be satisfied.’ 
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“Second: The dealer must have a proper accounting system 
in order to know what departments are showing losses and 
so be in a position to stop any leaks that may develop. 

“He should handle his used car situation in a manner that 
will be profitable. We are firmly convinced that a majority 
of the automobile dealers operating during the past twelve 
months have come to a full realization of the need of taking 
in used cars at a proper appraisal price. 

“Third: The dealer should by all means join and promote 
in every way possible a cooperative movement with other deal- 
ers for the furtherance of the business. Local and state dealer 
associations and trade publications, as well as national organ- 
izations and trade publications, are strong factors in the 
forward movement of this business. 

“Fourth, we believe that every dealer should make it an 
object to avail himself of every possible opportunity to broaden 
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his business vision and his education in the automobile field. 
He should read and study the standard, reliable publications 
which are devoted to subjects of particular interest to those 
in the automotive industry. 

“Above all, the dealer should operate his business on a 
profitable basis, take his used cars in on a proper basis and 
cooperate with competitive dealers for the improvement of 
merchandising methods. 

“The distributor also has a responsibility, and that is that 
he should investigate the dealer’s ability to handle the contract 
properly. One of the first requisites is that the dealer be 
amply financed, and distributors should take this point into 
consideration as well as the ability of the individual or company 
to sell. Too many distributors are prone to think a great 
deal more of a contract and consigning automobiles to a dealer 
than of the ultimate future of the territory where they are 
placing such an underfinanced dealer.” 








Automobile Retail Business Not a “Snap” 








mental basis of automotive merchandising. Successful 

leaders in the retail field agree that the fundamental 
nature of selling automobiles is closely akin to the basic prin- 
ciples of selling coffee or calico or any other common com- 
modity. As pointed out by Mr. Wright, there has been too much 
a tendency heretofore to regard the automobile business as 
being on a plane incomparable with other common forms of 
retailing. 

Those who have entered into the automobile business with 
the idea that it was a “snap,” a preferred business in which 
big profits were to be made with little effort, have almost 
invariably failed. Witness the stress put upon the term “hard 
work,” by some of those who have succeeded in this interesting 
business. “Hard work and long hours,” says W. E. Griffith, 
president of Landman-Griffith Co., Tolelo, O. Here is his 
prescription: 


“There is no question but what the quality of personnel in 
automobile merchandising must be improved. 


“Dealers should be convinced that they should not sell cars 
on too liberal terms or on excessive allowances on used cars; 
that the most important thing in selling a car is to make a 
customer who will be constantly turning profits through the 
purchase of maintenance, accessories, tires, etc., and they 
should make an effort to sell maintenance in winter for profit. 


“In addition to these I would go back to a little old-fashioned 
propaganda, impressing upon the small dealer’s mind the 
necessity of working out his own salvation by individual effort. 


“Hard work and long hours seem to have become a lost art, 
and we are trying to build up that pride of perseverance in 
our own dealer organization which will urge upon the indi- 
vidual to work harder when business is slow than when it is 
easy.” 

“Honest merchandising” is the keynote of Tom Botterill of 
Denver and there is a world of wisdom in that phrase. It goes 
back to the very foundation of integrity, mental capacity and 
business capacity. 

“I would place of the first importance the education of the 
small dealer along the lines of honest merchandising,” says 
Mr. Botterill. “I believe it is quite possible that the small 
dealer has not raised the automobile industry to that plane 
on which it deserves to rest. 

“Secondly, I would suggest the very great necessity of a 
simple and comprehensive accounting system. I have found 
that very few small dealers are able to give an intelligent state- 
ment of their business, and through their inability to do so 
they often have become involved financially.” 

Another writer attaches great importance to accounting. 
Accounting does not necessarily mean an involved system of 
bookkeeping that would frighten the proprietor of the average 
small automobile store. It means simply a systematic keeping 
of records that show the cost of doing business as against 
the receipts of the business, so that the proprietor may accu- 
rately ascertain whether or not he is making a net profit. 


- HUS the testimony continues to multiply as to the funda- 


John L. Bovis of Bovis Oldsmobile Co., Cincinnati, writes as 
follows: 


“In our opinion the greatest thing that could be done for 
dealers is to get them to work out a definite plan. It is 
obvious that if a dealer’s gross expense is $2,000 a month, his 
gross profits must at least equal, and should exceed, that 
amount. This means that he must have a certain volume in 
order to continue as a going business. 


“Too many dealers do not know what these two facts are, 
and they are proceeding along lines of guess work rather than 
a definite plan. 

“Many dealers likewise make the mistake of not depart- 
mentizing their business, They don’t know whether they are 
making a profit or a loss in each department, because they 
do not make an equitable distribution of their expenses. Not 
knowing these facts, of course, they cannot set up a definite 
objective to be attained during a given month, and conse- 
quently cannot start out on the first of that month with a 
definite idea of doing so much each day towards its accom- 
plishment.” 

The following?is from Frank L. Botterill of the Botterill 
Automobile Co., of Salt Lake City: 


“I believe that what the small dealer needs most is first of 


‘all more profit, and in order to do this it is my thought that 


the average small dealer must raise his standing and reputa- 
tion as a business man in his own community. 

“It has been my experience that the dealer whose business 
ability is respected has nearly always been successful. Too 
many dealers are careless in taking care of their obligations 
promptly, correspondence, accounting and other details, that 
the keen business man takes care of so carefully. 

“First of all I should say that the dealer should be abso- 
lutely frank with his banker, distributor or manufacturer as 
the case may be. He should never neglect for a single hour 
the prompt payment of notes, interest or taking care of re- 
newals with his banker. He must realize that his word is the 
same as his bond. No matter how nice or straight forward a 
dealer in a small community may be, his entire reputation will 





In Few Words 


We believe that the principal requisites of a satisfactory 
dealer are: 

First: Proper financing. 

Second: Real sales ability with natural desire to work. 

Third: That broad-minded view which will allow him to 
lose a sale once in a while because a competitive dealer 
wants to overbid on used cars or on the terms. 

Fourth: To take care of his customers in such a way 
that the other fellow will not be able to take them away 
from him. 

—Harry A. Lord, president, 
Lord Motor Car Co., Los Angeles. 
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suffer if he neglects to take care of promptly every obligation 
no matter whether it be financial or a promise of some descrip- 
tion to a customer. 

“The thought occurs to me that the greatest thing a dealer 
can do for himself is to build up first of all a reputation for 
being a keen business man; a reputation for promptness in 
small communities grows very fast, and when a dealer’s word 
is considered the same as his bond, it seems to me that his 
success is assured. 


“Too many dealers neglect what seems to them to be un- 
important business transactions and this neglect does not 
give the standing in their communities that they should have. 
It is our experience in nearly every community that one dealer 
stands head and shoulders over the rest, and if you analyze 
this situation you will find that nine times out of ten this man 
in the front rank is the man who has a good business reputa- 
tion and who lives up to his word.” 


Used cars are mentioned by some writers as the most im- 
portant consideration in the success of the small dealer. Ralph 
A. Parker, president of the Cadillac Co., Atlanta, Ga., says: 
“There is too much dealer mortality and this to a large extent 
is caused by excessive allowances. If it could be pictured to 
the dealers that it costs every one engaged in the business 
between 10 and 15 per cent to sell cars, and that the difference 
between this and what the factory gives in the way of dis- 
counts does not permit of any losses being taken on the sale 
of used cars we believe that it would help considerably, for 
we feel that a lot of dealers do not have the proper accounting 
system to indicate to them this weakness.” Back to accounting! 

“The big trouble with the small dealer is that he does not 
give as much attention to his business as he should,” writes 
C. E. Gambill, of the Gambill Motors Co., Chicago. “He 


disregards accounting and does business in a haphazard way, 
whereas he must develop into a business man. Your paper is 
helping a great deal to educate him along these lines.” 

Two other contributors begin with used cars when naming 
subjects uopn which the average dealer requires education. 
J. W. Roby, president, Roby Motors Co., Shreveport, La., says: 


“First, the most important part of any dealer’s business is 
the selling of cars, and, of course, they must be sold at a 
profit, and this cannot be done by trading or rather allowing 
too much for used cars. It is probably all right to trade for 
used cars povided you get them at the right price and it is 
the right car. Then you can always sell it. 

“Second, the sale of a used car, we have fotnd, is very little 
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different from the sale of a new car. The dealer is entitled to 
a margin of profit on the used car the same as he is on a new 
car. We believe that it is wise to confine trades to such cars 
as are popular in the dealer’s territory and that can be 
readily resold after proper reconditioning and at a profit. 
We would no more think of trading for some big car that is 
not represented in our territory than you would think of 
trading for some big locomotive. 

“Third, of course, the maintenance and service question must 
be taken care of in a manner consistent with the best interests 
of the customer. This is indeed a problem to solve and at 
the same time show a profit in the service department. 

“We believe that it is essential that dealers read some good 
automotive paper and also join local, state and national asso- 
ciations.” 

And then this from R. W. Cook, general manager, Neel- 
Cadillac Co., Philadelphia: 

“T think the first and important thing with the lealer, as 
well as the distributor, is properly purchasing a used car, 
getting it in a salable condition and disposing of it. 

“The inclination of nearly all dealers is to pay too much 
for the car and then spend too much money in putting in a 
salable condition. ‘This added to the purchase price brings 
the car up to more than the real value. Then the dealer tries 
to dispose of this car at the amount it stood him. 

“T have often heard dealers and even distributors remark 
that they do not know the value of used cars. I disagree with 
this statement, as I believe the man who is purchasing a new 
car and selling the dealer his old car knows what the used 
car is worth. 

“I find that the dealer who is most successful with us is 
the one who has very few used cars, and that condition is 
brought about due to the fact that they have not paid too 
much for them.” 

Those who have read the foregoing discussions by their 
fellow dealers and distributors undoubtedly have found therein 
food for thought. The successful dealer should find here sug- 
gestions and ideas that will help him to still greater success 
and the man who thus far has found the row hard to hoe 
should take stock of himself and if he believes he has the 
essential qualifications he should help his ambition with a 
good dose of practical application of the methods by which 
others have succeeded. 

And it is worthy of note how many of these succes8ful men 
state that every dealer should read and study one or more 
business papers covering his line of business. 
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(From Motor AcE of May 9, 1901.) 
Laying Out Routes 

New York, May 5.—The work of lay- 
ing out the routes and establishing the 
stations for the guide posts to be erected 
by the Automobile Club of America and 
the Long Island Automobile Club has 
been begun. 

Yesterday H. B. Fullerton and R. E. 
Jarridge, in behalf of both clubs, made 
a run to Bridgeport, Conn., and settled 
twenty post stations at important points. 
The planning of posts on Long Island 
and from New York to Albany will next 
be begun. The allied automobile clubs 
will continue the work until a complete 
line of posts extends along the through 
routes to Buffalo, Philadelphia and Bos- 
ton. These posts will be of iron about 
ten feet in height. They were fully de- 
scribed and illustrated in this paper last 
winter, when their erection was first de- 
termined upon at a meeting of the east- 
ern clubs. 
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In MOTOR AGE of May 22 will be published an article 
by B. M. Ikert on “The Well Equipped Ford Shop.” This 
article will logically follow articles on Ford service by 
Mr. Ikert previously published in MOTOR AGE. It will 
be a detailed and comprehensive study of the subject and 
should prove of great value to any dealer or maintenance 
man doing a considerable amount of Ford maintenance 


work. 
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The Well Equipped 
Ford Shop 
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Continental Brings Out Bus 


Engine 


Many New Features for Passenger Service Incorporated in Six Cylinder, 


Heavy Duty Model Powerplant 


specifically for express passenger 

bus service has just been brought 
out by the Continental Motors Corp. The 
engine has been designed with the idea 
of incorporating into a bus powerplant 
the same ideas of speed, comfort and re- 
liability required in passenger car prac- 
tice. Durability, flexibility and freedom 
from vibration, according to the Conti- 
nental company, are fundamental re- 
quirements for this class of, service and 
an effort has been made to meet these in 
this new design. 

Some of the features of the engine 
which have been incorporated particular- 
ly for the purposes for which it is in- 
tended indicate a growing appreciation 
among engine builders of what is neces- 
sary in design for long non-stop runs at 
fairly high speeds. The cylinder head is 
extra deep providing a greater volume 
of water, greater facilities for cooling 
and greater strength. The head is sealed 
with a gasket designed for heavy duty 
service. The gear pump is much larger 
than would normally thought to be re- 
quired for an engine of this size and the 
oil lines also are extra large. 

The faces on the timing gears have 
been increased beyond usual practice. 
These gears are steel against semi-steel. 
Two of the four gears are case-hardened 
steel and the other two close grained 
semi-steel. They are spirally cut. Heavier 
dimensions are also used on internal 
parts of the engine. The pistons and 
rods are designed for heavy duty service, 
the pistons being 414 inches long with 
heavy heads for rapid heat dissipation. 
The connecting rod lower bearings are 
spun directly into the rod, this process 


. NEW six-cylinder engine designed 





Front view of the Continental Bus engine 


being claimed to increase the heat flow 
from the bearing because of the greater 
affinity of the bushing with the rod. It 
is also said to increase the density of the 
bearing material thus increasing its life. 

The valves are silchrome and the valve 
mechanism is heavy in dimensions with 
extra large bearing surfaces on the valve 
and push rod guides. All the nuts on 
the engine are case hardened so that they 
are not affected by the use of spanners. 
The packing nut in the end of the ex- 
haust manifold is bronze. There is an 





Complete provision for accessory drives has been made. A generator, magneto, distributer and, if desired, an air compressor 


can be added 


end thrust adjustment for all the timing 
gears and this adjustment is put on the 
outside of the timing gear case where it 
is readily accessible. There is also an 
adjustment for end thrust on the crank- 
shaft. Complete provision for accessory 
drives has been made. There is provision 
for a generator, magneto, distributer and, 
if desired, an air compressor. 

The new model is known as the 6B bus 
type. It has a bore and stroke of 3% by 
5 inches. It is of block-cast L-head con- 
struction with detachable head and inde- 
pendent aluminum crankcase with a 
pressed steel oil pan. The engine de- 
velops on the block 36 hp. at 1000 r.p.m. 
and peaks at 2200 r.p.m. where it de- 
velops 70 hp. The piston displacement is 
331.6 cu. ins. The clearance is 23 per 
cent of the total volume and the com- 
parison is 65 lb. per sq. in. absolute. The 
engine weighs 700 lbs. 

The engine is designed as a unit power- 
plant, the rear supporting arms being 
integral with the flywheel housing. The 
front or thrid support is designed to rest 
on the front cross member of the chassis 
and is integral with the gearcase cover. 
The engine has a number 3 S. A. E. bell 
housing. 

Four bearings support the crankshaft. 
These bearings are all 2% ins. in diame- 
ter and are respectively 2 13/32, 1% and 
3 116 ins. long from front to rear. The 
valves are on the right side of the engine 
and are operated from the four bearing 
camshaft through mushroom type tap- 
pets. The valves have a clear opening of 
113/16 ins. The lift of the inlet valves 
is 5/16 in. The valve tappets and guides 
are removable through the side of the 
engine without requiring the taking off 
































of the block. 

Lubrication is by pressure feed from 
the gear oil pump through the drilled 
crankshaft to the main bearings, connect- 
ing rod and gearcase. The normal pres- 
sure on the system is 50 lbs. per sq. in. 
There is an oil pressure adjustment on 
the top of the crankcase at the front end 
by means of which the pressure can be 
varied at will. The setting is arranged 
to show 15 lbs. at 1000 r.p.m. 

The magneto, if used, can be mounted 
on the left side of the engine and is 
driven by the waterpump shaft in tandem 
with the generator. The magneto coup- 
ling and bracket is furnished when de- 
sired as extra equipment. If a distribu- 
ter is used, provision is made for S. A. E. 
type B. It is spiral gear driven from the 
camshaft. The lighting generator is at- 
tached to the left side of the engine and 
is driven off the waterpump shaft. The 
starting motor is on the right side and is 
applied with a 3% in. S. A. E. sleeve type 
mounting. 

The gasoline system is on the opposite 
side of the engine from the electrical 
equipment. The exhaust and intake mani- 
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Lubrication is by pressure feed from the gear oil pump through the drilled crankshaft to 
the main bearings, connecting rod and gearcase 


folds are cast integrally, the exhaust act- 
ing as a jacket for the intake. Just be- 
fore the entrance of the intake gases into 
the cylinder they pass through a portion 
of the intake which is practically sur- 
rounded by the exhaust jacket acting as 
a preheating device which is designed to 
prevent the creeping of the unvaporized 
fuel along the intake wall. The carbu- 
reter attachment is designed to take a 
vertical type on a 1%4-in. S. A. E. flange. 

Cooling is by centrifugal waterpump 
driven off the timing gears on the left 
side of the engine. There are two out- 
lets from the pump to the cylinder block. 
The entire cooling system has been laid 
out for uniform heat dissipation, in line 


with the policy of making this engine 
particularly adaptable to long continuous 
runs, where localized heating would be 
bad. Water surrounds the individual 
cylinders and also the valves to as great 
a degree as possible. The water capacity 
and the pump capacity are over the re- 
quirements of the engine so as to pro- 
vide ample cooling facilities. The fan 
pulley is on the front extremity of the 
waterpump shaft. 

The following parts are not supplied 
with the engine: carbureter, governor, 
distributer, magneto, lighting generator, 
starting motor, clutch transmission, 
starting crank handle, fan, fan belt, spark 
plugs or cables. 








Willys-Overland’s Latest Product—The Blue Bird 
Equipped With Balloon Tires 


ILLYS-OVERLAND announces its 

newest model, the Overland Bluebird, 
as the lowest price motor car with genu- 
ine balloon tires as standard equipment. 
The body is quite long and finished in 
peacock blue, set off by black fenders and 
running gear, together with a nickel radi- 
ator, windshield stanchions and outside 
door handles. The upholstery is done in 
blue to match the body and the top is of 
a similar hue. 

The color used on the body, it is 
claimed, will stand up under the most 
exacting weather conditions, and cannot 
be influenced by sun or frost. 

The wheelbase of the new car is 106 
inches and the car, of course, has the 
patented triplex spring suspension. The 
tires are 31x5.25 Fisk balloon tires. 

The powerplant is the same as that 
used in other Overland models. Equipped 
with natural finish wood wheels, the 
Bluebird will sell for $725 f. o. b. Toledo. 
Disk wheels are optional, a complete set 
of five wheels being furnished at an extra 
cost of $25. 
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Willys-Overland latest addition, the Bluebird, which is equipped with balloon tires and 
sells for $725. 
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Oldsmobile Adds a De Luxe Sedan 
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Two views of the new Oldsmobile De Luxe sedan. The car is painted a maroon color and 
has black disk wheels striped with gold. Equipment includes nickeled radiator shell, bar 
radiator cap, Motometer, hood painted in maroon to match the body, spotlight, four running 
board step plates, windshield cleaner, rear vision mirror, front bumper, rear sport bumpers, 
sport tire carrier, four trunk rails on the back of the car, trunk platform and black enameled 
steel trunk. The addition of the trunk and carrier and the adoption of the disk wheels give 
the car an added appearance of grace and length. The list price of the De Luxe sedan is 


$110 more than the standard sedan. 








Cutting Down the Cost of Maintenance 





DUCATIONAL chassis used by the 
McFarland Auto Co., Denver, Colo., 
Buick distributor, to help owners in get- 
ting the best possible performance from 


their cars with minimum maintenance 
expense. The company’s lecturer has 





traveled over 3,000 miles and spoken to 
some 50,006 people. The McFarland 
company started with the idea of show- 
ing people what actually goes on in a 
motor car. The cutting away of the 
chassis was done so as to expose every 
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Bethlehem Announces 
New Models 


ETHLEHEM Motors Corporation of 

New York at Allentown, Pa., has re- 
cently announced the addition of two new 
models to their line and the dropping 
of one model. 


The new model “L”, a 2%4-3 ton job, 
supersedes the model HN which has been 
discontinued. This new model “L” has 
a rated capacity of from 5,000 to 6,000 
pounds exclusive of body allowance and 
will be known as the “Sturdy.” 


This model will be furnished in a 
standard wheelbase length of 145 inches, 
Schumacher 4-24 8 pt modern 14 ems 
and special lengths of, short 120 inches, 
long 168 inches. 


Four speed transmission, solid 36 x4 
front and 36x8 or 36x 4 dual rear tires, 
high pressure lubricating system, Klaxon 
electric horn, Moto Meter, step pads and 
complete tool-kit are standard equipment. 


The new model “M” is a 3-34 ton job 
with a rated capacity of from 6,000 to 
7,000 pounds exclusive of weight of body 
and will be known as the “Heavy Duty.” 


This model will be furnished in a 
standard wheelbase length of 162 inches 
and a special long wheelbase length of 
180 inches. 


Four speed transmission, solid 36x 5 
front and 36x5 or 36x10 rear tires, 
high pressure oil lubricating system, 
Klaxon electric horn, Moto Meter, step 
pads and complete tool kit are standard 
equipment. 

The new models embrace the same 
salient features as are found in all Beth- 
lehem models, Magazine Chassis oiling 
system, Bosch ignition and two unit 
starting and lighting system, Pierce gov- 
ernor, Bethlehem own make motor and 
Bethichem dual reduction type of drive. 


In the retained models KN one ton 
and GN two ton Bethlehem has made sev- 
eral changes. The installation of a 
higher and broader radiator on the KN 
has improved the appearance of the job, 
while the adoption of steel wheels and 
35x5 tires adds to its appearance and 
makes for greater strength. On the GN 
steel wheels have been adopted as stand- 
ard equipment. 








part that moves. The openings were 
then covered with isinglass to prevent 
the spattering of oil. Thus the entire 
progress of the oil through the mechan- 
ism of the car is shown. The oil pump 
and crankshaft workins are readily seen 
through the glass, aided by tiny electric 
lights that make clearly visible every 
part. Up in front, near the cylinders, a 
tiny red light is reflected in a mirror so 
placed as to show exactly the number of 
times the cylinder is fired each second. 
Besides the transmission gears and other 
working parts, the timing gear housing 
is exposed, and also a section of the 
radiator. 

The explanatory lecture aims to im- 
press upon the car owner how to care 
for his car. 
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Some Things to Bear in Mind in Connection with 


Servicing Fords 


Competition Will Force the Independent Shop or Service Station to Either 
Pare Their Present Prices for Ford Service Work or See This Work Go to 


Someone Else 


Ford flat rate repair operations, 

both as to the time involved for do- 
ing the work and the prices thereon, does 
not necessarily mean that the indepen- 
dent shop or service station is doing the 
work at a legitimate profit, even though 
they charge their customers the given 
prices. 

The list of Ford flat rate operations 
printed in Motor AcE recently must be 
intelligently applied and in all cases can- 
not be taken just as published. The 
prices quoted are suggested as reason- 
able prices, but enough latitude should be 
allowed to insure a reasonable profit in 
all cases. In some instanees the circum- 
stances will make it necessary to mate- 
rially increase these charges, while in 
others the charges may be accepted as 
written. 

For example, in very large service sta- 
tions, where there is a large volume of 
Ford work the work naturally can be 
routed through the shop with a similar 
class of work and it is possible to make 
a reasonable profit. 

But where the shop in question is only 
a small one, employing one, two, or per- 
haps three mechanics, the various oper- 
ations assume the character of individual 
operations and one man is called upon to 
perform all classes of work. Under such 
conditions it is impossible, usually, to 
maintain the same speed for the oper- 
ation as performed in the larger shop. In 
the small shop it is not possible to de- 
partmentize the work and put it more or 
less on a production basis as in the larger 
institution. 

In order to make the best use of the 
lists as printed in these columns, the 
dealer or service station operator should 
make a careful study of the individual 
operations and compare these with the 
time records covering the same opera- 
tions as have been previously performed 
in his shop. Usually this will result in 
adopting a different method of doing 
some of the work, installing needed 
equipment and in other ways speeding up 
the work. It is not always necessary or 
even possible for the dealer or shop oper- 
ator to put on additional men, nor, in 
fact, is this often necessary. It is pos- 
sible in a great many cases to get more 
.out of the present layout by more inten- 
sive methods. This may involve little 
work. For instance, we recall a shop 


, . IMPLY having on hand a list of the 


By B. M. IKERT 


wherein work of this kind was speeded 
up to a great extend by building a tool 
board some 6 or 7 feet long and 5 feet 
high. On this board the special tools 
and devices were displayed and no time 
was lost by the mechanics in hunting for 
a certain tool or fixture that was of vast 
help in making it possible to get under 
the wire in time on the particular job in 
question. 

Investigation seems to show that where 
many shops fall down in not being able 
to meet the scheduled time because of 
disorderly conditions. This subject has 
been talked about for several years, but 
is one, nevertheless, which probably will 
be advocated for some time to come un- 
less a great many dealers and service 
stations clean house and keep it that way. 
Automotive vehicles unfortunately have 
to operate under conditions which bring 
in mud, dirt, grease, water and oil. But 
that is no reason why the shop has to be 
dirty. 

The Ford Service Bulletin, which is of 
vast help in getting the shop to funetion 
under profitable conditions, said one time 
about dirt: 


“Clean Up” and Stay Cleaned Up 


It is the duty of every Ford Dealer and 
Service Station to make a close inventory 
of appearances. It is more sharply evi- 
dent every day that up-to-date business 
demands cleanliness and neatness in ap- 
pearance, not only in the individual per- 
sonally, but in his place of business. 

A eoat of whitewash—if you can’t af- 
ford paint—-is a big improvement over 
dirty, ill-kept walls and ceilings, A metal 
waste bucket in the shop to care for the 
rags, papers, ete. helps materially in the 
cleanliness of floors and benches. Tool 
boxes and lockers for the shopmen save 
time by orderliness, besides saving 
money to the customer by having tools 
in place and at hand when doing repair 
work. “All over the place” is no place for 
tools. Stairways should be swept and 
cleaned daily. Toilets, soap dishes, tow- 
els, glasses, etc. should be washed and 
kept clean and presentable. Empty pack- 
ing eases should be stored in good order 
in some out-of-the-way place, so as not 
to be the first thing to attract the eye of 
the approaching customer. There is no 
room in the Ford organization for slov- 
enly, unclean, insanitary surroundings. 


An improperly-kept sales room goes 
hand in hand with missing appointments, 
forgetting prospects, indifferent service 
to Ford owners, and the general unsys- 
tematic handling of everything. Clean- 
liness and order not only mean the proper 
representation of Ford cars but they 
mean that Ford owners will receive Ford 
Service up to the highest standard of 
quality, 

“Clean up” and stay cleaned up! 

Although the above was meant to be 
read more or less by the Ford dealer, 
it applies to the maintenance shop in 
general, the garage which caters to tran- 
sients and to those who want the flat rate 
system to function at its best. 

The dealer or owner of a shop, service 
station or garage, and who consults his 
mechanics now and then will be sur- 
prised very often at some of the short 
cuts these men often propose. This is 
largely a matter of making the men 
interested in their work who will then 
apply some real thought on their work 
and evolve ways and means of doing it 
better and more quickly. 

Certainly if a manufacturer of a car 
is able to save a few seconds in pro- 
duction of an article it amounts to a 
whole lot when measured in dollars and 
cents if a large production is involved. 
In the same way if a mechanic repairing 
a clutch can save 30 minutes on the 
job by using a certain piece of equip- 
ment, the expense of such equipment is 
fully justified and should not be con- 
sidered. 

A word of caution at this time may be 
directed towards the discouragement of 
trying to recondition a Ford part, unless 
this is absolutely necessary, when the re- 
placement of the part is both cheaper 
and more effective. For example, it is 
almost sheer folly to attempt any recon- 
ditioning of a camshaft when the price of 
a new camshaft is but $2.50. 


Many service stations and shops which 
have attempted to do Ford service work 
have fallen down on the one point of 
trying to salvage worn parts by recon- 
ditioning them, only to find that the cost 
in the long run far exceeded that of 
installing a new part. The prices on 
most Ford parts are so low that, as was 
pointed out in the beginning of this 
series, the job of servicing Fords has 
largely become one of replacing old parts 
with new. 
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A Method Used in Chicago for Putting 
Vew Car Confidence Into Used Car Sales 


By A. H. PACKER 


Mr. Kettering of General Motors, “and we will then 
be able to figure out a way to do it.” 

An exact analysis of the difficulties is certainly a big step 
in overcoming them. 

“Show us the greatest difficulty in the way of successfully 
selling used cars,” we might say, “and we will figure a way 
out of the difficulty.” 

That the used car problem has been solved would be a 
rash statement, but it is certain that a big step in the right 
direction was taken when the Automotive Testing Laboratory 
was established by the Chicago Automobile Trade Association. 

“Lack of confidence” might be put down as one of the 
great obstacles, if not the greatest, which lies in the path of 
the dealer when he tries to get rid of the cars that have been 
sold him by those car owners who took the dealers’ new car 
in trade. Seventy-five per cent of the new car sales made in 
Chicago are “trade ins,” and if these used cars can not readily 
be moved, the damper is immediately placed on the sales of 
new cars and hence on the business prosperity of factory as 
well as dealer. 


What the Public Used to Think About New Cars 


Some years ago it was not uncommon to hear conversation 
somewhat as follows: 

“IT bought a new Bulldozer car, sure was a lemon, I broke 
an axle and drove a rod through the crank case.” 

“That’s funny,” said another, “I know two fellows that have 
Bulldozer cars and they have had fine luck with them.” 

“Well,” said the first, “that’s something you have to expect, 
cars from the same factory will be nowhere near alike, some 
will be great and others will be lemons.” 

But standardized production methods have changed all that, 
as far as new cars are concerned. Alloy steels, close machining 
limits and men specialized on one particular process now 
turn out new cars with but little variation, but the opinion 
about the lemons is still freely expressed when the subject of 
used cars is brought up. 

The way used cars could be sold when even a small measure 
of public confidence was won, has been demonstrated in Chi- 
cago for the last five years in the annual used car shows, where 
a committee passed on the qualifications of the cars sent to 
the show. The method, however, was an approximation at 
best, for who can tell the condition of the inside of a car by 
an inspection of the outside or even driving it. Nevertheless, 
it showed the public that an effort had been made to sell good 
merchandise, and the public accordingly opened its pocketbook 
and bought used cars. 


ae is me why a thing can not be done,” said our friend 


What Happens to Your Car 


It sold once for $1400, but that was two years ago. You 
took it in on trade and would like to get $450 for it, but buyers 
are suspicious; they know it is possible to have a car run 
two years and still have many miles of service in it, but they 
also know it is possible for a car to be run without oil, and 
to score its cylinders, and lose its power and compression in 
afew miles running. The car for $450 may mean to the pur- 
chaser $600 worth of transportation, but more often it means 
4 gas and money eater, a sore spot that makes the buyer swear 
“Never again” and adds to the sum total of opposition in used 
car merchandising. 

Off of the floor and over to the laboratory goes the $450 
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An Automotive Testing Laboratory 
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The Automotive Testing Lahentaten, 0 Division Chicago 
Automobile Trade Association, has ‘put the above car 
— the Wasson Motor Check and its findings are as 
ollows: 


The following have passed the Ambu Electric Test and 
the findings are as follows: 
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The appraisal committee of the Automotive Testing Lab- 
oratories, Division Chicago Automobile Trade nanan 
recommends a price on this car of $................. ....cccccceseeeeee 
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This is the only A, i. bo a iby the _ Automotive Testing Laboratories, Division 


Chicago for Tested and Approved Used Auto- 
mobiles. It is your pan Fn Demand it. ad ' 














The O.K. tag which is wired and sealed on a car which 
has passed all tests 


car, and when it has been put through its paces, the manager 
of the laboratory, Mr. F. E. Edwards, who for some years has 
been chairman of the technical committee of the A. A. A, 
will give you a technical report that would make even the car’s 
designer sit up and take notice. 


Testing the Compression 


As the car comes in it is lined up with other patients, wait- 
ing their turn, and as soon as a tester is available, the com- 
pression in all cylinders is measured and recorded, the high- 
est pressure and the lowest being marked down on the record 
sheet. This test is made with a device much like the ordinary 
tire gage, a plunger being driven up and the pressure noted 
from graduations on the plunger. Then the car is inspected to 
see if there is oil enough to serve for the test run, and the 
water in the radiator is changed. This last step is especially 
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Certificate given to dealer to cover each approved car. Right, back of certificate. It gives the chief test results and should be a great help 
in selling the car 


necessary in the winter months,, for on the test where the 
horsepower is measured the temperature of the engine is a 
vital factor and with alcohol in the cooling system, boiling 
occurs before the most efficient temperature is reached. 


A Sample of Oil Is Taken to Determine the Dilution 


A sample of the crank case oil is also taken to be distilled 
for the purpose of checking the amount of dilution present, 
for to a great extent this indicates the condition of cylinders, 
pistons and rings. The car then goes to the electrical depart- 
ment of the laboratory, where a thorough check of the elec- 
trical system is made prior to giving it the power test. 

Cars in which the starter does not work are turned down, 
and do not even get to the electrical department, for the starter 
is used in making the compression test, and the car would 
be rejected at that point, if the condition of the battery or 
starter or cables should be so bad as to prevent cranking the 
engine. 


What Happens in the Electrical Department 


The work done in the electrical department is under the 
supervision of Mr. Homer J. Rowling, Ignition Instructor for 
Ambu Engineering Institute. It consists of a check on all 
lights to see that they are working, also an inspection of 
fuses and connections in the wiring. The generator is tested 
for output, and if there is no ammeter on the car, a test 
meter is inserted in the circuit from generator to battery, this 
also being done on cars which have ammeters if the reliability 
of the instrument on the car is suspected. 

The ignition system is checked to see that the timing is right 
and that the interrupter contact condition is good, anything 


Fig. 1 
Fig. 1—Preliminary tests. 


The man at the right is reading a compression gage. 


requiring attention being noted on the report. Current taken 
by the starter while cranking the engine is measured with a 
high reading ammeter, and if the current is abnormally high 
it may show the starter to be in poor condition, or the engine 
to be tight. The battery is inspected to see that the electro- 
lyte covers the plates and if it does hydrometer readings of 
each cell are made. If it does not the condition is noted on 
the report, so that in either case the dealer knows the bat- 
tery condition. The battery check does not stop, however, 
with a check on the electrolyte, for voltage readings are 
taken, both open circuit, and also while the battery is giving 
out current for the starter. In this way, a battery which is 
about to “give up the ghost” will be detected. A battery, for 
example, which would crank the engine, was shown to have 
good open circuit voltage, but when the starter switch was 
operated, the voltage on one cell went down to 1.8 volts, 
while on the other two cells it went down to 1.2 volts, show- 
ing that these cells were in bad condition. 


Checking the Engine Power 


After the electrical test has been made, the car is driven 
up on the trestle of the Wasson Motor Check, there being two 
of these testing outfits used, to handle cars without delay. 
The method of checking the power plant is to drive the car 
so that the rear wheels rest on large pulley-like wheels which 
are connected to a prony brake, on which the torque may be 
varied by means of a rope and adjustable weights. The retard- 
ing action of the rope brake may be also varied at will by 
hand, the amount of pull being read from a spring balance. 
A tachometer also attached to the prony brake registers the 
speed in r.p.m. and the lever arms of the brake are so designed 
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Fig. 2 


The second man from the right is taking a sample 


of oil for the distillation test while the other two are testing the front wheel bearings. Fig. 2—Cars in the electrical department, being 


tested before going on the Wasson Motor Check, 
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A double crew makes fast work possible. Equipment for electrical 
testing is shown in the foreground 


Ample garage space is available for cars waiting for tests or ready 
to be delivered 


that the horsepower is obtained by multiplying the r.p.m. by 
the pounds and then pointing off three places. For example, if 
at 400 r.p.m. of the brake the pull on the scale is 40 pounds, 
then the horsepower delivered is 16. 


Knowing Is Better Than Guessing in Selling as Well 
as Buying 

A dealer selling a used car may feel that it should pull all 
right on the hills, and he hopes it will, but if he has it 
checked, there is no question about what the car will do. If 
he wishes to sell it as an “As is” car, there is, of course, no 
one to stop him from doing so, but if he cares anything for 
his reputation, and wishes to build up for his used car depart- 
ment the same degree of confidence which his other depart- 
ments enjoy, then there is just one thing to do. It is to see 
that his used cars pass the laboratory test, and then price them 
right and sell them as “certified cars” in which all reasonable 
precautions have been taken to see that the car is right from 
one end to the other. 


How the Gasoline Flow Meter Works 


While the car is on the stand having its power checked, 
there are other tests which are applied. One is to check the 
gasoline consumption. This is accomplished with a flow 
meter, in which a steel ring is placed in a V-shaped passage 
through which the fuel flows. The gasoline enters at the bot- 
tom, which is the small portion of the V, and as it rises it 
raises the ring. The faster the flow the higher the ring will 
0, while at the same time, the higher the ring goes, the 
greater the passage it leaves for fuel. At some point, there- 
fore, it will stay, indicating a definite flow of fuel. The flow 
meter is graduated to read both gallons of gasoline and also 
pounds of gasoline per hour. For example, if at full load on 
the engine, the meter reads 15 pounds, and the car is developing 
20 horsepower, then the car is using .75 pounds of fuel per 
horsepower hour. 

This is good efficiency for the average gasoline engine, so 
that if an engine at average load consumed a much greater 
amount of fuel, it would point to some serious condition which 
should be corrected. 

The condition of the cylinders in a used car is possibly 
More of a gamble from both the standpoint of the buyer and 
that of the seller, than any other item. Moreover, it is difficult 
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The brake drum on which the rope is wound is continuously water 

cooled, so that tests of long duration may be made if desired. The 

horsepower is obtained by multiplying the readings of the two 
instruments and pointing off three places 
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The flow meter and the gasometer are essential parts of the test 


to get a good idea of the conditions of pistons and rings by 
any ordinary methods. With the Wasson Motor Check, how- 
ever, the condition of cylinder to piston fit is checked by the 
amount of leakage that takes place. 

This test is made by connecting the breather pipe to a 
device in which one sheet metal cylinder floats in another, 
which is filled with the water. At the start of the test, how- 
ever, the floating cylinder is filled with water, so that it is 
practically submerged. It is then supported in the water by 
means of two pulleys, chains and a counterweight. From the 
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The distillation test checks up the engine condition and tells how 
often the oil should be changed 


breather pipe a hose connection now leads to the under portion 
of the submerged tank, so that all leakage from the cylinders 
into the crank case will be carried into the submerged tank, 
where it will displace the same amount of water, and as the 
water is displaced the tank will rise higher and higher. 


Leakage Past Pistons Which Is Considered Normal 


Rise of the tank is recorded by figures on one of the sup- 
porting pulleys, these showing in cubic inches the amount of 
gases passed into the crank case. In a new car or one in per- 
fect condition it is found that in a minute gases are passed 
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about the equivalent of the piston displacement. For exainple, 
on a car having cylinders in which the total displacement is 
300 inches, a record of the same amount of slippage or leakage 
into the crank case would be considered O. K. Even twice 
that amount does not indicate that the engine is not in zood 
working condition. When the ratio gets up to three or four 
times the engine displacement, however, it shows a serious 
condition, and where the horsepower shows up as way low, 
it is usually found that the slippage or leakage is from four 
to five times the piston displacement. 


The Power Test, Dilution Test and Slippage Test Al} 
Tell the Same Story 


Thus, in a 300-inch engine which shows up poorly as to 
power, the slippage may be 1450 inches and a car of this kind 
is turned down and sent back to the dealer, for it needs a 
regrind job on the cylinders, or at least new rings installed, 
One such car, which from an external standpoint, seemed to 
be in fine shape, gave just such a test. It was a light six, 
rated at about 30 h. p. and of course should have developed 
about 40 actual horsepower. The most that could be obtained, 
however, was 20 horsepower, so it was rejected. In the same 
car it would doubtless be found from the distillation test 
that it was passing much gasoline into the crank case, for 
all of the tests usually point to a very definite conclusion. 


What the Inspection Covers 


While the car is up on the Wasson Motor Check, one of 
the testers goes under the car with a drop light and care- 
fully inspects the under parts. A crack in the frame, dis- 
connected brake rods or other defects might be found in this 
way and would be included in the report, but this is not all 
of the inspecting, by any means, for after the car goes back 
to the garage, other men take up the work. The items they 


especially check and mark either O. K. or defective are as 
follows: 


Shock Absorbers 
Curtains 
Carpets Wheels 

Dash equipment Cushions 

Top Upholstering 
Parking lights Hood 

Radiator front Speedometer 
Windshield wiper Radiator 

Stop light Spotlight 

Body bars Motometer and lock 
Heater Visor 

Lock Side wings 

Fenders Trunk 

Tires Clock 

Doors Mirror 

Running boards Tools, jack, pump 


Hood clamps 
Windshield 


All of these items are recorded on the report that goes to 
the dealer sending in the car, and in addition the report in- 
cludes a summary of all of the tests as well as indicating 
whether valves, rods, bearings, carbureter, pistons and rings, 
or other parts gave trouble on test, and if so, at what speeds 
the trouble was especially pronounced. This report also covers 
condition of frame transmission, differential, universals, clutch 
and brake rods, and from this report an appraisal committee 
of the Chicago Automobile Trade Association figures out 4 
price that they feel would be right for the car, although the 
dealer is, of course, not absolutely bound to sell the car at 
exactly the figure given. It does give him, however, a most 
substantial basis from which to work, a basis which was sadly 
lacking in his previous methods of merchandising used cars. 
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Full Service for Car Owner Provided at a Profit by Standard Motor Car Co. 
of Baton Rouge 


By SAM SHELTON 


average turnover of 12 times year returns a handsome 
profit to the Standard Motor Car Co. of Baton Rouge, La. 

The Standard Motor Car Co. sells Dodge Bros. cars, but it 
also sells the finished article known as automotive transpor- 
tation and profits by doing so. This company not only puts 
the car on the road, but also puts gas in the tank, oil in the 
crankcase, tires on the wheels, paint on the body, pep ih the 
battery, and does whatever else may be necessary to keep an 
active and sprightly automobile from growing to the family 
garage floor. 

This store is in fact a transportation store of the highest 
type—a place where the owners of motor vehicles may pur- 
chase supplies, equipment and maintenance necessary to the 
Satisfactory operation of their vehicles. 

“I tried it the other way,” said Lewis Gottlieb, general man- 
ager of the establishment. “At first I only handled cars and 
undertook to furnish the necessary service. But I soon 
changed. It is much more profitable this way.” 

So successful has this establishment been in the merchan- 
dising of accessories and supplies and the profitable operation 
of its maintenance department that when the Automotive 
Equipment Association held its recent convention at New Or- 
leans it invited Mr. Gottlieb to appear before the membership 
and tell of his profitable experience in operating his establish- 
Ment on the transportation store idea. Mr. Gottlieb was one of 
three retail dealers who related successful experiences in sell- 
ig supplies and accessories in connection with rendering first 
class maintenance service to automobile owners. 

Mr. Gottlieb has a partner in the operation of the Standard 


\ STOCK of $3500 worth of automotive accessories with an 


Motor Car Co. This is W. M. Evans, who acts as salesmanager 
for the firm. The business is housed in a handsome three-story 
brick building near the business center of the city. 

Baton Rouge, which is the state capital of Louisiana, is a 
city of approximately 25,000 population and is the location of 
several state educational and charitable institutions. It is, 
therefore, predominantly a city of homes, but it also has a 
tinge of industrialism because of the location on its northern 
borders of a huge refinery of the Standard Oil Co. 

The Standard Motor Car Co. was organized about five years 
ago and at that time contracted for the distribution of the 
Dodge Bros. motor vehicles in Baton Rouge and 13 surround- 
ing parishes. The company has appointed only one subdealer 
and has preferred to retail cars throughout the rest of the 
territory, employing resident salesmen in strategic points. 

Here is a little bit of history. In its first full year of 
operation the company sold at retail 166 cars. That: was in 
1920. The next year, 1921, the financial depression came along 
and only 156 cars were sold. In 1922 business was better 
with the sale of 216. Last year the number was boosted to 
246 and the company has set a quota of 340 for this year. 

The method of handling this year’s quota is an example 
of how thoroughly systematic the company is in its opera- 
tion. The quota has been apportioned by months and a share 
of the monthly quota then apportioned to each of six sales- 
men. A blackboard in the salesmanager’s office keeps the 
quotas and the accomplishment up to date always before the 
eyes of the salesmen and the management. 

But new car sales are only a part of the business of this 
company. Here are the separate divisions of the business as 





22 MOTOR 


they appear on the bookkeeper’s records, the operations of 
each being segregated: 

New Car Sales 

Used Car Sales 

Accessories 

Parts 

Shop 

Paint Shop 

Gas and Oil 

Battery business. 

Since the operations of each of these departments are segre- 
gated it is possible to tell at a glance which ones are making 
money, and Mr. Gottlieb is proud of the fact that all depart- 
ments, with one exception, returned substantial profits in 
1923. The one exception was the used car sales department, 
and there was only a slight loss in that department. 

The service shop is operated on a profitable basis. A checkup 
of the business done in January and February of this year 
when the season was rather dull showed that the shop had 
earned a profit over and above expenses. 

The shop is operated on the flat rate method—a known price 
quite the customer for the operation and piece work pay- 
ment to the mechanics. The flat rate service charges are 
based on the schedules recommended by Dodge Bros., but slight 
changes have been made where it was found they were justi- 
fied by local conditions. In a few cases it was possible to 
materially reduce the recommended charges. 

The mechanics are paid a straight 40 per cent of the price 
of each job performed. They are held strictly responsible 
for the quality of their work and if a come-back had to be 
done over the mechanic has to do it without further compen- 
sation. Needless to say, come-back jobs are a rarity. 

There are nine mechanics employed in the shop and they 
are the best paid mechanics in town. When the change was 
made to flat rate and piece work payment for the mechanics 
the employes of the shop were apprehensive of the result. 
They were guaranteed at the beginning that their earnings 
would not be less than their weekly wages. The first week 
seven of the nine earned more than they would have made on 
the old basis. The other two were only slightly behind. 

The service shop is on the second floor and is in charge of 
a foreman. A service clerk, who is a competent mechanic and 
capable of accurate diagnosis, is stationed at the service en- 
trance on the ground floor. He meets all customers, diagnoses 
the trouble and makes out the service ticket. Small adjust- 
ments and slight operations easily and quickly performed are 
taken care of at once on this floor, but the bigger jobs are 
sent up to the shop. Tire service is performed in the ground 
floor shops. 

The accessory stock is carried in a space between the 
ground floor service shop and the new car sales room. This 
space is divided between accessories and parts. A show case 
and counter separates this space from the passage between 
the shop and sales room. The accessory stock inventories at 
about and the turnover averages 12 times a year. This is one 
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The accounting department of Standard Motor Car Co., where 
modern equipment and competent employes help to put profits on 
the ledger 


AGE May 8, 1924 











Paint shop of Standard Motor Car Co. 


of the most profitable parts of the business, Mr. Gottlieb said. 
The accessory stock is selected with great care, only items 
of known value being stocked. A perpetual inventory record 
enables the maintaining of this stock at the right level. A 
good stock of tires is carried at all times. 

This company is particularly successful in the sale of acces- 
sories with new cars. All new cars displayed in the show 
room are fitted with a standard list of accessories and priced 
delivered as equipped. In case a customer wants a car with- 
out all or part of the additional equipment, the items not 
wanted are taken off and the price reduced accordingly. But 
last year 90 per cent of the new cars sold carried the additional 
equipment, which consists of front and rear bumper, motometer 
and bar cap, sunshade, extra tire and tube and tire cover. 
This extra equipment lists at $80. 

The parts stock is segregated in the same room which houses 
the accessories. A constant inventory of about $11,000 worth 
of parts is carried and it is the purpose of the management 
to supply any replacement need of a Dodge Bros. vehicle 
without delay. The parts are stored in properly labeled bins. 
The stock room was originally equipped with wooden bins, 
but modern steel bins are being installed with consequent 
saving of approximately half of the space. 

A notable features of this transportation store is the paint 
shop, in which a refinish job is done that is guaranteed as 
good as the new factory job. The establishment is fortunate 
in having as the head this department a master craftsman, 
Mr. Murray, who takes genuine pride in his work. The paint 
shop is equipped with dipping tank to remove old paint, bake 
oven, drying room, varnish room, air brush and other useful 
equipment. 

Readers of Motor AcE will recall that the Standard Motor 
Car Co. was winner of the second prize of $100 in the Auto- 
motive Equipment Association’s window display contest last 


Office of the salesmanager. Seated, at the left, is W. M. Evans, 
salesmanager, and at right, seated, is Lewis Gottlieb, general mat 
ager. The blackboard record of sales is shown 
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In the foreground is the accessory 
show case and at extreme right is the counter over which parts 
deliveries are made. 


A profit producing department. 


Christmas. A photograph of this window was reproduced in 
Moron Ace. A painting which formed the background for this 
display was the work of Mr. Murray of the paint shop. 

In connection with the service shop and the paint shop a 
great deal of body work is done which results in consider- 
able saving to car owners. Cars which have had panels torn 
and battered in accidents are made to look like new. The 
service shop does the metal work and the paint shop matches 
up the paint and refinishes the repaired panel. 


All makes of cars are taken care of in the paint shop and 














Complete Troubleshooting 


Charts 
Will be a feature of the SUMMER 
SERVICE NUMBER of Moror AcE 
which will be published May 15. This 
will be one of the largest and most 


interesting special numbers ever pub- 


lished by Motor AcE. 


Other Valuable Features 
Will be Serial Numbers of all Ameri- 

can passenger cars up to date showing 

when manufactured, and engine and 


chassis replacement data tables. 
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some of the best work is done on high priced models. As in 
other departments a price is quoted in advance and the job 
is turned out for the price quoted. 


The gasoline and oil department is not a big part of this 
store’s business, but it makes a profit. The equipment consists 
of curb pumps conveniently located with reference to the 
service entrance so that employes may be quickly on hand 
to take care of customers. 

The battery business is not owned by the Standard Motor 
Car Co., but is operated by an independent owner who leases 
the space from the Standard company. This space is in the 
ground floor service shop. The battery shop provides com- 
plete service for Dodge Bros. owners as well as for owners 
of other types of cars. It has just added additional modern 
equipment to increase its capacity. 


A modern accounting system is maintained in the office. All 
records pass through this department and figures on the con- 
dition of any department of the business are immediately avail- 
able. Three competent young women constitute the office cler- 
ical force, and they are provided with the most efficient type of 
office equipment. 


One of the records kept in the office which proves of excep- 
tional value is the card index service record. Cards in this 
file show at a glance the time and nature of every service 
operation performed on a particular car. 

If any one doubts the effectiveness of the business methods 
employed in this transportation store he has only to observe 
the cars on any principal street of Baton Rouge. Dodge Bros. 
cars are everywhere and on the back of practically every one 
is a spare tire encased in a cover. These covers are sold by 
the Standard Motor Car Co., and on every one are these words: 
“This is my third Dodge,” or fourth, or fifth, and quite a sprin- 
kling of spick and span new vehicles, many sedans, some driven 
by women, bear the words: “This is my first Dodge.” 


Nothing to Sell But Paint 


E were driving through Rochelle, Illinois, on a rotten 

cold drizzly day in the fall and saw a chance to warm 
up. It was a paint shop with an unusual sign which attracted 
our attention, and it seemed that if they had heat enough to 
dry the paint, that there might be a chance for us, too. 


The boss wasn’t in, but the two painters made us welcome, 
and invited us to absorb some of the radiation from the ample 
stove. Each had a car to work on, and the owner of the place 
was apparently out scaring up more trade, for they told us 
they had painted nearly every ¢ar within some miles of the 
shop, and might have to move the place to get new business. 


Perhaps they were kidding just a bit, but it did appear as if 
they were getting enough work to keep out of mischief, at 
any rate, and yet they had no other commodity or service to 
sell. Cars needing tops went elsewhere, cars needing tires, 
batteries, spark plugs and mechanical overhauling, all had to 
go to other sources to have their needs supplied. 


If a paint shop like this in a small town can support itself 
and maintain the boss as a salesman, surely the transporta- 
tion store, the automotive establishment with many depart- 
ments, can not only make his paint department pay, but cap 
use it to help bring work for the other departments. 
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“Let's Park Right Here and Think” 


In an open letter to the automobile dealers of Iowa, A. J. Knapp, secretary 
of the Iowa Automotive Merchants Association, recently set forth some plain 
facts for dealers of the state. 
Think,” he wrote as follows: 


Under the caption, “Let’s Park Right Here and 


By A. J. KNAPP 


Secretary of Iowa Automotive Merchants Association 


HE time is here and now when the automobile 

dealers, to a man, must do some sober thinking. I 

shall not attempt to tell you in a well set-up story 
what my thoughts are, but, rather, based upon personal 
interviews with automobile dealers, bankers and responsi- 
ble business men, I shall make my conclusions bluntly, 
and you can draw your own conclusions. 

Within a month, I have interviewed bankers in several 
cities. In no case have I found a banker who is optimistic 
about the automobile business as it concerns his relation 
to the dealers. 

I find them pretty well posted on factory production 
scheduled for the year, keeping in touch with reported 
monthly production, many insisting upon reports of used 
cars held by dealers whose accounts they handle, and mak- 
ing open loans on a basis of dealer ability, honesty and 
financial worth after deducting the used car inventory. 

One particularly broad-gaged banker stated that he saw 
no future for the automobile dealers as the business gen- 
erally is conducted. Large overheads, small gross profits 
and used car trading, in his opinion, preclude the possi- 
bility of adequate net returns. 

In talking with dealers, I find what appears to me, at 
least, a different situation than has prevailed since I be- 
came secretary of the association almost five years ago, 
and in this I do not except the slump years. The percent- 
age cost of selling and operating is higher, because sales 
are harder to make; used car allowances are too high 
and used cars harder to sell because the percentages of 
take-ins increases as production increases. Trades upon 
trades, frequently as many as four to clean up one new 
car sale, cause a very large increase in sales expense 
that must be charged somewhere and if not absorbed by 
the used car transactions must come out of the gross profit 
on the new car sales. 

True it is that dealers are more careful with their al- 
lowances on used cars but equally true it is that the pub- 
lic is unwilling to pay and is not paying relatively as 
much for used cars. Hence we have merely a lowering of 
the per unit sale price and more units, less confidence in 
the used car, a wiser public, wiser and more critical 
bankers. We have an increased production of new cars, 
high pressure factory sales methods, compelling high 
pressure retail sales methods and a higher cost to the 
dealers. 

If anyone doubts that.the dealers of Iowa are loaded 
with used cars, let him take a list of those in any county 
who under the used dealer license have listed used cars 
with the county treasurer and he will need no further 
evidence. There are some exceptions, of course, but they 
are indeed exceptions. 

How many Iowa dealers made a net profit that would 
justify their investment in 1923, the year of the largest 
factory production and sales? Then what is the chance 
for 1924? Let us ask ourselves that question and be hon- 
est with our answer. 

Up to this point I have referred to the dealer only. 
Now ,how about the distributor? His wholesale profit 


comes from sales made to the dealer, but how about his 
cost if he must carry the dealer’s stock. If he stocks for 
delivery later on, either he or the dealer must pay the 
added costs of storage, interest and handling. Somebody 
must pay; it isn’t the factory or the public for the price 
is fixed. The distributor’s profit on wholesale business 
has to be on volume, and if to get that volume he must 
carry the dealer because the dealer cannot finance him- 
self, very properly then, the dealer must or should pay 
the carrying cost. 

Now how in the name of common sense, can we take a 
very small fixed gross profit on new cars, absorb all the 
normal costs of a legitimate business, the abnormal cost 
of seasonable merchandising, the abominable cost of han- 
dling used cars, on an even break, “swapping dollars,” to 
say nothing of making money? 

The time is now, today, men, when we must lay aside 
the mask of silly optimism, quit kidding ourselves and 
make up our minds that if we are going to be among the 
“fittest who survive” we must cut out all foolishness and 
play the game of sane, honorable merchandising—that’s 
selling merchandise at a net profit—and when a man does 
that, he can go to his banker and get money for further 
sales promotion, still at a profit, 

The turnover in dealership in Iowa is terrific. Look 
about your city; check up, if you happen to have lived 
there for three or four years. How many dealers are 
there now who were in business there three years ago? 
How many of them are still handling the same line? 

Take your Dun or Bradstreet and look up the ratings 
of the automobile dealers. Compare them with the ratings 
of the same men three years ago if they were in business 
then. Have they made any progress? 

I am not a pessimist, a calamity howler nor a Bolshevist. 
I am manager of the Iowa Automotive Merchants Asso- 
ciation, that is operated for the benefit of the automotive 
industry of Iowa, and I am in print saying only a part of 
what I would like to say direct to every automobile man 
in Iowa. In spite of the great slump of January and Feb- 
ruary, we are going to sell a lot of cars in 1924; but let’s 
make money on the business. 

How? First, get that used car stock converted into 
money and do it quickly. Cut out trading or trade on 
only a basis that will at least give you back the allowance, 
plus conditioning, plus overhead, plus sales expense. 
Second, put new merchandise on the floor and concen- 
trate on new car sales, not on used car purchases. Third, 
put in some workable cost system so that you will know 
what you are doing and then operate your business on the 
cold facts and figures, 

If your guiding thought is somehow to move the new 
cars regardless of your own business welfare, bear in 
mind that you are helping to undermine the foundation 
upon which this great industry, from manufacturer to 
consumer, rests. 

Think this over. If I am wrong, then do me the favor 
of constructively criticizing anything that I have said— 
but send the criticism to me that I may profit from it. 


May 8, 1924 








dy (et POUT 


























May 8, 1924 





iii U0N0NVNLUDUUULUUURLUUUEUUULUUUOLUUUEUUULUUORLUULUUVRGUUSUUUUULUUULLUULEUSRLUUUEUOELRUOUOREGUUGELEUU ULLAL LLU UaNAseaseatsnaatennstugtuteaueNene cc 


Some Letters 


MOTOR AGE 25 








HUNLH:48UCUUNUTUUUANUUUEUOUOUUEEAAALUOUUUEEEAGANOOUOAGUAUULUUUU EE EDAAU AOU AAU AAUP 


The Why of the Left Hand Drive 


To the Editor of Motor Ace:—I have read, very carefully, 
the letter of Mr. F. H. Arisman, in which he outlines his rea- 
sons for discarding the contentional left hand drive on 
automobiles. 

To begin with, a historical account of the development of 
the present left hand drive is very helpful. All of us recall 
that in the early days of automobiling, right hand drive was 
almost invariably the rule. This came to us from the 
Europeans who were then and still are using right hand drive. 
In this respect, it is incorrect to state that left hand drive is 
an imported idea. If one will observe the foreign cars in use 
in this country, one will note that all of them, including the 
Rolls Royce (which enjoys considerable American business) 
have right hand drive. 

The adoption of left hand drive came as a result of the 
experience of a million motorists in operating their cars over 
American highways and in American cities, and, furthermore, 
its adoption was very slow and some of the makers were quite 
reluctant about using it for sometime until they came to realize 
that it was practically a necessity. The chief reason for their 
hesitation was, no doubt, due to the fact that the great ma- 
jority of auto drivers were accustomed to the right hand drive. 

There are numerous reasons for the why of left hand drive 
and they are all equally important. First of all, it is necessary 
for the operator to sit on the left side in order that he should 
be as close as possible to cars passing him in the opposite 
direction. It can be readily seen that cars passing in the 
opposite direction can do much more damage to the car under 
consideration than cars moving along in the same direction. 
Secondly, in passing slower going vehicles on the left side, the 
driver has a safer view of the road ahead of the vehicle to be 
passed. This is very necessary. Third, left hand turns are 
invariably harder and more dangerous than turns to the right 
and in that case left hand drive is without equal for the clear 
vision it affords. Fourth, cars are usually parked on the right 
side of the street. With left hand drive, both occupants of the 
front seat can leave without “jamming” themselves under the 
steering wheel. With .right hand drive, it is necessary for 
the passenger who would’ then be to the left of the driver, to 
force himself out below the steering wheel. This is a point well 
to be borne in mind especialy when people are stout and drive 
“condensed” models of closed cars. Fifth, in shifting gears this 
should be done with the right hand as it is an operation which 
requires some skill and a little bit of experience. The emer- 
gency brake, when used, also requires the right hand. 

There are many other reasons, too numerous to mention, 
that could be forwarded for the use of left hand drive that are 
equally as important as these outlined. 

Lastly, it should be remembered, that radical changes in 
design are not made by American manufacturers unless the 
buying public demands them and so it was with left hand 
drive. Respectfully yours, 

J. J. MITNICK. 


Believes Insurance Reduction Is Due 


To the Editor of Motor AceE:—On page 37 of your issue of 
February 28, you show a table prepared by the N. A. D. A. 
listing the number of cars stolen and recovered in 28 “key 
cities” of the United States. I assume the table is accurate. 

If so, the automobile public of Chicago and Cook County is 
entitled to a different deal at the hands of the insurance 
companies. 

The statistics show that stolen cars in Chicago have dropped 
from 6,799 in 1921 to 2,631 in 1923. The recovered cars num- 
bered 4,488 in 1921 and 2,334 in 1923. These figures speak 
for themselves. 

There are more cars by many thousands in this territory 
how than there were in 1921. In spite of that the thefts are 
only 40 per cent of what they were in 1921, and the percentage 
of recoveries is much higher in 1923. 


to the Editor 
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According to the figures, there is a substantial reduction due 
automobile owners in Chicago and Cook County, and I hope 
that your journal will give this publicity, and possibly the 
trade associations use their influence towards getting this 
reduction. Very truly yours, 

JOS. CHLEBECEK, 
Cicero Auto Shop, Chicago, Ill. 


The Longer Life of Modern Cars 


To the Editor of Motor Ace:—How often one hears people 
exclaim: “Well they don’t build automobiles as good these 
days as they used to.” 

Then they will spend minutes elaborating upon the virtues 
of such and such a car of a decade back, unmindful of the 
many developments of the last few years—forgetting the com- 
forts, the conveniences that have been provided for the car 
owners of today. 

No better comparison can be had of the value and service of 
the car of today with those of the automobile of ten years ago 
than the authoritative figures of two national institutions— 
one, the foremost automobile publisher in the country; the 
other, a semi-public organization whose sole business is to 
collect and disseminate facts and figures about the automotive 
industry. 

Less than five years ago, these agencies agree, the average 
life of an automobile was four years. 

According to recent public announcement, the average life 
of an automobile is now estimated to be six years. 

Quite a remarkable increase in service! Quite contradictory 
to the folks who revel in blindly saying: “They don’t build 
’?em so good nowadays.” 

As a matter of fact, there have been few changes in the 
fundamental principles of an automobile. But such changes 
as have been made have not been the sort that result in poorer 
cars. 

No more important development in increasing the life of the 
average car has occurred than in the process of lubrication— 
principally chassis lubrication. Just a few years back it was 
an uncommon thing to hear a man say to the garage operator 
“grease her up.” The car owner—and many engineers, too, for 
that matter—was more interested in the engine and the body. 
He didn’t bother much about the chassis bearings. 

But today there are thousands upon thousands of lubrication 
service stations throughout the country whose sole business 
is the lubrication of automobiles. Their success is due to a 
process of education. 

The majority of motor car manufacturers, including truck 
and tractor makers, have adopted the high pressure method of 
chassis lubrication. They realize that chassis lubrication is 
perhaps the most important single factor in prolonging the 
life of an automobile, and in increasing its efficiency. This, in 
a great measure, is due to the fact that the high pressure 
method is so easy, so quick, and so convenient that it actually 
invites chassis lubrication. 

How true this statement is is attested by the opinion of the 
chief engineer of the largest fleet of taxicabs in the country. 
In a recent public speech he declared that, through regular, 
methodical lubrication by modern methods, his company re- 
duced its cost of operation 1% cents per mile, a total yearly 
saving of a million. He added that many of his company’s 
cabs have run over 300,000 miles and that now his company 
expects to continue operating these cabs until they have trav- 
eled 500,000 miles or more. 

The average Passenger car can and will do comparatively 
as well if given equally as good care and if proper use is made 
of the many improvements motor car manufacturers are put- 
ting into the cars they build. 

The American public cannot afford to spend money on pre- 
ventable repairs—repairs that can be easily avoided. 

D. F. FESLER, 
Vice-President and General Manager 
Bassick Mfg. Co. 
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Studebaker wins in more things 

than races and endurance con- 

tests. Behold the Studebaker 

owned by Col. Kenneth Gard- 

ner of Saranac Lake, N. Y. 

which won the carnival prize 
there 


¢ 
% 


yee < aber weME 


- whtae ee a 


MOTOR AGE 


OUR RT ay 


~— 8, 1924 


MOTOR AGE’S PICTURE PAGES 


¥ 
Big 


“The Radio Star”, combining 
two of the greatest inventions of 
all time in a manner that 
makes the whole thing very 
easy. The Walter M. Brown 
Co., Los Angeles Star distrib. 
utors, brought this out recenily. 
Now will some gent oblige by 
rigging up a contraption to 
warn the pedestrian in an ef. 
fective manner? 
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Fumigating tourists in Yuma, 
Arizona, to prevent the passage 
of the hoof and mouth disease 
to Arizona cattle from Cali- 
fornia. Everything that entered 
this camp came out clean 
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OF AUTOMOTIVE INTEREST 


England’s Ford railway wherein 

the Ford motor replaces the 

steam car running from Chi- 
chester to Selsey 


Ps de ge 


oe 
es 


%& 
&G 8 
Ee 


At Spartanburg, S. C., the 
Scott’s Greater Shows’ outfit 
tried out this Fordson on their 
Ferris wheel and found it a 
humdinger 





MOTOR AGE 27 







































a & #8 
B HR 






— 


Warner Bros Present j=" SS 


-RIN-TIN-TIN. iB 
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Rin-Tin-Tin and the wife get- 

ting ready for a strut in their 

Stutz car. Too bad it isn’t a 

Ford so the caption writer 

might hook up something about 
Rin and Tin 
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At Detroit This Month 


ETROIT will be truly the center of the automotive 


industry the week of May 19 when the World Motor 
Transport Congress will be held there coincident with 


the National Automotive Service Convention and the 
Automotive Maintenance Equipment Show. In sponsoring 
the World Motor Transport Congress the National Auto- 
mobile Chamber of Commerce is undertaking to show to 
the automotive interests of other nations the advantages 
of buying American ‘products. It is the hope of A. L. 
Reeves, manager of the N. A. C. C., that the time will 
soon come when 25 per cent of the American production 
of automobiles will be exported. The percentage is now 
much less than that. 


We would like to see a greater export demand built 
up for American motor vehicles. We believe it would 
result in remarkable advantage to the domestic industry 
because a foreign demand that would regularly take a 
substantial proportion of the production would help to 
stabilize the manufacturing branch of the industry. 
Stabilized production would help the American dealer. 
It would tend to keep prices at a reasonable level and 
probably would provide an outlet for excess production 
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at times when the home consumption falls off, as it must 
be expected to do at recurring intervals. 

It is also possible that European demands for economy 
of operation and efficiency of performance might result 
in distinct progress in the design of motor vehicles for 
both the foreign and the home markets. 





Summer Service Number Next Week 
HE annual Summer Service Number of Motor Ace 
will be published next week. This is somewhat later 

in the season than corresponding issues have been pub- 
lished in other years, but we believe it will come at a time 
when the thoughts of our readers are turned more in- 
tently upon Summer Service than at any other time. We 
believe it will present the solution of some problems that 
are perplexing the maintenance man and we know it will 
present a great variety of interesting and valuable 
information that should be filed for future reference. 





Build Streets and Highways Wider 
— building in the country and street construction 
in the cities goes on year after year in constantly 
increasing volume. Narrow strips of concrete are laid 
down and credit is claimed for the last foot of mileage. 
And just as soon as the ribbon is opened to traffic, if it 
happens to be near a city of any size, it is loaded with 
motor vehicle traffic that must move for long stretches at 
the speed of the slowest vehicle. This is because there is 
not room to pass when two streams of traffic are moving 
in opposite directions. Trucks which not only move 
slowly but occupy wider space are the worst offenders, 
and yet they are entitled to a place on the highways be- 
cause they are rendering a great transportation service. 

A few feet more width to our permanent highways 
would not cost much more and would greatly improve the 
facilities for automotive transportation. In most cases the 
right of way is amply wide. With city streets, however, 
the problem is different. In many cases narrow streets 
were laid out years ago and the space between sidewalks 
and business buildings cannot be added to except at un- 
warranted expense. 

But wherever cities are expanding and new streets being 
laid out it should be remembered that traffic requirements 
are greater than they were in the days of the horse-drawn 
vehicles. 





Sales and Expectations 
HE sales survey made by correspondents of Moror 
AGE in last week’s issue revealed that there is no 
startling falling off in the demand for motor vehicles. In 
fact, in many sections of the country sales are ahead of 
this time last year, and the big touring season is only 
beginning. 

This survey revealed that the situation has occurred that 
might have been expected. Manufacturers overestimated 
the capacity of the country to absorb new motor cars and 
the result was an overproduction. The factories in four 
months have turned out more vehicles than ever before 
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in a similar period and many dealers, urged to stock for 
the spring demand, took more cars than they have been 
able to sell. 


There has already been a slowing down in production, 
which indicates that the manufacturers were quick to 
sense the situation. But there is no reason for the dealer 
with a good sales and’ service organization to be discour- 
aged. New cars are and will continue to be in demand 
and SERVICE WILL SELL THEM. 


The Satisfied Owner 

yy probably will find him in the back yard on Sun- 

day morning bathing and grooming the car with the 
care a mother gives her child. Every speck of dirt must 
come off. Pride gleams in his eyes as the chamois wipes 
dry the glistening surface and his ears glory in the sweet 
music of the smoothest motor he ever heard. It’s his, he 
chose it from the many that he might have had and it is 
just as if he had selected a wife. Let no one speak a dis- 
paraging word of that car in his hearing. Let none com- 
pare with the boastful claim of superiority for their own. 
There simply is none better. 





Would that such enthusiasm had wearing qualities equal 
to those of the car itself! 





Home Owners and Car Owners 
BIG real estate company specializing in the sale of 
moderately priced homes in the suburbs directs its 
appeal equally to the home owning and the automobile 
owning desire. It undertakes to show the prospective 
buyer of one of its homes that for the same money he 
has been paying for rent in the city he can own both a 
home and a car in the suburbs. A carefully prepared 
budget undertakes to show just how this can be done. 
Needless to say every buyer of one of these homes is a 
good prospect for the sale of an automobile from the 
moment he becomes interested in the real estate. 


The Jobber Covers the Field 


HAT is the proper channel for the distribution of 
automotive accessories? 





This question is naturally raised by recent develop- 
ments and reports that car manufacturers are going into 
the accessory business on a large scale. One large car 
manufacturer has announced a standard line of a limited 
number of accessories which it will distribute through its 
distributors and dealers. Other car manufacturers are 
said to be considering similar enterprises. 


We know of one automotive manufacturer making equip- 
ment and accessories both for original factory use and 
for wholesale distribution through jobbers who refused to 
sell a large order of accessories to a car manufacturer for 
resale to the trade. This manufacturer maintained that 
the business belonged to the regularly established chan- 
nels of distribution through the jobber to the dealer. 


We know of a car manufacturer who has been whole- 
saling a popular accessory to his dealers who has 
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announced that hereafter he will furnish this item only as 
original equipment on the cars so ordered by the dealer. 
He states that hereafter supplies of this item for general 
retailing should be purchased through the automotive 
jobber. 

There is being built up in the automotive industry a 
particularly efficient organization of jobbers who carry 
stocks to meet the needs of the dealer and whose places 
of business are conveniently located in all parts of the 
country. These jobbers perform a distinct service in the 
process of distribution. They are located and their sales- 
men cover the territory so well that the dealer usually is 
able to get any item wanted over night. 

Car manufacturers often buy accessories at extremely 
low prices, sometimes below cost (which of course is not 
sound economically), on the theory that their use of such 
items for original equipment will build up a large replace- 
ment demand. When excess quantities of merchandise so 
purchased are offered on the general market it amounts 
to unfair competition with the regularly established chan- 
nels dealing in the same articles. 

The American automobile manufacturer is a master at 
the production and distribution of motor vehicles and 
therein he should find enough of both honor and profit. 
The industry will best be served and the retail dealer will 
profit most by leaving the distribution of accessories to 
the channels already established for that purpose, the 
transportation store of the good automotive merchant be- 
ing the ultimate outlet to the consumer. 





Present and Future 
EPORTS of improved models of automobiles to 
be offered on the market this summer and fall should 
not cause dealers to slow up in their sales activities and 
should not deter the public from buying to meet present 
transportation needs. 

It is certain that advanceemnt will be made in the auto- 
motive industry. Progress is inevitable. But this does 
not alter the fact that today the best automobiles ever 
made are available at the most reasonable prices. 

Automobiles of the present models are plus values as 
compared in dollars and cents with automobiles of the 
past and many other commodities of today. The present 
day purchaser need have no fear that the vehicle he buys 
will become obsolete before he gets his money’s worth 
out of it. Today we find thousands of 1921 and 1922 models 
in every day service giving full satisfaction, and sometimes 
it is hard to tell them from the newer models which have 
incorporated some progressive ideas. No one can say, 
either, that these older models are lacking in ability to get 
over the ground with comfort and satisfaction to the 
owner. 

The cars on the market today are built to give valuable 
service and the fact that some later models will have incor- 
porated into them this or that feature not found in today‘s 
model will not affect the utility or the comfort of the ve- 
hicle of today. 

He who needs a car today but postpones purchasing 
it is foregoing the enjoyment of it and gaining nothing. 
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April Car and Truck Output 337,000 


Production Under Last March 
and April, 1923, Report Shows 


Curtailment Indicates the Same 
Tapering Off Seen in All Other 
Lines of Industry 


DETROIT, May 5.—Estimates based on 
shipping reports received by the National 
Automobile Chamber of Commerce place 
April production of cars and trucks at 
337,000, which is 12 per cent less than 
March and 12 per cent under April of 
last year. This report is not at all 
alarming, showing as it does a tapering 
off in production as in all other lines of 
industry. 

Only a few companies reported April 
shipments larger than March, while a 
noteworthy feature is that there still are 
a number of makers who are having a 
record demand and who are working 
overtime to produce the required number 
of vehicles. 


As a matter of fact the April count 
of 337,000 is somewhat larger than had 
been looked for, reports received during 
April seeming to indicate that production 
as a whole was from 15 to 20 per cent 
below March. The industry is going at 
a faster pace than in 1923, too, for the 
total for the first four months shows a 
production of 1,403,042 as compared with 
1,258,198 in the same’ period last year. 


Report Well Received 


The production report was well re- 
ceived by the directors of the National 
Automobile Chamber of Commerce, who 
held their May meeting here last week, 
and led to favorable comments as to 
prospects for the balance of the year. 

‘While the industry cannot break rec- 
ords every 12 months, the motor vehicle 
business this year should not be far be- 
hind 1923,” said Alfred Reeves, general 
manager of the National Association 
Chamber of Commerce, following the 
meeting. 

“We ought to make close to 4,000,000 
vehicles, particularly with the increasing 
demand from foreign countries, 114 of 
which now are purchasing American cars. 
Instead of 6 per cent of our cars im- 
ported, I look forward to the time when 
at least 25 per cent will go to other parts 
of the world. 


Was Traveling in High 


“The motor car industry was traveling 
in high gear for a full six months through 
the winter, making 2,047,000 vehicles and 
the present slow-down in many plants is 
a healthy sign. Manufacturers who are 
carefully watching retail sales may in- 
crease costs to a point where car prices 
may have to go up. The prices of 30 
models increased $15 to $85 this year, 
but on the whole prices have kept so low 
that only a narrow margin of profit has 
been possible for the car maker and the 
parts and accessory suppliers, 








Production Totals 


The following tables are based 
on shipping returns received by the 
N. A. C. C. The first table shows 
production totals for the first four 
months of 1924 and 1923, the sec- 
ond table showing factory outputs 
for the other months of 1923 and 
1922: 


Output 

1924 1923 
January ...... deepen 316,148 243,539 
February ........... ... 367,435 276,934 
ee 382,459 355,030 
ee 337,000 382,695 

1923 1922 
aCe 394,088 256,559 
SED siceueiasiioipacaeoacstich 378,507 289,351 
ae 327,993 247,132 
BE ciciussinsisinnanial 345,202 274,184 
September ............ 327,549 207,156 
I isicsescciencinin 365,189 239,361 
November ............ 312,993 237,301 
December ............ 303,182 228,364 











“With 15,000,000 vehicles in use, re- 
placements this year should require at 
least 2,000,000 cars and trucks. This 
figure may vary because the number of 
vehicles scrapped each year has wide pos- 
sibilities of variation as in good times 
vehicles are more readily scrapped than 
in hard times. 

“Companies as a whole are in much 
better financial condition. Just think of 
an industry like ours with total sales of 
two and one-half billion dollars, which 
has a bonded indebtedness of less than 
$25,000,000, whereas the two industries 
that in sales value exceed the motor in- 
dustry (meat packing and steel) have 
bonds of $296,000,000 for the former and 
more than $876,000,000 for steel. 

“Statements are made frequently that 
85 per cent of the business is being done 
by 12 or 15 companies. However, it is 
worth noting that even 15 per cent of 
the wholesale value of the motor vehicle 
business amounts to $376,000,000, a sub- 
stantial figure in itself.” 


Book Thirty-one Entries For 
Indanapolis Speedway Classic 


No Foreign Cars on List, But May 
Be Heard From Before Posting 
Final Official Entry 


INDIANAPOLIS, May 5.—The advance 
entry list for the May 30 500 mile Indian- 
apolis Motor Speedway Race shows 31 
entries, including two cars not named 
by the drivers and ten cars with drivers 
not yet named. To date there are no for- 
eign entries, but as entries mailed up to 
May 1 will be valid, there may be addi- 
tions to this list before the final official 
entry list is posted by the Speedway 
management. 

The complete advanced list as an- 
nounced for Class Journal publications 
follows: 


Car Driver 
Sinclair Special.................... Herbert Scheel 
PHM IN aise oss scissics enna veraonsieatns Earl Cooper 
DUTGRLE WPCCIA! «.......<0.<cccesccscccses Harry Hartz 
UO, IO esis scsecisisoccccevccsucn Jimmie Rossi 
re E. Ansterberg 
Miller ‘BpOCIAL.........<60....0s0c00 Tommy Milton 
BORMIGE BPOCIAL ........nccs--ncsecricesecc Not named 
bre F. H. Wells 
Miller Special........................ James Murphy 
DUTATE BOGCIAL. ....0cc5000..ceccesscce Eddie Hearne 
‘Wade Soecial.....................:.. Harlan Fengler 
Pe I said ns ceatsccuisaacdeccecmunncesessicceed Tra Vail 
CIT a vviisaiscsncccccassrenicccoisir Elmer Dempsey 
Miller Special ...................... Ralph Hepburn 
DO a ae P. Shafer 
Durant Special........................... Fred Comer 
Kess-Line Special .......................- Not named 
Barber-Warnock Special............ Not named 
Hartiey Special........................ C. G. Hartley 
DUFORt BOC ..........c..ccccecccsecnc R. C. Durant 
Barber-Warnock Special............ Not named 
igs scsi cas ciscsccncaackucnacnccens Joe Boyer 
ge | a re Bennet Hill 
Kess-Line Special.......................- Not named 
Mourre Special.................... Antoine Mourre 
J ge | | Not named 
a ere Not named 
De | | Not named 
Barber-Warnock Special .......... Not named 
Miller Special .................. Jerry Wonderlick 
Hoosier Special ..........................-- Not named 








EXPECT STRONGER SELLING 
NEW YORK, May 5.—Although in some 
distributing centers it is felt that the 
present market shows merely a return 
to normal conditions following an excep- 
tionally active buying year in 1923, else- 
where bad weather, hesitant business 
generally and the fact that this is a 
Presidential year are reported to be 
factors in keeping sales from mounting 
to previous high levels. Sales, without 
question, will show a great improvement 
this month with a resultant stepping up 

in schedules both in May and June. 


With steady strides being taken in ex- 





ports and every indication given that the 
movement forward will become more 
marked in succeeding months, the over- 
seas market will absorb a greater pro- 
portion of the output of American auto- 
motive plants in the future than it has 
in the past. One of the most important 
developments looking to this end is the 
recent removal by Great Britain of all 
duties covering automotive products en- 
tering England. The approaching lifting 
of the German embargo will also open 4 
larger field for American products abroad 
and help in maintaining output schedules 
at a steady level. 
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No Material Change in Motor 
Taxes as Adopted by Senate 


Elder Statesmen Change Phraseology 
and Add $300,000 to House 
Reductions 


WASHINGTON, May 5.—Adopting al- 
most without comment, but changing the 
language of the act, the Senate accepted 
the $25,000,000 tax reduction on auto- 
mobiles, trucks and parts, which was 
granted by the House, in the excise tax 
measure now being considered by the 
upper body. 

The actual reduction in the excise 
taxes on automobiles, trucks and parts, 
as adopted by the Senate is estimated 
to be approximately $300,000 more than 
the reduction allowed in the House and 
was made through the change in the 
wording of the act which exempts light 
truck bodies which sell for less than 
$200. 


Because of the similarity of the auto- 
mobile tax reduction, written into the 
new tax bill, as passed by the House 
and Senate, there is little likelihood that 
any change will be made in the auto- 
mobile section when the two bills go to 
conference. 


The act as passed by the Senate, and 
which will become the law under which 
the automobile industry must pay its 
Federal excise taxes in the future is 
as follows: 


(1) Automobile truck chassis and auto- 
mobile wagon chassis sold or leased for 
an amount in excess of $1,000 and auto- 
mobile truck bodies and automobile 
wagon bodies sold or leased for an 
amount in excess of $200 (including in 
both cases tires, inner tubes, parts, and 
accessories therefor sold on or in con- 
nection therewith or with the sale 
thereof), 3 per cent. A sale or lease of 
an automobile truck or of an automobile 
wagon shall, for the purpose of this sub- 
division, be considered to be a sale of the 
chassis and of the body; 


(2) Other automobile chassis and bodies 
and motorcycles (including tires, inner 
tubes, parts, and accessories therefor 
sold on or in connection therewith or 
with the sale thereof), except tractors, 
5 per cent. A sale or lease of an auto- 
mobile shall, for the purpose of this 
subdivision, be considered to be a sale 
of the chassis and of the body; 

(3) Tires, inner tubes, parts, or ac- 
cessories for any of the articles enu- 
merated in subdivision (1) or (2) sold 
to any person other than a manufacturer 
or producer of any of the articles enu- 
merated in subdivision (1) or (2), 2% 
per cent. This subdivision shall not ap- 
Ply to chassis or bodies for automobile 
trucks, automobile wagons, or other 
automobiles. 

Present indications are that the Senate 
Will effect the passage of the entire reve- 
hue bill within the next ten days or two 
Weeks. It then goes to conference and 
Will be enacted into law, it is believed, 
by the end of May. 
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A. M. A. HOLDS HOUSEWARMING 

CHICAGO, May 5.—Wives, best girls, 
jobbers, jobbers’ employes and others 
were guests of the Automotive Manufac- 
turers Association at a housewarming 
dinner party on the evening of May 2. It 
was the association’s first gathering in its 
new headquarters in the City Club Build- 
ing. Professional entertainers assisted 
members in creating diversion. A prac- 
tical feature was a showing of the Auto- 
motive Equipment Association’s new 
merchandising film, “Profitable Mainte- 
nance.” The film was the subject of much 
favorable comment. The A. M. A., the 
scope of which is national, is going ahead 
with a membership campaign through 
which it hopes to greatly enlarge its 
roster. 


Chevrolet Gives Grant Charge 


of Entire Sales Organization 


DETROIT, May 5.—Formal announce- 
ment is made by Chevrolet Motor Co. of 
the appointment of R. H. Grant as vice- 
president and general salesmanager, tak- 
ing entire charge of the company’s sales 
department as of May 1. Mr. Grant is the 
successor of Colin Campbell as the gen- 
eral sales executive of Chevrolet. C. Earl 
Dawson, who has been acting sales man- 
ager, and D. S. Eddins, will continue as 
assistant general managers. 


Mr. Grant came with Chevrolet Feb. 1 
from Delco-Light Co. with which com- 
pany he was president and general man- 
ager. His appointment at that time was 
as assistant to W. S. Knudsen, though 
in view of his long experience in mer- 
chandising work the impression in the 
industry was that he was to assume the 
direction of the sales department. This 
view is confirmed with the official an- 
nouncement now made. 

Since February Mr. Grant has spent 
practically the entire time on the road 
visiting the Chevrolet sales zones and 
acquiring a definite first-hand knowledge 
of conditions, so that in assuming his 
new duties he is personally conversant 
with general sales conditions throughout 
the country. 


TO NAME RECEIVER 


CHICAGO, May 5.—A receiver for the 
American Steam Truck Company, of 
Elgin, Ill., will be appointed May 7, ac- 
cording to announcement by Referee 
Harry A. Parkin, of Chicago. In making 
this announcement the referee stated that 
he desired to give the company and its 
creditors ample time to select a receiver 
but that if they have not acted by 
May 7, he will make the appointment. 
Involuntary bankruptcy proceedings 
against the steam truck company were 
instituted April 11. The company was the 
successor of the Duty Motor Corp. 


HAVE TRADE-GETTING STUNT 
BIRMINGHAM, Ala., May 5.—To draw 
trade into their repair shop, the Rees 
Brothers have recently offered to line 
brakes free of charge, the only cost being 
the cost of the material, 






Motor Trade 1.4 Per Cent 
Of U. S. Wealth, Says Report 


Street Railways Exceed Automotive 
Interests One Tenth of One 
Per Cent 


WASHINGTON, May 5.—Out of an esti- 
mated national wealth for the United 
States in 1922 of $320,803,862,000, the mo- 
tor industry accounted for a total of 
$4,567,407,000 or 1.4 per cent of the whole, 
according to figures just released here 
by the Bureau of the Census. Point is 
made that no comparison can be made 
in the figures with former years inas- 
much as when the last estimate was made 
in 1912 the motor industry did not figure. 


Explanation is made that the estimates 
for motor vehicles are based on reported 
production during a period of years cov- 
ering the average life of automobiles, 
trucks, tractors and motorcycles, and sta- 
tistics of registration prepared by the 
Bureau of Public Roads and other agen- 
cies, with allowances for depreciation 
and valuation in accordance with prices 
prevailing in 1922. 


Street railway systems, according to 
the statistics, outrank the motor industry 
by one-tenth of one per cent, they being 
credited with 1.5 per cent of the whole. 
Coincidentally the wealth of the nation 
in gold and silver coin and bullion is 
also 1.4 per cent of the whole or exactly 
the same as the motor industry. 


Real property and improvements taxed, 
the statistics further relate, form 48 per 
cent of the whole or approximately one- 
half. 


Urge Ten-Mile Speed Limit 
as Machine Nears Crossing 


CHICAGO, May 5.—State laws requir- 
ing automobiles to slow down to ten 
miles an hour when within 300 feet of 
a railroad crossing were urged in reso- 
lutions adopted here at a_ two-day 
conference for the discussion of traffic 
safety measures held under the auspices 
of the National Association of Railroad 
and Utilities Commissioners. Following 
are some of the other recommendations 
of the conference: 

Relocation of highways which cross 
and recross tracks. 

Consolidation of adjacent crossings. 

Uniform system of warning signs 
throughout the country. 

Persons to be examined and licensed 
before allowed to operate a car. 

Traffic police powers for railway cross- 
ing flagmen. 

-Teaching of safety principles in all 
schools. 

Placing motor driven vehicles run for 
hire under jurisdiction of utilities com- 
missioners. 

Use of red lights only as danger sig- 
nal indicating full stop. 

Change of tail lights to different color. 

According to G. L. Barde, of the asso- 
ciation, automobile crossing accidents 


have increased 75 per cent, 
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Northwest and Intermountain 
States Look for Record Year 


Finds California Handicapped by 
Embargoes But Not 
Alarmed 


ST. LOUIS, Mo., May 5.—Business con- 
ditions in the Pacific Northwest, and in 
the intermountain states are the best this 
year for the last five years and the auto- 
mobile industry is anticipating record 
breaking selling in Washington, Oregon, 
Montana, Idaho, Utah and Colorado, ac- 
cording to G. A, Vane, general manager 
of the National Automobile Dealers’ 
Association, who has completed a six 
weeks trip. Mr. Vane was accompanied 
by W. B. Burruss, sales consultant of 
the association. They have been conduct- 
ing sales meetings in important distrib- 
uting points of the west. 

Shipping, mining, lumbering and farm- 
ing in the states of Washington, Oregon, 
Utah, Colorado and Montana are on a 
progressively upward trend, Mr. Vane re- 
ports, and with the influx of money for 
these industries buyers are increasing 
in the automobile markets. “These states 
are just now recovering from the serious 
financial difficulties brought about by the 
deflation period of 1920-21,” says the N. 
A. D. A. general manager, and are just 
stepping into the favorable business cy- 
cle that the eastern and southern states 
experienced in 1922. 


Reaction of Epidemic 


“California is experiencing a reaction 
due to the presence of the ‘hoof and 
mouth’ disease that deserves sympathetic 
understanding by all the country. While 
the disease itself presents a serious prob- 
lem, the steps taken in California to 
control it are thorough and intelligent 
and within a short while the state au- 
thorities, backed up now by the Federal 
Department of Agriculture, will have the 
situation well in hand.” 

“California’s most serious problem is 
brought about by the fact however that 
other states, fearing an invasion of the 
plague have taken drastic, and in many 
cases unwarranted steps against entry of 
California products. Embargoes have 
been declared against California hay and 
grain crops and fruits and vegetables, 
and as these are the big money producers 
of the state, it is apparent that California 
prosperity is dependent upon getting 
these fruits and vegetables into the east- 
ern and central markets. Many crops 
which admittedly are not carriers of the 
germ infection are being embargoed, 
along with suspected crops. 


Slows Down Sales 


“The situation naturally has resulted 
in a slowing down of California motor 
vehicle sales, and will mean that the 
record-breaking shipments to California 
points probably will be considerably cur- 
tailed. California dealers and distribu- 
tors were quite well stocked with motor 
vehicles in anticipation of spring trade 
and these stocks will have to be liquid- 
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Ancient Stage Coach 
Bought by Ford 


BALTIMORE, Md. May 5.—An 
old stage-coach, built 58 years ago, 
has been sold to Henry Ford by 
Frank J. Goettner, of the Kings- 
ville Inn, Kingsville, Md. 

Mr. Goettner said the stage-coach 
had been built by the Abbot- 
Browning Co., Concord, N. H., in 
1866 and had been used to travel 
the roads of the White Mountains. 
Several years ago it came into the 
possession of a New Hampshire 
man who decided to go to Cali- 
fornia and who hooked it to his 
automobile and started to tow it 
across the continent. At Kingsville 
it broke down and was sold to Mr. 
Goettner. 














ated before the state is again the heavy 
purchaser she has been. No serious alarm 
is felt by any Los Angeles or San Fran- 
cisco merchant with whom I talked, but 
at the same time, the problem before the 
California men is to intelligently and 
profitably market the cars they have on 
hand now, rather than concern over ac- 
cumulations of stocks later. 

“Conditions in Louisiana are excellent 
and would undoubtedly be in the same 
status in Texas and Oklahoma except for 
the lateness of spring.” Mr. Vane says. 
“Mud road sections of Texas and Okla- 
homa have been almost impassable for 
the past four months due to heavy rains 
and snows. Crops are late in planting, 
buying activity curtailed until after the 
seasons catch up.” 

The general feeling in all sections 
visited, Mr. Vane asserts, is for a satis- 
factory year. Few dealers outside of the 
Pacific Northwest and the Inter-Mountain 
states anticipate they will sell as many 
motor vehicles for the entire year as they 
sold last year, but all look forward to a 
more profitable year’s business. 





HOLLEY NOT PAYING ROYALTY 


DETROIT, May 5.—The Holley Carbu- 
retor Co., of Detroit, denies that it is pay- 
ing royalty to the Solex Company, of 
France, or any other concern, as stated 
in an article from Paris which appeared 
in Motor AcE of April 24. The article 
asserted that “up to the present the 
Solex Company has limited itself to the 
European market and has never at- 
tempted to sell in America, although the 
Holley company has recognized and pays 
a royalty on one of its patents.” 


PAIGE-DETROIT EARNINGS 


DETROIT, May 5.—The Paige-Detroit 
Motor Car Co. reports net earnings of 
$822,904 available for the common stock 
for the first quarter, against $376,465 in 
the same period last year. The net earn- 
ings were equal to $1.37 a share earned 
on the 600,000 shares of common stock 
outstanding, after allowing for preferred 
dividends, against 94 cents a share on the 
400,000 shares of common stock in 1923. 
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Studebaker’s Net Profits For 
Quarter Placed at $3,542,259 


Relatively Low Total Laid to Com- 
pany’s Change in Plan of 
Charging Discounts 





SOUTH BEND, Ind., May 5.—Net profits 
of $3,542,259 for the first quarter are re- 
ported by the Studebaker Corp. This 
total is considerably below that of the 
first quarter of 1923, which showed 
$6,170,971, but President A. R. Erskine, 
in his statement accompanying the re- 
port, explains that the profits would have 
been $5,400,000, or $1,400,000 more had 
last year’s basis of charging dealers’ dis- 
counts been followed. 

“For some years prior to this year re- 
troactive sliding scale discounts obtained, 
under which profits were charged with 
base discounts quarterly, and with extra 
discounts as they accrued during the 
year,” says President Erskine. ‘“Maxi- 
mum flat discounts were adopted this 
year, under which complete charges were 
made each quarter. Under this change, 
subsequent quarters, and especially the 
third and fourth quarters, will benefit 
considerably. 

“Business in the second quarter is pro- 
ceeding in big volume and all plants are 
working at capacity.” 

The detailed statement shows net sales 
of $35,603,490 in the first quarter of this 
year, against $43,278,454 in the same 
period in 1923. Profits were $4,036,620, 
against $7,085,454 and Federal taxes 
$494,361, against $914,483. The total sur- 
plus as of March 31 was $26,050,493, com- 
parable with $18,460,857. This report is 
based on the sale of 29,435 cars in the 
quarter, against 38,411 in the first three 
months of 1923. 

The balance sheet shows cash holdings 
of $5,131,187, against $12,578,797 on the 
same date last year; accounts receivable, 
$8,109,107, against $6,701,388, and inven- 
tories, $30,414,435, against $19,754,648. 
Liabilities showed notes payable, $4,000,- 
000, against none a year ago, and ac- 
counts payable $7,127,754, against $6,194,- 
528 last year. ' 

The directors declared the regular 
quarterly dividend of $2.50 a share on the 
old common stock of $100 a share par 
value and an initial quarterly dividend 
of $1 a share on the new common stock 
of no par value. The regular quarterly 
dividend of $1.75 a share also was de- 
clared on the preferred stock. All three 
dividends are payable June 2 to stock of 
record May 10. The earnings were equal 
to $4.52 a share on the common, against 
about $8 a share a year ago. 


DELIVERING NEW KISSEL 

HARTFORD, Wis., May 5.—Deliveries 
of the new Custom Built “55” models 
announced by the Kissel Motor Car Co. 
at the last New York and Chicago shows 
are being made, according to Elliott B. 
Field, advertising manager. Some of 
these cars are already in the hands of 
purchasers while many carloads are on 
the road, Mr. Field announces. 
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Service Convention Program 
Bills Strong List of Speakers 





Interesting Sessions Are Promised 
Delegates to Big Gathering in 
Detroit May 19-22 


DETROIT, May 5.—The printed pro- 
gram of the National Automotive Service 
| Convention to be held in Detroit May 
| 19-22, in connection with the Automotive 
Maintenance Equipment Show and other 
events of automotive interest, displays an 
interesting list of subjects and a strong 
line of speakers. The program was pre- 
pared by a committee composed of Frank 
A. Bonham, chairman, representing the 
N. A. C. C., Coker F. Clarkson, general 
: manager of the S. A. E., and C. A. Vane, 
general manager of the N. A. D. A. The 
program in full, showing open house 
hours of the equipment show, is as 
follows: 


= lU Sr Ur” «6S 


Monday, May 19 


MORNING 10:00 A. M. to 2:00 P. M. 
Registration 


ww SS 


AFTERNOON 2:00 P. M. 

Purpose of the Meeting—By F. A. Bon- 
ham, Chairman. 

“What the Public Is Entitled to Receive 
™ From Service Men’—By C. A. Vane, Gen- 
eral Manager, National Automobile Deal- 
ers Association. 

“Selection and Training of Repairmen”’— 
3y J. C. Wright, Director, Federal Board 
for Vocational Education. 

“Shop Layout and Selection of Proper 
Tools,” Illustrated—By E. M. Young, Ad- 
visory Staff, General Motors Corp. 


we. 


or 


kv 
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EVENING 6:00 P. M. to 10:00 P. M. 
Opening of Maintenance Equipment Show 


Tuesday, May 20 


MORNING 9:00 A. M. to 2:00 P. M. 
Maintenance Equipment Show 


oOo oO Mm 





AFTERNOON 2:00 P. M. 

“How to Properly Fit Pistons and Bear- 
ings,” Illustrated—By D. Andrews, Service 
,, Manager, Continental Motors Corp. 

“Proper Adjustment of Rear Axle, Gears 
and Bearings,” Illustrated—By Col. H. W. 


~ ery 





Alden, Past President, Society of Auto- 

a motive Engineers, and Chairman of the 

™ Board, Timken-Detroit Axle Co. 

i. “Adjustment of Brakes,” Illustrated—By 

I. C. Stanley, Ph.D., Chief Engineer, The 
Raybestos Co. 

r 

e EVENING 6:00 P. M. to 10:00 P. M. 

r Maintenance Equipment Show 

d Wednesday, May 21 

k MORNING 9:00 A. M. to 2:00 P. M. 

y Maintenance Equipment Show 

l— 

e AFTERNOON 2:00 P. M. 

f “How the Service Man Can Co-operate 
With the Engineer’—By H. M. Crane, 

1 President, Society of Automotive Engi- 

st neers; Technical Assistant to President, 
General Motors Corp. 

“The Effect of Heating Alloy Steel 

Parts; The Proper Way to Repair,” Il- 
lustrated—By L. A. Danse, Chief Metal- 
lurgist, Cadillac Motor Car Co. 

1g “The Effect of Poor Lubrication,” Il- 

8 lustrated—By Dr. W. K. Lewis, Head of 
Department of Chemical Engineering, 

0. Massachusetts Institute of Technology, 

Ss } and Chemical Consultant, Standard Oil Co. 

3. 

f | EVIENING 6:00 P. M. to 10:00 P. M. 

if Maintenance Equipment Show 


Thursday, May 22 


MOKNING 9:00 A. M. to 2:00 P. M. 
Maintenance Equipment Show 
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Ford Motor Reports Net Profits of $82,263,483 for 
Twelve-Month Period Ending February 29 


Stock Earnings Amounted to $475 a Share Compared 








with 
$690 Previous Year When Clear Returns 
Were Placed at $119,000,000 
BOSTON, May 5.—Net profits of $82,- ae sans 
263,483 for the twelve months’ period  joaj estate... $ 93,100,049 $ 86,047,010 
ending Feb. 29, 1924, are reported by the Machinery .............. 87,689,441 54,743,388 
Ford Motor Co. in a statement filed with Merchandise .......... 94,328,306 eeetaie 
ius _ Good-will .............. 20,517,986 20,517,986 
Ge Massachusetts Commissioner of Cor Vieleseal shasaen. 847.189 529.766 
porations. This is equal to about $475 Gash, serurities, 
a share on the 172,645 shares of $100 par trade - marks, 
capital stock outstanding, compared with a receiv- seein 
* F 1 | |: 271, [aGe >  diieeeeeeus 
$690 earned in the previous year when weshdiaeiies aunt: ieee 
profits were placed at $119,000,000. IR ee rl, ete, 51,094,765 


In its statement, the company lumps 
its “cash, securities, trade marks, ac- 
counts receivable, etc.,” at $271,618,668. 
These items were detailed in the previous 
year’s report cash at the end of that year 
being reported at $159,605,687, securities 
at $37,401,605, accounts receivable at 
$41,938,329 and furniture and fixtures at 
$51,094,765. At the close of 1921, the 
company’s cash position stood at $35,- 
667,937. 

The United States Steel Corp. reported 
more than $150,000,000 cash on hand at 
the close of last year. 


The complete statement of the Ford 
company for 1924 and 1923 is as follows: 


Notes receivable.... 74,834 


Accounts receiv- 


Ol tetas sien 41,938,329 
Ca stscisdcciiccccnticie | saccnicatbidansin’ 159,605,687 
WIUNONOO eciectinice Sesto 37,401,605 
WURGNEE castccolciies, — cxiccastsietns 155,896 
Miscellaneous in- 

WORGINGIEE ei ee 548,700 








| $568,101,639  $536,351,939 
Liabilities 

Capital stock.......... $ 17,264,500 $ 17,264,500 
Mortgages .............- ROGRGGGE! | - Ancseceten 
Lig es SR4GQEAG” «sxeneite 
Accounts payable 71,214,937 61,488,979 
POO IOGIENOU Sasaki | ctr 62,576,257 
Deferred credits... .................. 388,598 
WRG tices acanctebieinn 34,856,007 
Profit and loss 

je 442,041,081 359,777,598 

i) |) esse $568,101,639  $536,351,939 








AFTERNOON 2:00 P. M. 

“Selling Service,” Illustrated—By Carl 
H. Page, Director of Sales, Durant Motors 
ot New Jersey. 

“Simple Accounting System,” Illustrated 
—By Wm. G. Siben, Vice-President Com- 
fort Printing Specialty Co. 

“The Electrical System Explained,” Il- 
lustrated—By G. R. Fessenden, Service 
Engineer, North East Electric Co. 


EVENING 6:00 P. M. to 10:00 P. M. 
Maintenance Equipment Show 





NEW PAIGE LIMOUSINE 

DETROIT, May 5.—Paige-Detroit Motor 
Car Co. announced a new addition to its 
line today, a suburban limousine which 
sells at $2,895 f. o. b. factory and is 
furnished in the deluxe type only. The 
body is quite similar to the seven-pas- 
senger sedan and has a paritition back 
of the driver’s seat, with a wide window 
which can be raised or lowered. The 
Paige company also commenced ship- 
ments during April of the Paige 6-70 
chassis only, listing at $1,500 f. o. b. fac- 
tory. This is the first time that the 
Paige chassis has ever been sold sepa- 
rately. 

FIX DATES FOR SHOW 

KANSAS CITY, May 5.— According 
to official announcement, Feb. 7-14, 1925, 
have been selected as the dates for the 
next Auto Show of the Kansas City Motor 
Dealers’ Association. 


Half of Hupmobile Output 
For 110 Days Closed Models 


DETROIT, May 5.—Hupmobile closed 
car production for the first 110 days of 
the year was 50 per cent of the factory’s 
entire output, including production for 
Canadian and foreign trade. This com- 
pares with a percentage of 28 for all 
production in 1923. Since April 1 58 per 
cent of the entire production has been 
centered on closed models. 

The five-passenger club sedan has been 
the biggest seller of the closed models, 
according to factory reports, 32 per cent 
of the entire output being of this type, 
with the standard sedan, four-passenger 
coupe and two-passenger coupe follow- 
ing in that order. 

Canadian closed car shipments are re- 
ported to have grown from a negligible 
ratio a year ago to 28 per cent of the 
entire Canadian total, with considerably 
heavier proportion of closed car ship- 
ments for countries than ever before. 
Closed cars have constituted 52 per cent 
of the domestic output since January 1. 

REGRINDERS TO MEET 

CHICAGO, May 5.—A convention of 
members of the National Motor Regrind- 
ers and Rebuilders Association will be 
held in Chicago on June 2. Sessions will 
be held at the Lexington Hotel, which is 
convenient to Motor Row. Delegates are 
requested to be prepared to offer sug- 
gestions and reports of their respective 
companies’ plans. 
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Employing, Sales, Traffic and 


agers Will Cover Topics Vital 
in Association Work 


ST. LOUIS, May 5.—The program for 
the second annual conference of secre- 
taries and managers of automobile trade 
associations, which has been arranged by 
the National Automobile Dealers’ Asso- 
ciation for Tuesday, May. 20, at the Hotel 
Statler, Detroit, has been announced. 


The meeting will be called to order 
at 9 o’clock in the morning by C. A. 
Vane, general manager of the National 
Automobile Dealers Association. There 
will be two papers read in the morning 
session, with discussions following each. 
The first will be “The Employment 
Bureau,” by Carelton C. Proctor, man- 
ager of the Buffalo Automobile Dealers 
Association. The need for a bureau, the 
method of establishment and operation, 
and the results and values to dealers will 
be handled by Mr. Proctor. 


“The News Letter—an Aid to Selling,” 
is the subject assigned to Harry T. 
Gardner, manager of the Cincinnati Auto- 
mobile Dealers Association. It will deal 
with suggestions for salesmen and sales- 
managers and discuss sources of in- 
formation, style to be followed and re- 
sults and values. 


In the afternoon T. D. Braden, man- 
ager of the Denver Automobile Dealers 
Association, will talk on “The Traffic 
Bureau,” discussing organization, opera- 
tions, costs, results, value and the possi- 
bility of developing a national association 
of trade association traffic bureaus. 


“Association Savings and Loans” by 
Claude E. Holgate, manager of the New- 
ark Trade Association, and “General 
Activities of Trade Associations,” by Her- 
bert Buckman, manager of the Cleveland 
Automobile Dealers Association, will 
complete the session. 


HOLD LINCOLN SHOW 


DALLAS, Tex., May 5.— Individual 
displays by automobile dealers made 
their appearance here when Ford dealers 
of Dallas showed various models of Lin- 
coln cars in the lobby and club rooms 
of one of the city’s large apartment 
hotels. The displays consisted of the lat- 
est models. The show had been exten- 
sively advertised, and large crowds 
turned out. Dealers reported great in- 
terest stimulated in the Lincoln as a re- 
sult of the event. 


OPEN FACTORY BRANCH 

MINNEAPOLIS, May 5.—A Flint fac- 
tory branch has been opened at 1201 Hen- 
nepin avenue, Minneapolis, by W. F. 
O’Brien. The salesroom is on the main 
floor, used car sales on the second and 
repair department on the third, with parts 
on the second floor and in the basement. 
The manager is R. M. Kelvie, formerly 
factory sales manager and assistant gen- 
eral manager for the Apperson. 


Finance Slated for Forums 


Conference of Secretaries and Man- 


MOTOR AGE 


Running Reno’s Dealer Association 
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There are two places in Reno where there is always something doing. One is the court 

house and the other the Reno Motor Car Dealers’ Association. MOTOR AGE presents 

here the pictures of the newly elected officers of this live organization. Top left, President 

J. C. Durham; top right, Vice-President Frank G. Hood; bottom left, Treasurer George A. 
Oser; bottom right, Secretary T. VW. Heany 








Sold Fewer Units In March 
Without Dollar Volume Loss 


DETROIT, May 5.—In a statement on 
business conditions, R. C. Rueschaw, 
salesmanager of Reo Motor Car Co., said 
that with the exception of March, each 
month of 1924 has found Reo doing a 
larger volume of business than was done 
in the corresponding month of 1923. In 
February this increase in business 
amounted to 40 per cent. During the first 
three weeks of April it was 12% per 
cent over that of the same period a 
year ago. 


During the month of March, said Mr. 
Rueschaw, though fewer actual units 
were sold than in March, 1923, yet due 
to the fact that a larger proportion of 
the cars sold were closed models and 
that a number of the units were new 
Reo buses at a relatively high price, the 
volume for March in dollars and cents 
was practically the same as for the 
month last year. 


FINDS DIXIE SOUND 

DETROIT, May 5.—The industries of 
the South are operating on a sound eco- 
nomic basis and optimism is universally 
prevalent, says V. H. Day, general sales- 
manager of General Motors Truck Corp., 
who has just returned from a trip 
through the central south. Highway 
transportation is slowing rapid growth, 
he finds, due to the extensive road build- 
ing program, while he says a wider use 
of motorized transportation is certain 
with completion of substantial highways 
connecting mercantile centers with the 
producing districts. 

Confidence of the central south in its 
economic enterprise is most strikingly 
reflected at present in its flourishing 
building program, said Mr. Day. Business 
and residence building is at high points 
everywhere. —— 


RECORD PAIGE SALES 
DETROIT, May 5.—The Paige-Detroit 
Motor Car Co. reports that on April 14 
it sold 583 cars. 
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WITH THE ASSOCIATIONS 




















Hold Annual Banquet 


PEORIA, Ill., May 5.—While more than 
200 motor car dealers and employes gave 
close attention, Lynn M. Shaw and P. F. 
Drury, representing the National Auto- 
mobile Dealers Association, told of 
causes of failures and limited successes 
among men who sell motor vehicles and 
accessories. The occasion marked the 
annual banquet and get together rally 
of the Peoria Automobile Dealers and 
Accessories Association given at the 
Peoria Automobile Club rooms on 
April 24. Mr. Shaw spoke upon the topic, 
“Five Per Cent and the Dealer Outlook.” 
Unless the reckless traffic in used cars 
is halted and careless management of 
other departments is remedied, 40 per 
cent of the dealers will have to retire 
before the close of 1924, he warned. 


Mr. Drury, as the second speaker, 
spoke upon the subject, “Getting the 
Most Out of Your Business.” He empha- 
sized efficiency and dependability as the 
basic points of business success and ad- 
vised the dealers to aim towards moral 
leadership in their respective com- 
munities. 


The closing speaker was H. N. Tolles, 
president of the Sheldon school, Chicago. 
He asserted that genuine service is the 
basis of business success. If the quality, 
quantity and manner of rendering the 
service are right, the pay will take care 
of itself and success is assured, he said. 
Moving pictures concluded the evening’s 
program. 


Fix Dallas Show Dates 


DALLAS, Texas, May 5.—The annual 
automobile show of the Dallas Auto- 
motive Trades Association will be held 
October 11-26 inclusive. These are the 
dates for the State Fair of Texas. 

Automobile dealers of Dallas want to 
make the show the biggest thing of the 
kind ever staged in the South. It is ex- 
pected arrangements will be made for 
much greater space than was available 
at the last show. The exhibition will be 
held in the dealers’ building at the fair 
grounds, a house especially designed for 
displaying automobiles. There is talk of 
obtaining adjoining quarters to display 
trucks and accessories. 


Get Better Salesmen 


ATLANTA, Ga., May 5.—The Atlanta 
Automobile Association has added a new 
Service department that is not only prov- 
ing popular with the dealers and dis- 
tributors who are members of the 
organization, but generally improving the 
quality of salesmen engaged. 

The new service was designed for this 
Specific purpose, due to the fact that 
dealers have met with more or less dif- 
ficulty in obtaining efficient workers who 
could actually go out and sell cars, ac- 
cessories, or tires, as the case might be, 
and had to take something of a chance on 
hew salesmen. 


Through the medium of this new de- 
partment members of the association may 
investigate through the office of the sec- 
retary any man who asks for a position 
on the sales force. The secretary’s office 
undertakes to obtain a complete record 
of the applicant’s past performances, and 
lays all the data before the prospective 
employer. 

In this manner it is believed misfits 
can be gradually eliminated from the in- 
dustry in this section. 


To Celebrate Road Opening 


KANSAS CITY, Mo., May 5.—The first 
formal celebration of the opening of a 
state highway is being arranged by the 
Kansas City Motor Car Dealers Associa- 
tion. One of the first of the highways 
to be hard surfaced under the big pro- 
gram of the state highway commission, 
in connection with the $60,000,000 bond 
issue, is the 30-mile road between Kansas 
City and Excelsior Springs, a popular 
watering place. The motor car dealers 
are arranging a “Sociability Run,” for 
May 10, to celebrate the opening, and 
to give more zest to the subject of good 
roads, It is expected that 30,000 cars 
will parade in this run, each dealer se- 
curing entries of his owners, and prizes 
being offered, silver cups and similar 
trophies, to the dealer who has the larg- 
est number of owners in line. The 
committee in charge of arrangements 
consists of R. C. Greenlease, Cadillac; 
Sam F. Baker, Marmon; John R. Cun- 
ningham, Hudson-Essex; Geo. A. Wood, 
Dodge; A. W. Buck, Flint-Durant. 


Memphis Dealers Elect 

MEMPHIS, Tenn., May 5.—The annual 
meeting of the Memphis Automobile 
Dealers Association was held at the 
Chamber of Commerce. Thos. H. Smart, 
president for the past year, made his 
annual report. Nine new members were 
added in the year. Four were dropped 
because of discontinuance in business. 
Favorable comment was made on the 
success of the Tri-State Fair in the 
autumn season when Fred M. White, Jr., 
was chairman of the Show Committee. 
The association was invoked to assist 
the Memphis Safety Council in its work. 

Officers were elected as follows: Presi- 
dent, Gus F. Schlecht; vice-president, R. 
R. Price; treasurer, Hugh J. Jetton; di- 
rectors, Hugh J. Jetton, G. F. Schlecht, 
Thomas H. Smart, John T. Fisher, J. K. 
Dobbs, R. R. Price, Jerome P. Parker. 


Help Solve Detour Puzzles 


COLUMBUS, Ohio, May 5.—Co-opera- 
tion of automobile clubs in every section 
of Ohio in selecting, establishing and 
maintaining adequate detours this year, 
has been offered to the State Highway 
Department, it was announced by Chas. 
C. Janes, secretary of the Ohio State 
Automobile Association. Mr. Janes point- 
ed out that the 80 automobile clubs af- 
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filiated with the O. S. A. A. operate in 
territory covering every county in the 
state, and that such co-operation should 
prove an extremely valuable aid in the 
1924 $20,000,000 highway program for 
Ohio. 

The method of co-operation will con- 
sist in three principal services: 

1. Assistance by automobile club road 
and traffic experts in selecting detour 
routes that will minimize traffic incon- 
venience. 

2. Assistance in keeping motorists in- 
formed as to the best routes for avoid- 
ing detour delays and for by-passing sec- 
tions undergoing construction and re- 
pairs. This will be done through the 
automobile club touring bureaus. 

3. Assistance in relaying to the state 
highway department reports from motor- 
ists regarding the condition of detours, 
especially with regard to conditions that 
develop as the result of the temporary 
heavy increase of traffic on sections of 
roads not originally intended to carry 
such loads. 

Free Towing Service 

SAN FRANCISCO, Calif., May 5.—The 
California State Automobile Association 
has installed a free first aid and towing 
service for its members, with a fleet of 
brilliant yellow tow-cars, and first-aid 
motorcycles permanently located in a 
dozen cities in central and northern Cali- 
fornia. These cars are to be available 
day and night, free of charge to all mem- 
bers of the association, no matter where 
they may need aid on the highways. A 
no-tipping rule is to be enforced. Towing 
and mechanical first aid will be provided. 


Form Boosters Club 


MINNEAPOLIS, May 5.— Boosters 
Club No. 8 has been organized here by 
A. F. Snyder, L. C. Gehring, H. C. Shan- 
non, Archie F. Jordan, Warren F. Fry- 
burg, George Holt, K. C. Titus, F. C. 
Nicholas, G. A. Watson and A. D. Kieger. 
Mr. Snyder has been named as president, 
Mr. Gehring as vice-president, Mr. Shan- 
non as treasurer and Mr. Jordan as sec- 
retary. The board of directors consists 
of the entire initial roster of members 
as given above. 

Tire Theft Campaign 

ST. LOUIS, Mo., May 5.—One of the 
first moves of the Associated Tire Dealers 
of St. Louis has been to undertake a 
crusade against tire thieves. Announce- 
ment of the crusade followed robbery of 
the tire store of E. L. Meyer of 218 
Lemay Ferry Road. Emil L. Meyer of 
the Meyer Tire Co. offered a reward of 
$100 for apprehension of the thieves and 
the reward was broadcast by A. P. 
Woehrle of the Beverly Rubber Co., 
president of the tire dealers’ association. 

Arrange Speaking Series 

HARTFORD, Conn., May 5.—A meeting 
and dinner of the Battery Dealers Asso- 
ciation of Hartford was held at the Hotel 
Bond and the first of a series of talks 
arranged. C. P. Shattuck, field and serv- 
ice editor of the Class Journal publica- 
tions, gave a talk on battery service, 
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Motor Reciprocity Between 
Maryland and D. C. a Reality 


Coolidge’s Approval of Gas Tax Bill 
Brings Ancient Controversy 
to An End 


WASHINGTON, May 5.—Long sought 
automobile reciprocity between Maryland 
and the District of Columbia became a 
reality this week when President Coo- 
lidge signed the Two-Cent Gasoline Tax 
bill. The gasoline tax, which applies only 
to the District of Columbia, will become 
effective in 30 days. 


There is no mention of reciprocity in 
the bill. It was the understanding be- 
tween the District commissioners and 
Governor Ritchie, however, that if Con- 
gress enacted a 2-cent gas tax for the 
District similar to that in Maryland they 
would arrange permanent automobile 
reciprocity. 

The lack of reciprocity between Mary- 
land and the District had been a moot 
question since the automobile came into 
common use. Marylanders objected many 
years ago to the heavy use of Maryland 
roads by District motorists who contrib- 
uted nothing to their building and main- 
tenance, while Maryland motorists had 
little mileage in the District of which to 
take advantage. 


RECIPROCITY PROCLAMATION 


BALTIMORE, Md., May 5.—Following 
a two-year fight for automobile reci- 
procity between Maryland and the Dis- 
trict of Columbia, which terminated only 
recently when Congress passed the neces- 
sary legislation which was signed by 
President Coolidge, Governor Albert C. 
Ritchie, of Maryland, has issued a proc- 
lamation proclaiming permanent reci- 
procity on the part of Maryland. 


EDWARD A. MOREE ON NEW JOB 


NEW YORK, May 5.—Edward A. 
Moree has resigned as general manager 
of the Automobile Merchants’ Association 
of New York City after serving a year 
and a half, to accept the position of full 
time general manager of the Empire State 
Automobile Merchants’ Association. Tem- 
porarily his headquarters will be in the 
Fisk Building, but later the Empire asso- 
ciation will open an office in Albany. 
Charles F. Rhodes, who was Mr. Moree’s 
assistant, has been appointed acting gen- 
eral manager of the Automobile Mer- 
chants’ Association. 


7,050 IN OVERLAND AID 

TOLEDO, May 5.—The Overland Em- 
ployes’ Mutual Aid Association, organized 
a little more than a year ago, now has 
7,050 members and a cash balance of 
$11,685.65 in the treasury. A year ago the 
membership was 200. The organization 
provides sick and death benefits to em- 
ployes of the Willys-Overland Co., here. 

Claims now run about $1,000 a month. 
J. P. McKenna of the employe relations 
department is secretary of the asso- 
ciation. 


MOTOR AGE 


RESERVED FOR JOBBERS 


ST. LOUIS, May 5.—In a circular to 
distribtuors and dealers the Gardner 
Motor Co., St. Louis, announces discon- 
tinuance of the distribution of Boyce 
Moto-Meters through the Gardner Parts 
Department. “The terms of our contract 
with the Moto-Meter Co., Inec., Long 
Island City, New York, the manufac- 
turer,” says the circular, “permits the 
sale of this instrument only as original 
equipment. Resale is reserved for the lo- 
cal jobber.” 

The order was effective April 29. 





Lift Parking Rules 
For a Week 


AKRON, Ohio, May 5.—The week 
of April 20 was set aside as unre- 
stricted parking week in this city. 
Autoists could park where they 
wanted to and so long as they 
pleased without fear of being 
“tagged.” 

Safety Director L. D. Carter de- 
cided to try the experiment when 
motorists complained about being 
arrested and fined for technical vio- 
lations of the parking ordinance. 

“The police department was get- 
ting too unpopular with auto 
owners,” Mr. Carter explained. “We 
decided to see if the motorist 
himself could solve the parking 
problem.” 

While parking places were at a 
premium in downtown sections dur- 
ing the experiment traffic accidents 
were relatively few. 

“Put on his honor to observe 
parking rules,” said Mr. Carter, - 
“the motorist naturally is more 
eareful, This carefulness in the 
congested parking areas has a good 
influence on their driving generally 
with a reduction in accidents as the 
result.” 











TO ENLARGE PLANT 

WAUKESHA, Wis., May 5.—The Qual- 
ity Aluminum Casting Co., established at 
Waukesha, Wis., less than a year ago, 
has been compelled by the rapid growth 
of its business, largely from the auto- 
motive industries, to enlarge its capacity. 
Bids will be taken May 1 for the erection 
of a brick and steel foundry addition, 
42x100 feet, which will cost about 
$40,000, including additional machinery 
and other equipment. 


ROLLS-ROYCE ON FULL TIME 

SPRINGFIELD, Mass., May 5.—Rolls- 
Royce of America, Inc., reports business 
going strong, with the plant operating on 
full time and with a full force. The 
Boston branch is reported as making a 
particularly favorable showing in recent 
months, and the prospects in general are 
said to be very good. 
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Postpone Effective Date of 
Section 28 to Reduce Conflict 


Moot Provisions Affecting Automo- 
tive Exports Will Not Operate 
Until June 20 


WASHINGTON, May 5.—The effective 
date of section 28 of the merchant marine 
act of 1920 was delayed from May 20 
to June 20, by an order of the Interstate 
Commerce Commission, at the conclusion 
of hearings. The action was taken to 
give rail carriers sufficient time in which 
to adjust schedules so the rates which 
will be put into effect to carry out the 
provisions of section 28 will conflict as 
little as possible with the Interstate 
Commerce act. 


The order was based on representa- 
tions of the railroads, the National Cham- 
ber of Commerce and other shippers 
throughout the country that application 
of the section would create preferential 
rates and discriminations against various 
ports and certain goods. 


One of the strongest protests came 
from the railway representatives who 
told the Commission that under the inter- 
pretation of the act, which does not ef- 
fect commodities moving through Can- 
ada, that it would result in a material 
loss to American owned railroads, by 
shippers rerouting their shipments 
through Canada to New York ports. 


Under this ruling, representatives of 
the National Automobile Chamber of 
Commerce testified before a House hear- 
ing on the merchant marine act, that 
more than 90 per cent of the automobiles 
shipped abroad would move via Canada 
and would be left free to be carried in 
either domestic or foreign ships. 


DEATH TAKES ROBERT W. WKAY 

GRAND RAPIDS, May 5.—Robert W. 
McKay, 56, president and general man- 
ager of the McKay-Nash Motor Company, 
Grand Rapids, Mich., Western Michigan 
distributors of the Nash and Lafayette 
automobiles, died suddenly recently, a 
victim of heart trouble. 


Mr. McKay arose from obscurity, hav- 
ing been born on a farm near the small 
town of Romeo, Mich., the son of poor 
parentage. He worked on the farm until 
he was 20, then went to Toledo, O., and 
accepted a position with Merle & Com- 
pany, farm implement jobbers. After sev- 
eral years with this company, he entered 
the employ of the International Har- 
vester Company, later going with the 
McCormick Implement Company, with 
whom he remained until 1910. 

In 1910 he opened a sales branch for 
the Buick Motor Car Company at Battle 
Creek, Mich., which he successfully oper- 
ated until 1917, at which time he went 
to Grand Rapids, Mich., and opened the 
McKay-Nash sales branch. 

Upon being notified of his death the 
Grand Rapids Passenger Car Dealers’ 
Association issued a bulletin to all mem- 
bers, expressing “genuine regret at the 
great loss to the industry in this city.” 
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Dort Moves From Downtown 
Zone to Flint’s Outskirts 


Negotiations Under Way for Dis- 
posal of Old Place, Two 
Units Already Sold 


DETROIT, May 5.—In accordance with 
its manufacturing plans, Dort Motor Co. 
has removed from its original plant in 
the downtown section of Flint and is 
now operating entirely in the new plant 
located outside the downtown business 
zone. Deals for sale of the downtown 
plant to Flint business interests are un- 
der way, two units already being sold. 
It is planned to make the old factory 
buildings the site of a new wholesale 
center for Flint. 


The new plant is described by the com- 
pany as much more adaptable for its 
manufacturing processes than the former 
plant and its location in the outlying sec- 
tion tends toward economies. 


Officers of the company report the out- 
look for business as good. Production 
has been maintained at a high figure 
throughout the year and has not varied 
25 cars in the three months. The dealer 
situation is good and the company is 
adding to its representation. May is 
looked forward to, being a big retail 
month, and the company is satisfied that 
with better weather, business will remain 
good from that month on. 


$398.49 Average Sale Price 
of Motomarts, States Report 


DETROIT, May 5.— During the first 
four weeks of Spring the average selling 
prices of used cars in motomarts through- 
out the United States was $398.49, ac- 
cording to Perey Chamberlain Associates, 
Inc. An average of 37.6 per cent of cars 
brought to the motomart for estimation 
were accepted and of the number ac- 
cepted nearly 50 per cent were sold with- 
in 30 days. 


“While some dealers are complaining 
of being overstocked on used cars,” re- 
ports Perey Chamberlain, “some of our 
motomarts are reporting they are unable 
to get sufficient used cars to take care 
of their demand. The outlook in cities 
where motomarts have been established 
points to a good year for the dealers 
using the Appleby plan.” 


BALLOONS HELP SELL BALLOONS 


MILWAUKEE, May 5.—An impressive 
Suggestion with special reference to bal- 
loon tires as applied by the Reo was 
made by the Curtis Motor Co., Milwau- 
kee, Reo distributor and dealer. It was 
“Balloon Tire Day,” and at noon 500 gas 
balloons were freed from the roof of the 
Curtis garage, each carrying a merchan- 
dise certificate, the largest being a credit 
of $100 on any model of the Reo which 
the recipient might purchase. The “stunt” 
Was widely advertised for two weeks pre- 
ceding the day and aroused unusual 


attention and interest. 
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Show Evolution of 


Automobile 

SAN ANTONIO, Texas, May 5.— 
Automobile dealers of San Antonio 
pulled something different when 
they staged the “evolution of the 
automobile.” 

It was a big parade of vehicles 
showing the progress in private 
transportation vehicles since 1850. 

In the parade were carriages of 
1850, drawn by the spick and span 
blacks and roans. There was the 
prairie schooner, the old phaeton, 
the surrey, the first make of bug- 
gies, the rubber-tired runabout 
buggy, horse-drawn buses, the 
“carry-alls” and then the automo- 
biles, from the first make down to 
the latest 1924 models. 


There were some 150 motor ve- 
hicles in the parade, William B. 
Krempkan and John Hogan, old 
time trail drivers, dressed in buck- 
skins, led the procession. 











Burke President and General 


Manager Peerless Organization 


CLEVELAND, May 5.—After having 
been the active head of the company 
for the last several months as _ vice- 
president and general manager, following 
the retirement of R. H. Collins, D. A. 
Burke has been formally elected presi- 
dent and general manager of the Peerless 
Motor Car Co. 


The same meeting of directors also re- 
elected G. H. Layng vice-president, F. 
A. Trester secretary and John F. Porter 
treasurer. It also reelected the executive 
committee consisting of Chairman Fred 
R. White, C. E. Sullivan and H. A. Tre- 
maine, while Mr. White also was made 
chairman of the board, which consists 
of Messrs. White, Sullivan, Burke, Layng, 
Tremaine, Porter and Trester, and Victor 
W. Sincere, G. A. Coulton, H. C. Rob- 
inson, and L. J. Wolf. 


In addition to these changes in the 
administrative personnel of the Peerless 
Motor Car Co., which is the operating 
company, the board of directors of the 
Peerless Truck & Motor Corp., the hold- 
ing company, chose the following offi- 
cers: Fred R. White, president; D. A. 
Burke, vice-president; G. H. Layng, vice- 
president; F. A. Tester, secretary, and 
John F. Porter, treasurer. 


MAKES STRAIGHTAWAY RECORD 


LOS ANGELES, May 5.—In speed 
trials over the bed of Dry Lake, near 
here, Tommy Milton in a Miller Special 
traveled an official straightaway mile at 
the rate of 141.15 m.p.h., a record for a 
122 inch car. In a 183 inch Miller he 
did the mile at 151.26 m.p.h. Milton also 
holds the world’s straightaway mile, 
made in a sixteen cylinder Duesenberg 
over the Daytona beach at the rate of 
156.4 m.p.h. 
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March Automotive Excise Tax 


Collections Hit $12,845,650.56 


Total Exceeds Same Month of 1923 
Despite Smaller Truck and 
Wagon Returns 


WASHINGTON, May 5.—An increase of 
$672,115.96 is shown for the month of 
March, 1924, compared with the same 
month last year in the automobile, mo- 
torcycle, accessories and truck excise 
taxes collected by the Federal govern- 
ment from the automobile industry. The 
March, 1924, collection was $12,845,650.51, 
compared with the same month in 1923 
of $12,173,534.56. 


The amount of revenue collected on 
automobile trucks and wagons during 
March was practically the same as the 
amount collected last year but the taxes 
collected from the sale of automobiles 
and motorcycles show a gain of approxi- 
mately $1,700,000 for March, 1924, against 
a million dollar loss in automobile ac- 
cessories and parts. 


The sums collected from the auto- 
mobile industry are itemized as follows: 
Automobile trucks and wagons, in March, 
1924, $736,299.22, compared with $725,- 
008.61 in March last year; automobiles 
and motorcycles, March, 1924, $9,777,- 
803.12, compared with $8,070,319.85 last 
year and automobile accessories and 
parts $2,331,548.17 collected in March this 
year, against $3,378,206.09 last year. 

The apparent decrease in sales of 
accessories, as indicated by the excise 
tax collected, in March of this year, com- 
pared with last, is accounted for by the 
fact that the Internal Revenue Bureau 
has changed the classification of a great 
many accessories, ruling them as non- 
taxable. 

Figures for the nine months ending 
March 31, 1924, show that the total ex- 
cise tax collected was $117,468,299.02, 
compared with $101,689,155.47, or a gain 
for the period of $15,779,143.55. 


British Car Production for 


Last Year Much Above 1922 


WASHINGTON, May 5.—British pro- 
duction of passeger cars during 1923 has 
just been estimated at approximately 
65,000 as compared with 40,000 in 1922, 
Assistant Trade Commissioner Park at 
London has advised the Automotive Di- 
vision, U. S. Department of Commerce. 


“These figures,” the dispatch continues, 
“are based on a trade journal survey in 
the absence of official Government sta- 
tistics. Out of the 112 manufacturers in 
the country, only 15 have a production 
exceeding 1,000 cars a year each, but the 
15 produced 52,500 of the total. 


USED CAR WEEK A SUCCESS 


NASHVILLE, May 5.—Nashville deal- 
ers feel gratified over results of a 
co-operative “used car week” staged re- 
cently. The event is said to have moved 
much of the city’s used car stock. 
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Government Gives Out Tables 
On Production During March 


Statistics Show Gain in Output of 
Passenger Cars with Slight 
Loss for Trucks 


WASHINGTON, May 5.—March produc- 
tion of automobiles, based on figures re- 
ceived from 186 manufacturers, 96 mak- 
ing passenger cars and 119 making 
trucks, with 29 making both passenger 
cars and trucks, as compared with pre- 
vious months, was made public here by 
the U. S. Department of Commerce. Data 
for earlier months include 12 additional 
manufacturers now out of business, while 
March data for seven small firms were 
not received in time for inclusion in this 
report. Figures on truck production also 
include fire apparatus and _ street 
sweepers. 

The statistics, which follow, show that 
a production gain was made in passen- 
ger cars during March, 1924, over the 
same month in 1923, while a slight loss 
is noted in the production of trucks over 
the same period: 


PASSENGER CARS 





1922 1923 1924 
January ....... 81,696 223,819 287,302 
February .......... 109,171 254,773  *336,373 
1 eee = 152,962 319,770 348,396 
yg | reer 197,224 344,639 
| ene. 232,462 350,410 
2 ee ee 263,053 337,362 
"| | apne eee 225,086 297,330 
As UBE msc 314,373 
September 298,911 
October .... 335,023 
November .. 284,923 
December 275,439 
TRUCKS 
1922 1923 1924 
JOMURTY sc... 9,576 19,720 $28,850 
February ........-- 13,350 22,161 *31,096 
SS SR ar 20,022 35,260 34,063 
“oy | PE eccerneertea 22,640 38,056 
Le ete ree 24,097 43,678 
fy ee eee 26,298 41,145 
[a 22,046 30,663 
p<) | 24,692 30,829 
September ........ 19,462 28,638 
CC oC C.) een een 21,795 30,166 
November ......... 21,949 28,070 
December .......... 20,354 *27,744 
* Revised. 





TRAFFIC SIGNALS PLANNED 


COLUMBUS, Ohio, May 5.—The Co- 
lumbus Automobile Club in conjunction 
with the Director of Safety and the Police 
Department, will soon install a system 
of traffic signals on East Broad St. The 
signal system will control about 17 blocks 
of traffic. Later it is planned to install a 
similar signal system on High St. It is 
believed that the use of the system will 
speed up traffic fully 40 per cent. 


BOOST FRENCH MOTOR TAXES 


PARIS, May 5.—As a part of the 
scheme to balance the French budget, 
new and increased automobile taxes have 
gone into effect. For both passenger 
cars and trucks a tax of 36 francs per 
horsepower will be applied, this being 
increased to 44 francs for each horse- 
power above the tenth and to 52 francs 
for passenger cars for each horsepower 
above the twentieth. 
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Guiding Association Activities 
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Here are the pictures of the new officers of the Detrvit Automobile Dealers Association: 

Top left, President A. L. McCormick; top center, Vice-President Walter J. Judd; top right, 

Secretary Walter J. Bemb; bottom left, Treasurer Guy O. Simons; bottom right, Director 
L. H. Saunders 








Owners and Salesmen Pupils 


in School of Texas Dealer 


DALLAS, Texas, Map 5.—Foster Jen- 
nings, Dallas Hupmobile dealer and dis- 
tributor, has turned school master. 

He is instructing his sales forces and 
the local Hupmobile owners in the rela- 
tion of essential parts of an automobile 
to the life of the car. He conducts his 
class daily, using a blackboard and draw- 
ings. 

With this board and a number of parts 
he is showing owners the necessity for 
keeping parts in godo condition at all 
times if they expect to get the best re- 
sults. ares 


RAIL LINE BUYS BUS STOCK 

ROCHESTER, N. Y., May 5.—The 
New York State Railways has purchased 
the majority stock of the East Avenue 
Bus Company, operating a fleet of buses 
between here and the suburb of Pitts- 
ford along East avenue, Rochester’s 
“Fifth avenue.” 

The purchase is believed part of the 
railway company’s policy to inaugurate 
and control gasoline bus line feeders for 
its street car system. 


ELECT NEW PRESIDENT 
DALLAS, Tex., May 5.—At the last 
meeting of the Battery Dealers’ Associa- 
tion of Dallas, F. A. Williams was se- 
lected president to succeed J. J. North. 
Mr. North was made an honorary mem- 
ber of the association. 





GOOD OUTLOOK IN UTAH 

SALT LAKE CITY, Utah, May 5— 
The spring outlook for the automobile 
industry in this section is excellent. 
Many distributors and dealers declare it 
is going to be better than for some years. 
Generally speaking, dealers have been 
stocking up to the limit of their financial 
capacity. Distributors report orders as 
coming in slower at this writing than 
some week ago as a result of a return 
of winter, but the lull is only temporary. 
February was a real spring month this 
year. 


DRIVERS CO-OPERATE 


CHICAGO, May 5.—The Independent 
Taxi Owners’ Association, of Chicago, has 
indicated its desire to co-operate with the 
Chicago Automobile Trade Association, 
in the latter organization’s campaign for 
safer streets, by adoption of resolutions 
containing the following section: 


“That each and every member of this 
association be and hereby is appointed 
a committee of one to conduct himself 
while driving his cab with care and 
watchfulness, so that pedestrians shall 
in no wise be in danger nor the pas- 
sengers of his particular cab, or in any 
other cab.” 

The C. A. T. A. has announced in ad- 
vertisements that it is working on a plan 
for “effectively and adequately identify- 
ing every chronic offender against public 
safety.” 
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Harlan Fengler, Another Speed 
King, Listed for Race May 30 


Sin Youthful Driver Who Finished 
Third in Contest Last Fall 
After Tragedy 


INDIANAPOLIS, Ind., May 5.—Harlan 
Fengler, according to announcement, 
youngest racing driver in the speed 
business, who arose from obscurity to the 
heights of fame in a single year of com- 
petition, will drive in the International 
500-mile race at the Indianapolis Motor 
Speedway, Friday, May 30. 

Fengler will be at the wheel of a Wade 
Special, named in honor of the man who 
assisted him in obtaining his first car— 
the car in which he drove to fame, win- 
ning two championship events in his first 
year in rapid company. 

Although only twenty-three years old. 
Fengler has established himself as one 
of the leading present day speeders. He 
drove his first race at Indianapolis last 
year. It was only a trial horse chance 
for him and he didn’t even finish. 


In subsequent races he proved his 
mettle—and in the first race of the 1924 
championship series broke the record for 
250 miles by traveling the distance at an 
average of 116 miles an hour. 


Fengler has the nerve of a veteran. 
Just before a race last fall his racing 
guardian, H. C. Wade, a wealthy Kansas 
City sportsman, was killed in an acci- 
dent. Despite his grief the youthful pilot 
insisted on starting, because, as he said, 
“Mr. Wade would want it that way.” 

He finished third in the race, driving 
with the coolness of a man with years 
of driving experience. 


GOVERNOR TAKES A HAND 


BOSTON, May 5.—Governor Channing 
H. Cox, alarmed at the increase in 
fatalities and injuries on highways, has 
set about to try to make the Bay State 
roads safer. He summoned to the State 
House representatives of motor and other 
civic bodies for a conference. These men 
discussed conditions for an entire after- 
noon. There will be further conferences 
with representatives of the judiciary; of- 
ficers of motor organizations, etc. 

Already there is a noticeable change 
for the better on the roads, some observ- 
ant motorists state. They believe this is 
due to the fact that the Governor took 
the matter into his own hands. 


BUSES FOR RAIL FEEDERS 


WASHINGTON, May 5.— Evidence of 
the recognized value of motor buses is 
seen in the cable just received by the 
U. S. Bureau of Foreign and Domestic 
Commerce from Trade Commissioner 
Pauly at Melbourne, Australia, who re- 
ports the recent organization of a com- 
pany to operate a number of large motor 
truck as feeders to certain lines of the 
Victorian Railways. This company, 
known ag the Railway Auxiliary Motor 
Company, Ltd., Commission Pauly con- 
cludes, is capitalized at £10,000. 
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Owners Give Watch 
to Dealer 

















It is not every day in the year that you hear 
of owners making handsome gifts to the 
man who sold them their cars and here is 
evidence of an exception to the rule. Perry 
C. James, Gray dealer in Macomb, Illinois, 
is the man and beneath the likeness of Mr. 
James you will see one of the watch which 
a group of Gray owners presented him re- 
cently. Did he “sell” ’em? Answer the 
question yourself 








Voting Trustees Step Out as 


Controlling Agents of Tire Co. 

CHICAGO, May 5.— According to an 
announcement from New York, the Vot- 
ing Trustees of the Racine Horseshoe 
Tire Corp. on April 21 unanimously 
decided to dissolve the Voting Trust and 
place control of the Horseshoe Tire Com- 
pany in the hands of the common 
stockholders. 

This final step in reorganization is said 
to have been made possible by steady 
improvement in net earnings. The plant 
has been operating at capacity since 
September, 1923. Profits for the past six 
months after interest, taxes and depreci- 
ation and all other such charges have 
been deducted have been at the rate of 
5% per cent on full book value of the 
common stock. 

Coincident with abandonment of the 
Voting Trust the holding corporation for 
which the Voting Trust functioned also 
will be liquidated. All company activities 
now will be centered in the management 
of the operating company with offices at 
Racine. 

NEW BUS TERMINAL 

MINNEAPOLIS, May 5.— The Minne- 
apolis Motor Bus Terminal Company on 
May 15 will put into use a new terminal 
at First avenue N and Seventh street, 
the largest under cover in the territory, 
with capacity of 18 buses at one time. 
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Blame Operators for Most 
Of State’s Motor Accidents 


Analysis Shows That Nearly Half 
Connecticut’s Automobile Mis- 
haps Were in Largest Cities 


HARTFORD, Conn., May 5.—Of the 
17,000 automobile accidents in the state 
of Connecticut in 1923 nearly half oc- 
curred in the seven largest cities, New 
Haven, Hartford, Bridgeport, Waterbury, 
New Britain, New London and Meriden, 
the combined population of which is about 
half that of the whole state. The fatal 
accidents in the seven largest cities were 
35.7 of the total number. The proportion 
for the first three months of the present 
year, however, is much larger, 60 per 
cent. 

Of 16,000 accidents analyzed more than 
70 per cent were the fault of the oper- 
ator. Nearly 3,500 were the fault of other 
persons, 600 the fault of defective equip- 
ment and the remainder were listed as 
miscellaneous. 

There were twice as many accidents in 
proportion to registration from commer- 
cial cars as from private cars, and 1.66 
times as many from public cars as from 
private cars. 

The number of fatalities from motor 
cars has increased from 33 in 1910 to 
280 in 1923. During the same period ac- 
cidental deaths from other causes have 
decreased from 941 in 1910 to 769 in 
1923. The motor vehicle accident death 
rate increased from 3 for each 100,000 
in 1910 to 18 for each 100,000 in 1917 
and since then it has remained nearly 
stationary. 

In 1910 there were five times as many 
deaths from typhoid as from automobiles. 
In 1923 there were five times as many 
deaths from automobiles as from typhoid. 


EAGER AUSTRALIAN MARKET 


WASHINGTON, May 5.— American 
automobiles are being sold in Australia 
as fast as they can be shipped. Within 
the last month two steamships brought 
record loads of cars, one discharging 
more than 900 and the other 1500. Half 
this number was of a widely known 
American make. In a report to the Auto- 
motive Division of the Department of 
Commerce, Elmer G. Pauly, Assistant 
Trade Commissioner at Melbourne, states 
that practically every car was sold be- 
fore leaving the wharf. 


ORGANIZE MOTOMART 


MILWAUKEE, May 5.—The first prac- 
tical application of the Appleby plan in 
this section is the establishment of the 
M. & M. Motormart at 1350 Main Street 
in Marinette, Wis. Its territory em- 
braces also Menominee, Mich., the twin 
city of Marinette. F.C. James, formerly 
sales manager of the Escanaba (Mich.) 
Motor Co., is manager. Patrick Newitt, 
formerly of Escanaba, is sales manager, 
and Warren Rappleye, formerly master 
mechanic of large Marinette-Menominee 
paper mills, is head of the estimating and 
service department and technical advisor 





MOTOR AGE 














CONCERNING MEN YOU KNOW 








Announcement has been made by Lon R. Smith, 


president of Columbia Motors Co., that Benja- 
min J. Cline has been appointed. Director of 
Production to succeed T. A. Bollinger who has 
recently resigned. For many years Mr. Cline 
has been well known in automotive production 
circles, having at various times held a number 
of important manufacturing positions in the in- 
dustry. In point of service he is one of the 
oldest production engineers in the industry. 


Ralph Hamlin, of Los Angeles, Cal., the largest 
distributor of Franklin cars in the United States, 
stopped off at the Franklin factory, Syracuse, 
on his way back to the coast, after returning from 
a three months’ European trip. Mr. Hamlin 
spoke optimistically of conditions in . Europe, 
stating that everywhere he went things were 
found to be better than expected. 


R. P. Rice, of the R. P. Rice Motor Co., Ford 
and Lincoln dealers, Kansas City, Mo., has been 
appointed a member of the Kansas City Board 
of Police Commissioners. Mr. Rice has always 
been prominent in civic work, an active member 
of the Chamber of Commerce as well as of the 
Motor Car Dealers’ Association. 


F. W. A. Vesper, president of the Vesper- 
Buick Motor Car Co., Buick distributor in St. 
Louis, has returned to St. Louis with Mrs. 
Vesper after their recent trip to Europe. Mr. 
Vesper said that the American car is coming 
more and more into favor in Europe and that 
the prejudice against the higher power of the 
American car, with the resulting greater con- 
sumption of gasoline, is disappearing. 


Earl R. Harwick, president and general man- 
ager of Harwick & Company, has resigned from 
active connection with his company to become 
director of field activities in Zone No. 3 for the 
H. L. Rackliff Company, automotive marketing 
counselors, Cleveland. Mr. Harwick will be in 
charge of all southern activities for the Rackliff 
organization with headquarters at Georgia Sav- 
ings Bank Bldg., Atlanta, Ga. 


L. F. Viner has been appointed sales manager 
of the Moeller Sales Company, Sacramento, Calif., 
Ford dealer. Mr. Viner has been connected with 
the Moeller organization for a number of years. 
The Sacramento agency is one of the first half 
dozen of the Pacific district in sales, running 
over 100 monthly. 


Charles C. Peck, Jr., has been appointed 
assistant to the president of the Victor Motors, 
Inc., St. Louis, truck manufacturers. Mr. Peck 
was formerly general salesmanager of the Traffic 
Motor Truck Corporation and later general man- 
ager of the Diesing Motor Sales Co., Ricken- 
backer distributors in St. Louis. 


Charles A. Coffin, former president of the 
General Electric Company, was awarded a certi- 
ficate of honorary membership in the Franklin 
Institute at Philadelphia. This honor, conferred 
by one of the foremost scientific societies in the 
world, was in recognition of Mr. Coffin’s many 
achievements and contributions to the electrical 
industry. 


Sam H. Sharman, Sharman Automobile Co., 
Salt Lake City, one of the oldest auto dealers 
in Utah, will represent the United States in the 
trap-shooting events which will be held in Paris 
in June. After that he will take a trip around 
the world. 


C. E. Dakin has been appointed factory and 
sales manager of the Michigan Pattern & Ma- 
chine Works. Mr. Dakin has been associated 
with the automotive industry since 1911, having 
been connected with Oakland Motor Car Co., 
four years in the production and purchasing divi- 
sion ; two years with Continental Motors Corp. 
in the purchasing department; four years with 
Fisher Body Co. in the purchasing and pro- 
duction departments, and three years with Tern- 
stedt Mfg. Co. as production manager. 


F. N. Adgate, western salesmanager of the 
Lancaster Steel Products Corp., a General Motors 
subsidiary, is joining the General Motors Export 
Co. at New York. W. J. Clucas, recently district 
manager for the Lancaster corporation at Buffalo, 
succeeds Mr. Adgate at Detroit, with the title 
of district manager. W. K. Jones takes over 
Mr. Clucas’ territory, with headquarters in Cleve- 
land. Mr. Adgate will travel South America for 
the General Motors Export Co., which has offices 
in Buenos Aires and Rio de Janeiro. 


John D. Mansfield has been elected president 
and general manager of the Maxwell-Chrysler 
Motor Co. of Canada, Ltd. Following his resig- 
nation from the Dort Motor Car Co. of Flint 
and the Gray-Dort Motor Car Co., Ltd., of 
Chatham, Ont., several weeks ago, it was an- 
nounced that he would represent the Maxwell 
interests in Canada, but his exact status was 
not established until the appointment wa: 
cially given out. Mr. Mansfield has established 
headquarters at the Windsor factory. One of 
his first executive acts was to appoint C. & 
Hoben, formerly sales manager for Studebaker 





in Canada, as special Maxwell-Chrysler repre- 
sentative in the Dominion. 


James Sherwood, one of the veterans of New 
York’s automobile row and formerly Used Car 
Manager of the N. Y. Franklin Co., has joined 


the staff of the Peerless Motor Co., N. Y., as 
Manager of the Exchange Department. 


Burton C. Rogers has severed connection with 
the Connecticut Telephone & Electric Co. after 
20 years’ association with that concern. Mr. 
Rogers was secretary of the company in charge 
of sales and advertising. He has not announced 
his new connection. 


Leslie T. Swallow has been forced by ill health 
to retire as advertising manager of the Bryan 
Harvester Co., of Peru, Ind. Phil A. Celander, 
in charge of sales promotion, is filling the 
vacancy temporarily. 


W. C. Allen has been chosen to serve as 
assistant to F. E. Glass, salesmanager of the 
Oakes Co., of Indianapolis, maker of spare tire 
and spare wheel locks. Mr. Allen has_ been 
identified with the advertising departments of 
the Cole Motor Car Co., Apperson Bros. Auto- 
mobile Co. and King Motor Car Co. and also 
has been salesmanager of the Perfection Wind- 
shield Co. 


Clifton Reeves, for the past five years indus- 
trial engineer of the Willys-Overland Co., has 
opened offices at 149 Broadway, New York City, 
where he will engage in a general industri 
engineering practice. A Detroit office will be 
maintained in the General Motors Building. 


George W. Daum has been elected vce-presi- 
dent and general manager of the Pennsylvania 
Rubber Co., Jeanette, Pa., to fill the vacancy 
caused by the death of Seneca G. Lewis. Mr. 
Daum has been with the company since 1909, 
coming from the B. F. Goodrich Co. He has 
held successive positions of cost manager, assist- 
ant superintendent, superintendent, production 
manager and vice-president-assistant general man- 
ager. 

Benjamin J. Cline has been appointed director 
of production of the Columbia Motors Co., suc- 
ceeding T. A. Bollinger, recently resigned. Since 
1901 when he entered the industry Mr. Cline has 
been identified with Pierce-Arrow, Thomas, Amer- 
ican Motors, Chandler and Oakland production. 


R. P. Rice, Ford and Lincoln dealer in Kansas 
City, is in charge of arrangements for sightseeing 
tours for delegates to the convention of the 
Mystic Shrine to be held in Kansas City early 
in June. 

G. A. Johnston, formerly of the Cleveland 
branch of the Oakland Motor Car Company, has 
been appointed salesmanager of the Oakland 
Motor Car Co., 2426 S. Michigan avenue, Chi- 
cago. He succeeds A. H. Piersall, L. R. Save- 
land, formerly with the Cleveland branch, will 
be associated with Mr. Johnston. 


H. A. Wehmeier, general maanger of Com- 
munity Motors, Inc., 2633 S. Michigan avenue, 
Chicago, has appointed Willard Olson manager 
of the company’s branch at 6626 S. Halsted 
street. 


Harvey C. Fruehauf of Detroit has been chosen 
by the executive committee of the Trailer Man- 
ufacturers Association as president to succeed 
M. E. Crow, who has been filling the position 
temporarily. S. E. Liedabrand, of the Auto- 
motive Trailer Co., of Springfield, Ill., succeeds 
Mr. Fruehauf as first vice-president. The other 
officers remain the same. 


W. W. Wuchter, formerly president and gen- 
eral manager of the Nebraska Tire & Rubber 
Co., of Omaha, has been made salesmanager of 
the Studebaker-Wulff Rubber Co., of Marion, O. 
For the time being he will maintain headquar- 
ters in Omaha, giving particular attention to 
the development of sales west of the Mississippi. 


Edward P. Chalfant, chairman of the board of 
the Gill Manufacturing Co., of Chicago, and a 
director of the Motor and Accessory Manufac- 
turers Association, has been elected president of 
the Rotary Club of New York for the year 
1924-1925. 


Otto E. Stoll, who for several years has been 
a vice-president of General Motors Truck Co., in 
charge of the New York branch and the eastern 
territory, has been brought into the factory by 
President W. L. Day, to become general man- 
ager. In this position he will take over some 
of the duties of Mr. Day. Mr. Stoll has been 
with the General Motors Truck Co. since its 
organization. 


Foust Childers has been appointed advertising 
manager of Remy Electric Co., succeeding H. M. 
Carroll who resigned to become a member of 
the Campbell-Ewald agency. Mr. Childers be- 
came associated with Remy six years ago as a 
member of the tool engineering department, later 
with the production division, and more recently 
has been engageed in factory personnel work. 
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Salesmen to Be Used Yearly 
In Drives for New Members 


Alabama Automotive Trade Asso- 
ciation Has Novel Scheme for 
Adding Names to Roster 





BIRMINGHAM, Ala., May 5.—The Ala- 
bama Automotive Trades Association has 
organized a “Self-Starter Club” the func- 
tion of which will be to put on a mem- 
bership campaign every year between 
May 1 and July 21. Members of the 
Self Starter Club include salesmen for 
manufacturers and jobbers who travel 
the state and it is this group of salesmen 
that is to be used as the power behind 
the movement. 


Membership in the Automotive Trades 
Association is divided into three classes, 
A, B, and C. Class A includes jobbers, 
manufatcurers, larger distributors and 
car dealers, with dues at $15 per year. 
Class B includes tire and accessory deal- 
ers, service stations, oil filling stations, 
garages, repair shops, and the dues are 
$7.50 per year. Class C includes salesmen 
traveling in Alabama and calling on the 
automotive trade, salesmanagers, office 
or service managers of jobbers or dealer 
members with the damages per year set 
at $5. 

Credit for listing these members is 
divided as follows: A salesman securing 
an A member is entitled to two points, 
securing a B member he gets a point 
and a half and securing a C member 
he gets one point. Every ten points 
counts as a degree and carries with it 
a prize. 

Thus the contest is made interesting 
to all salesmen, even those who have no 
chance at the first prize. A grand prize 
will be given to the salesman securing 
the greatest number of points by July 21 

“The plan is the best we have ever hit 
upon in organizing new members,” said 
Jim Farley of the Interstate Electric 
Company of Birmingham, secretary of 
the Alabama Automotive Trade Associa- 
tion. These fellows get out and see the 
automobile men everywhere and they are 
able to secure new members with com- 
parative ease where the secretary of the 
association might circularize them for 
ten years without any result.” 





DISCUSS SERVICING PLAN 

MARYSVILLE, Mich., May 5.—Service 
managers of the different distributing 
points of the Wills Sainte Claire, Inc. 
sales organization were called in to the 
factory at Marysville for a three-day con- 
vention to discuss the best means of 
servicing Wills Sainte Clair cars. 

One of the interesting developments 
was organizing the Gray Goose Service 
Club, for interchange of ideas between 
service managers and development of a 
plan whereby a Wills Sainte Claire 
owner can get when touring in any sec- 
tion of the country the same kind of 
service he gets in his home town. 

Vincent Ruth, service manager of the 
Wills Sainte Claire Co. of Illinois, Chi- 
cago, distributor, was elected president. 
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Prospects now are that the general creditors 
of the bankrupt Mitchell Motors Co., Inc., of 
Racine, Wis., will realize from 15 to 20 per 
cent of their claims, although nothing definite 
will be made known until settlement is affected 
of two government claims. These include $200,- 
000 in federal taxes and $470,000 involving al- 


leged overpayments relating to contracts for 
furnis shing the government motor trucks during 
the war. Unsecured claims against Mitchell 


amount to $4,250,000. The trustee holds $1,290,- 
000 including $405,000 paid by Charles W. Nash 
for the Mitchell real estate and buildings. 


Erection of a large plant in Cincinnati for 
manufacture of a patented wheel for motor trucks 
is forecast by the announcement of the incorpora- 
tion of the American Flexible Wheel Corp. by 
business men of Cincinnati and Louisville. Incor- 
porators of the new company are: Gerson J. 
Brown, president of the J. B. Moos Cigar Co.; 
Edgard S$. Feiberg and Samuel Loid of Louisville. 
The company is to manufacture a wheel patented 
by John Stitzel of Louisville. It is said to be 
ot the disc type, containing eight springs which 
is said to make for resiliency and increase the 
mileage of solid tires 


The Watson Cupane announces that George 
W. Hoffman Co., one of the oldest firms in the 
automobile accessory business in Seattle, Wash- 
ington has added Watson Stabilators to its line of 
bodies, trailers, springs and bumpers. 


Purchase of the designs, patterns, rights and 
equipment for manufacturing the Mid-West truck 
engine from the Mid-West Co., Indianapolis, by 
the Stoughton Wagon Co., Stoughton, Wis., has 
been announced. The Stoughton company has 
been using the Mid-West engine as stock equip- 
ment of its department of the Indianapolis con- 
cern to insure future supplies and also to make 
possible a liberal increase in output. 


The American Metal Products Co., Milwaukee, 
manufacturer of bearings, pistons, pins and other 
castings and parts from a protected bronze alloy 
known as Ampco bronze, is comppleting con- 
struction and equipment of a rolling mill as an 
addition to its foundry and machine shop at 
Thirty-fourth Avenue and Burnham Street. <A 
limited amount of its 8 per cent preferred stock 
is being offered at par, $100, to complete the 
required financing. The stock is redeemable after 
four, five and six years. Carl Zaiser is 
secretary and general manager. 


The real estate of the Kalamazoo Motors Cor- 
poration has been bid in for $60,000 by the 
First National Bank of this city in behalf of the 
creditors. The property 
tion. The affairs of the corporation came to 
the attention of the circuit court in May, 1923, 
at which time Judge George V. Weimer ap- 
pointed John L. Carey receiver of the company. 
Mr. Carey filed his final account and received 
his discharge as receiver a few weeks ago. 
The sale of the property will become final 
Oct. 15 unless redeemed before that date. The 
bank acts for the bond holders. 


The Hodson Chevrolet Sales Co., 
Md., has been incorporated with 
of $50,000. The incorporators 
Luttrell, Palmer K. Hodson 
Phillips, 

Aaron G. Cohen, Inc., 187 Park street, 
ford, Conn., New England distributor of the 
Lexington will shortly begin work on an ad- 
dition to the sales and service building that will 
double the floor space. The addition will be one 
story high. 


The Wag’s Auto Accessories Service Co., Cleve- 
land, has been chartered with an authorized 
capital of $5,000 to buy, sell and deal in auto- 


Cumberland, 
capital stock 
are Samuel A. 
and Howard W. 


Hart- 


mobile accessories, supplies and parts. Incor- 
porators are E. T. Chamberlin, R. W. Cham- 
berlin, Helen Perhach, Janet Griffin and C 
M. Solich. 

The Advance Mercantile Co., Dayton, has 
been chartered with an authorized capital of 
$5,000 to deal in automibiles, tires and_acces- 
sories. Incorporators are Harry Janes, Jos. 
Riffe, Anthony Lovy, Howard W. Powell and 
Louis Alonzo Watkins. 

The Demountable Batteries Corporation of 
Ohio Co., Dayton, has been chartered with an 
authorized capital of $10,000 to manufacture and 
~—— storage batteries. Incorporators are 

Waldron, L. W. Crandall, L. W. Crandall, 


C. Bratt and H. H. Stuart. 
Recent new automotive agencies in the south- 


~ Harry 


east include the following: Interstate Motor 
Co, Birmingham, Ala., $10,000 capital; Berry- 
Alexander Motor Co., Huntsville, Ala., $35,000 
capital; Ocala Auto Co. Ocala, Lla., $50,000 
capital; J. I. Alexander Motor €6:. Lynchburg, 
Va., $10,000 capital; Hobbs & Ward, Inc., Eden- 
ton, N. 'C., $100,000 capital; Sumrell Motor Car 
Co. Greenville, N. C., $25,000 capital; Port 
Neches Motor Co., Fort Neches, Tex., $20,000 


capital, 


was sold at public auc- ° 


The Auto Electrical Maintenance Co., Chicago, 
now is located in its new home at 2332 Pros- 
pect avenue where it will continue dealing in 
services, accessories and parts. 

The Moline Motor Bearing Co., Thirty-third 
street and Twenty-third avenue, Moline, Ill., has 
formed with $4,000 capital to manufacture auto 


parts, tools and accessories. John Z. Clawson, 
Chicago; Anthony F. Bais, Chicago; Henry C. 
Shreckman, Emory W. Stratton, Moline, and 


Frank J. D. Veuak, Oak Park, are the organizers. 


Allen-Buick Co., Rock Island, Ill, has pur- 
chased an “L” stripped tract on Eighteenth street 


and Fourth avenue for a $50,000 garage and 
sales building. H. M. Allen, proprietor, said 
that the garage will have 21,000 sq. it. Seventy- 


five cars can be accommodated in the building 
proposed, two wash-racks are to be built and 
24-hour service established. 


Announcement is made that Miller, Hicks and 
Hewitt, 503-505 West Fifty-sixth street, New 
York, have been appointed the official Winton 
service station for New York City by the Hohl 
Auto Parts Co. 

Andy Burt, 2103 Michigan avenue, Chicago, 
has been named distributor for the Chicago ter- 
ritory of the U. S. Axle Front Wheel Brakes 
and the Bishop & Babcock Aquastat. Mr. Burt 
has been dealing in lubricating oils. 


With liabilities of $74,345 and assets of $15,- 
713, the Joselyn Automobile Co. of Rockford, 
lll., has filed a petition of voluntary bankruptcy 
in the Federal court. Judson S. Joslyn is presi- 
dent. The company was first organized 15 years 
ago, and for many years has distributed the Nash 


car in this portion of Illinois. The secured 
claims, mostly filed by local banks, aggregate 
$35,000. These will be largely satished through 
real estate assets, valued at $45,000. The unse- 


cured claims aggregate $23,000. Among the lat- 
ter are the following: Hood Rubber Co., $7,000; 
Nash Steel Product Co., $2,300; Goronoa Cord 
Rubber Co., $550, and W. D. Reichenbach, $5,000. 
Kane Motors Sales Corp., Ford and Lincoln 
agency in Buffalo, will open a branch in 904 
Genesee street, that city, May 1. 
Cunningham-Joyce Motor Corp., recently ap- 
pointed direct factory representatives of Chevro- 
let in Rochester, N. Y., have opened a new sales 
and service station. The firm is the third direct 


factory dealer in Rochester to be appointed by 
Chevrolet. The officers are R. S. Cunningham, 
president; Daniel McGrath, vice-president; S. R. 
Joyce, secretary-treasurer. The firm is capital- 
ized at $75,000. 

The Franklin Holyoke Co., Holyoke, Mass., 


has announced a plan to build a new building 
for sales and service in the downtown section. 
This project was launched at the annual dinner 
of the company, at which L. D. Moore, presi- 
dent, presided. The company, which handles the 
Franklin, now has separate sales and_ service 
buildings, one in Highland and the other in Elm- 
wood. 


Preston Wikoff, 331 North Main street, De- 
catur, Ill., has formed the Wikoff Auto Sales 
Co. to handle the Franklin and Haynes cars 
in that territory. Neither car has been repre- 
sented there for some time. 

Miller-Lee Motors, Rochester, N. Y., Overland 
dealers, have leased the ground floor of the new 
Powertown Tire Corp. building and have opened 
a used car department there. 

The Northern Motors Co., Minneapolis, dis- 
tributing the Cleveland and Chandler cars in the 
Northwest, has added the entire building adjoin- 
ing to its corner salesrooms building, making 
the address now 1522-1526 Hennepin avenue. 

The Beckwith Co., Madison, Wis., has been 
incorporated for $10, 600 by D. H. Beckwith and 
associates, as successor to his truck sales and 
service business, conducted for the past year at 
8 South Butler street. The corporation succeeds 
to the Ruggles truck franchise as territorial dis- 
tributor. 

Schnitger’s Garage at Watertown, 
been appointed Chrysler dealer. 

The Ford Motor Co. of Canada has announced 
the appointment of Benson-Manley, Ltd., as au- 
thorized dealers in Ford products for the city of 
Montreal. Mr. Frank M. Benson, the active 
partner in the firm, is well known on the other 
side of the line. Service will be rendered in 
temporary premises pending the erection of a site 
on which the firm will build a modern four-story 
building. 

The Ottawa branch of Durant Motors of Can- 
ada is opening a central showroom at 167 
Sparks street, in the heart of the retail shopping 
district. 

Atkinson Motors Garage is introducing Durant 
cars to residents of Winnipeg, Man. Consoli- 
dated Motors have been appointed distributors 
for Reo cars and speed wagons. Joseph Maw & 
Co. have been appointed Ford agents. 


Wis., has 


Plan Coordinated Study of 
Traffic Accident Problems 


Permanent Committee Under Secre- 
tary Hoover Prepares for Collec- 
tion of Data on Subject 








WASHINGTON, May 5.—Under the di- 
rection of Secretary of Commerce Hoover, 
a dozen national organizations, among 
them being the American Automobile 
Association and the National Automobile 
Chamber of Commerce, have started 
formation of a permanent committee to 
study causes of motor accidents. Tenta- 
tive selections of subcommittees to study 
various phases of the safety problem 
with the view of the coordination of pro- 
grams dealing with street and highway 
safety measures were made here at a 
special meeting of the representatives of 
the national organizations. 

Suggestion that President Coolidge be 
asked to summon governors and other 
state officials and enlist them in the drive 
against automobile deaths is said to be 
under consideration. 

Following organization of the com- 
mittee it will compile data already col- 
lected by the automobile industry and 
associations as to the causes of accidents. 
A thorough study of these causes by ex- 
perts will form the basis for recom- 
mendations as to their elimination, and 
_ an educational campaign. 


lo Study Traffic Laws 


Study is to be made of traffic laws and 
rules, speed limits, street and road mark- 
ing, rules for pedestrians, signs and 
signal systems for police and drivers, 
parking, patrols, street and highway il- 
lumination, grade crossings, street in- 
tersections and similar control-of-traffic 


measures. In this connection the licens- 
ing of drivers, form of examination, 
physical, mental and moral fitness, ex- 


perience and actual ability, previous rec- 
ord, revocation or suspension of license, 
age limits and kindred topics will be 
referred to a subcommittee. 

Education in home and _ school 
through various public service organiza- 
tions, training of experts to extend the 
efforts now being made to convince the 
general public of the need for precau- 
tionary measures, will be referred to a 
committee made up from groups which 
are carrying on such work in many sec- 
tions of the country 
Experts on Committee 

Experts in official life and the auto- 
mobile industry together with those from 
organizations interested in safety me- 
chanical equipment of motor vehicles, 
limitation of weight and size of trucks, 
and like matters will make up the com- 
mittee on motor vehicles, in an effort to 
secure greater uniformity of require- 
ments. 

Insurance representatives will study 
the preventive effect of ratings, problems 
of so-called compulsory automobile in- 
surance, the classification and selection 
of risks, certification of titles and other 
problems as they affect the safety 
program. 
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IN THE RETAIL FIELD 











A. B. Seigfried and William O’Connor are the 
latest additions to the sales force of the Hudson- 
Frampton Co., St. Louis Hudson and Essex dis- 
tributors. Mr. Seigfried is a well known football 


player, having played with the Missouri Uni- 
teams in his college career. Last year he was 
one of the stars of the St. Louis professional 

The Williams Motor Sales Co., Dodge dealer 
and distributor, Springfield, Mass., is about to 
feet of floor space. There will be a_show- 
room of 4,500 square feet, accessories and parts 
18,000 square feet, with separate office space. 
An accessories store will be installed by this 
Columbus avenue on a main thoroughfare to 
Hartford and near the heart of the city, will 

The O. L. Huntting Co., Franklin, Ricken- 
backer and Rollin dealer in Springfield, Mass., 
tion in Worthington street. Business with Huntt- 
ing has run especially heavy this season, with 

The following have been appointed as new 
Chandler dealers: Madge Bros., Los Angeles, 
dler Sales of White Plains, White Plains, N. 
2.5 Mar- 
tin Bros., Mukwonago, Wis. 

New Auburn dealers: Rustic Lodge Automotive 
Wis.; Economy Auto Sales Co., Oak Park, 
Til. ; "Albemarle Auburn Ca., Charlottesville, Va.; 

A. . Burkhard Motor Co., Butler, Penna. ; 
Western Supply Co., Valley City, N. Dak. 
dealer at Pomona, California, has announced 
the leasing of an extensive frontage on Pomona’s 
The lease includes a new building as well as 
one now occupied by the National Garage. The 

The Tafel Motor Sales Co. is the name of 
a new sales establishment at 1846-48 West Divi- 
company. He has been a used car dealer and 
Case dealer, but now handles the Chevrolet. A 
address. 

The Calumet Motor Co. of Chicago, is now 
has one of the finest salesrooms on the south 
side. The - ad which is owned by J. L. 
and Essex lines. 

Another company to adopt a flat rate service 
mercial avenue, Chicago, Ford and Lincoln deal- 
ers. For a charge of $50 the company services 
chase. This includes change of oil every two 
weeks, greasing and oiling the various parts 
to keep the machine in good shape. 

George Kelly, president of the Kelly Motor 
of a service station and parts department at 
4236 Lincoln avenue. The new branch has 
Essex cars are the Kelly company’s lines. 

W. G. Seiving and W. H. Myer, Decatur, IIl., 
agency and service station at 544 North Main 
street. They will distribute the Cleveland car 
—S with the Cleveland factory. 

S. Johnston, General Sales Manager of the 


versity and Washington and Jefferson University 
team. 
erect a new building to contain 25,000 square 
department of 2,000 and service station covering 
concern for the first time. The structure, in 
be ready to occupy Sept. 1 
has opened a larger establishment at a new loca- 
many orders on file. 
Calif.; John D. Smith, Gainesville, N. Y.; Chan- 
; R. C. Henry, Ridgeville Corners, Ohio; 
Co., Minneapolis; Herman Kuester, West Bend, 
Smith- Niese Motor Sales Co., Mandan, N. Dak. ; 
Bert Bingham, Overland and Willys-Knight 
main street for the future home of his business. 
two structures will be thrown together. 
sion street, Chicago. C. J. Tafel is head of the 
service station will be maintained at the same 
in its new home at 10940 Michigan avenue. It 
Helland and R Knox, is dealer for Hudson 
plan is the G. & S. Motor €o., 8802-04 Com- 
Ford cars for a year from the date of pur- 
once a month and all labor and parts necessary 
Company, Chicago, recently announced opening 
30,000 square feet of floor space. Hudson and 
have formed a partnership and opened a sales 
in the Macon county territory. Mr. Seiving was 
Flint Motor Company, announces appointment 


of the following new ‘Flint Six” dealers: L. 
R. Leavitt, Alpena, Michigan; Owensboro Flint 
Co., Owensboro, Ky.; Baber, Peru, Ind.; 


D. W. Brodbeck Hamburg, N. Y.; Bay City 
Flint Co., Bay City, Michigan; Thomas Motor 
Sales Company, Sharon, Pa.; Louis Capito, Weir- 
ton, W. Va.; Franklin Motor Sales Co., Erie., 
Pa.; Prosser & Ritchey, Woodlawn, Pa.; R. 
R. Owen, Lockport, N. Y.; weg Springs 
Flint Co., Colorado Springs, Col.; H. J. Wirth, 
Marietta, Ohio, Bunton-Jones Auto Co., Canon 
City Col.; Lexington Flint Co., Lexington, Ky.; 
Coshocton Flint Motor Co., Coshocton, Ohio; 
Mt. Vernon Flint Co., Mt. Vernon, Ohio; Law 
Auto Co., Mason City, Ia.; Henry "Motor Sales, 
Albert Lea, Minn.; Larsen Flint Co., Marinettee, 
Wis. ; Queen City Motor Co., Centralia, Ill; 
A. Henry, Detroit, Mich.; Wouters Flint Co., 
Green Bay, Wis.; Peter Seyhauf, Sauk City Wis. ; 
Oakville Flint Motor Co. ; “Oakville, Mo., and the 
Suburban Motor Sales of Wyandotte, Mich. 
The Dean Motor Company, Rock Island, IIl., 
with a branch in Moline, has been appointed 





distributor for the Chrysler car in the Rock Is- 
land county territory. 


John F. Spiess, Decatur, Ill., has organized 
the Spiess Motor Sales Comapny, and has opened 
a new sales agency and ove station at 244 
East Wood street with A. B. Hollabird as sales- 
manager. Mr. Spiess succeeds the B. Hansen 
company at 235 East Wood street and the 
Maxwell and Chrystler lines, formerly controlled 
by Mr. Hansen, will be handled hereafter by 
the Spiess company. 

The Weeter-Collett Motor Co. of South State 
street, Salt Lake City, Packard dealers, have 
added the Reo agency, formerly held by the 
Grady Motor Co. 

The Southeast Nash Co., St. Louis distributors 
of the Nash car has completed a new outdoor 
service and used car sales yard with a frontage 
of 75 feet on Olive street, just west of Gar- 
rison avenue adjoining the company’s main build- 
ing. 

R. D. McKittrick, Pontiac, Ill, has purchased 
the Illinois garage in that city of Charles Noel. 
The plant is located at Mill and Water streets. 
The new owner formerly conducted a garage 
at 1209 Mill street, Pontiac. He has been ap- 
pointed distributor for the Paige and eens 
cars in the Livingston county territory and wi! 
do a general service and storage business. 


The Atlantic-Pacific rage and Sales agency 
has been organized at Mt. Carmel, Ill, by Otha 
Petty and H. W. Seim. Business has been opened 
at 111 East Ninth street. Capital stock has been 
fixed at $12,000. Motor cars and accessories will 
be handled and the firm will do a general service 
and storage business. 


Savercool & McDermott have been appointed 
Northern California distributors of International 
trucks at Sacramento, Calif. E. M. Savercool 
formerly was connected with truck. agencies in 
the city and William McDermott is in the truck- 
ing business. Headquarters have been estab- 
lished at 1118 I street. 

T. R. Schoonmaker of Morristown, N. J., with 
salesrooms at 73 Market street has taken on the 
representation of the Peerless 6 and 8 cylinder 
car in that territory. 

John Bannah has disposed of his interest in 
Currier & Bannah, Inc., Dodge dealer at Stevens 
Point, Wis., and in the Currier Taxi Line, and 
both concerns will be continued by Charles H. 
Currier. Mr. Bannah is establishing a sales and 
service business on his own account, representing 
the Hudson and Essex and the Paige and Jewett. 


Among Chicago’s new south side dealers is 
the Schonig Chevrolet Company which handles 
the full Chevrolet line. Schonig, head 
of the Schonig Motor Corporation, handling Hup- 
mobiles and Jordons at 75th and Jeffrey avenue, 
is president of the new organization. M. Kroll 
is manager. 

The Anderson Service Co., Baltimore Chevrolet 
dealer, has erected a handsome new building at 
Edmondson avenue and Old Frederick road. 

. D. Anderson is president and general man- 
ager. 


The Indiana-Virginia Truck Co., Inc., has been 
organized and incorporated at Roanoke, Va., with 
$25,000 capital, and will distribute the Indiana 
truck line in that district. W. J. Child 
Martinsville, Va., is president, and H. 
dress, of Roanoke, secretary. 


The Rickenbacker Motor Sales Co. has been 
organized and incorporated with a capital stock 
of $30,000, at Columbia, S. C., and will act as 
distributors of the Rickenbacker line in that sec- 
tion of the Carolinas. W. J. Johnson, F. C. 
LeGette, and others, are the incorporators named. 


The Sales Department of the Flint Motor Com- 
pany announces the appointment of the following 
new dealers: Brainerd-Flint Co., Brainerd, 
Minn.; E. Jenswold-Flint Co., Duluth, Minn.; 
Mahoning Auto Service, Alliance, Ohio; L. W. 
Linn, adison, Nebr.; Brownsville Flint Co., 
Brownsville, Texas; W. O. Ragsdale, Cape Girar- 
deau, Mo.; ‘Anderson- Ferguson Co., - Mo.; 
y Wiedermann, Harrisburg, Ill.; Hannan 
Bates Motor Co., Johnstown, Pa.; D. L. Shaffer, 
P. ©. Box 223, Kittanning, Pa.; Walsenburg 
Flint Co., Walsenburg, Colo.; Bousala Motor 
Sales Co., Corinth, Ky.; H. apman, Glous- 
ter, O.; The Sesdiack Garage, Nelsonville, O.; 
Murray Garage, Murray, Nebr.; Earl Beazley, 
Auburn, Nebr.; Phillips-Hahms Motor Co., Red 
Oak, Iowa; Geo. M. Hild, Plattsmouth, Nebr.; 
Forbes Garage, Mt. Healthy, O.; Durant-Steves 
Motors Co., Bakersfield, Calif.; Mann-Nenneman 
Motor Co., Burlingame, Calif.; Humboldt Motor 
Sales Co., Winnemucca, Nev.; St. Charles-Flint 
Motor Co., St. Charles, Mo.; Ashcroft Motor 
Co., Clinton, Mo. 

Jefferson Motors, Inc., of Perth Amboy, N 


J.. 
recently signed up the Peerless 6 and 8 cylinder 
for Perth Amboy and Brunswick. 


ress, of 
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Truck Rapidly Establishing 


Position, Declares Speaker 





General Manager N. A. C. C. Speaks 
Enthusiastically of Progress Made 
by Heavy Motor Vehicles 





CLEVELAND, May 5.—Declaring that 
co-operation of motor trucks with other 
fields of transportation is fast establish- 
ing the highway vehicle in its rightful 
position in the general scheme of trans- 
portation, Alfred Reeves, general man- 
ager of the National Automobile Cham- 
ber of Commerce, spoke enthusiastically 
on the prospects of the truck and bus 
at the dinner of the White Motor Co. at 
the Hotel Cleveland attended by the com- 
pany’s factory and field organization. 

So well does Mr. Reeves think of the 
outlook for the commercial vehicle he 
told the White men that he believes 1924 
will see a bigger increase in production 
of trucks and buses than will obtain in 
the passenger car field. 


Dwelling on the rapid strides being 
made by the truck, he told of the inter- 
est in this form of transportation which 
is being shown by both the New York 
Central and Pennsylvania railroads. The 
former now has more than 30 motor 
trucks in its service under contract with 
haulage companies, both to replace l.c.l. 
package freight trains and to assist in 
terminal movement, he said, while the 
Pennsylvania now operates, by contract 
with haulage companies, some 20 motor 
trucks in 11 units, displacing 11 local 
l.c.l. package trains. At least half a 
dozen other railroads are contemplating 
using trucks to replace l.c.l. freight 
trains in much the same way, he 
declared. 


In the bus field, he pointed out that 
last year there was an increase from 
60 street railway companies operating 
some 300 buses to 128 companies with 
more than 1,200 buses, or an increase 
of about 300 per cent within a year. 


“Of these 218 street railway companies, 
13 have replaced street railway lines 
with bus operations entirely,” he said. 
“In addition nine electric railway com- 
panies are listed by the American Elec- 
tric Railway Association on March 15, 
1924, as planning to operate buses either 
as feeders, auxiliaries or co-ordinated 
branches. Five electric railways operate 
trackless trollies. This makes a total of 
143 different bus or trolley lines operat- 
ing in connection with or superseding 
street railway lines.” 


_. 


TO TRY APPLEBY PLAN 

JAMESTOWN, N. Y., May 5.—Organi- 
zations plans are under way here in 
which 18 automobile dealers and garage 
owners of the city will adopt the Appleby 
plan motomart. It is expected that many 
more dealers will join the organization. 
B. G. Jacobs, representing Percy Cham- 
berlain, Inc., of Detroit, has been in the 
city to aid in the organization, and ex- 
plain this method of disposing of used 
cars. 
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COMING MOTOR EVENTS 








AUTOMOBILE SHOWS 








FOREIGN SHOWS 


























Calumet, Mich. April Central Storage Co., Jos. A. London, Eng Oct. 16-25 
Savini, Manager. 
a a Jan. 24-31, 1925.....National Automobile Chamber Albuquerque, N. M.——.. May 26-31 .....U. S. Good Roads Exhibition. 
of Commerce. 
CID cesssiciancsiiciccatcsitoiicins hee National Association of Re- 
grinders. 
Detroit May 19-23.............. Automotive Maintenance Equip- . 
ment Show under auspices of Chicago eee Convention of National Motor 
N. A. C. C. and allied organiza- Regrinders and Rebuilders As- 
tions, S. A. Miles, Manager. sociation. 
Detroit May 21-24...........International Motor Transport 
Green Bay, Wis.....—.... —Aug. 25-30 _.....Automotive Division, Association Gongress of N. A. C. C. 
. Commerce, W. F. Kerwin, 
anager. R A CES 
M 16-17... .Curry Camping Co........... 414 Mil 
Kansas City, Mo.......... Feb. 7-14, 1925.....Kansas City Motor Car Dealers’ May 16-17_-Los Angeles to Yesemite.Curry Camping Co _— 
Association Show. May 17-28...El Paso, Texas.................. .El Paso Herald..................2,000 Miles 
May 30........Indianapolis, Ind............... Ind. Speedway Assn......... 500 Miles 
Milwaukee, Wis. ........ Aug. 25-30 _....Milwaukee Automotive Dealers’ 
° Assecietiom, Bell Show, Gast L. May 30.......... Rochester, N. Y................- Horace P. Murphy............Short Races 
Ruddle, Manager. May 30..........ByBerry, Pa Jay Nichols Short Races 
May 30.......... BI burg, Pa. a Short Races 
eae — Jan. 3-10, 1925....... National Automobile Chamber May 30.......... Pottsville, Pa..................-- I. D. Kirschner................Short Races 
of Commerce. June 14.......Altoona, Pa........................Altoona Speedway Assn...250 Miles 
wen Os, Nansas City, Mo................. K. C. Speedway Assn....... 250 Miles 
BRO, NOV scccsccscscsiiccsasciss June 14-21.........Annual State Exposition under July 4... Abilene, Texas. West Texas Fair... Short Races 
auspices of Reno Motor Car 2° °°” elaine gaia if 
Dealers’ Assn. a Sn a Altoona Speedway Assn...250 Miles 
Bets Bicsscccss Colorado Springs, Colo.....Pikes Peak Highway........ 121% Miles 
Sacramento, Cal. ......... Sept. 1-10 a ~~ .o— Society, C. E. Sept. 13........ Seweng Whe LT vacscicccnsiscsccs Horace P. Murphy............ 100 Miles 
aine, Manager. : 
Terente; On. cccencnenan Aug. 23-Sept. 6..Canadian ,~ Equip- Oct. 4......... sic CORT aarasctiacssannscne Fresno Speedway Assn.....150 Miles 
ment Association and the Auto- 
auiee talus of Guan Ceti Wi arcccces Kansas City, Mo............... K. C. Speedway Assn.....250 Miles 
Gib Robertson, Secretary. Wee i BBissccin Los Angeles, Cal............... L. A. Speedway Assn....... 250 Miles 








G. M. C. Shows Net Profits of 
$24,274,393 for First Quarter 


NEW YORK, May 5.—The detailed re- 
port of operations of the first quarter 
of 1924, promised by the General Motors 
Corp., following its recent directors’ 
meeting, has been announced. It shows 
net profits of $24,274,393 after reserves 
for depreciation, comparing with 
$23,972,741 in the same period last year. 
After all deductions, including dividends 
on the preferred stock, there was a bal- 
ance of $17,669,887 available for the com- 
mon stock against $17,704,119 in the same 
period in 1923. 


The balance for the common stock in 
the first quarter of 1924 was equal to 
about 85 cents a share earned on the 
20,646,327 shares of common stock out- 
standing. About the same amount was 
earned on the common stock in the cor- 
responding period last year. 

The profit and loss account shows a 
surplus of $132,176,113 on March 31, 1924, 
Over and above $10 per share of no par 
value common stock outstanding, against 
a surplus of $101,840,902 reported on the 
Same basis on March 21, 1923. 


2,000 JOIN CLUB 
SACRAMENTO, May 5.—Two thousand 
members have been enrolled in the Safe 
Drivers’ Club being organized here by 
the American Legion. 





BASSICK-ALLYNE DEAL MADE 


CHICAGO, May 5.—The Bassick Ale- 
mite Co., of Chicago, has acquired a large 
interest in the Allyne Zerke Co., of Cleve- 
land, according to information given out 
by a representative of the Bassick in- 
terests. The Bassick company manufac- 
tures and distributes the Alemite lubri- 
cation system for automobiles, while the 
Allyne Zerke Co. is maker of an auto- 
mobile lubricating device. Just how the 
new arrangement will affect either or- 
ganization remains for developments, it 
being said that “details are to be worked 
out” and that for the time being the 
association will be merely co-operative. 
The negotiations involved no re-issuance 
of stock, each company to retain its own 
individuality, E. W. Bassick of Bridge- 
port remaining as president of the Bas- 
sick company and E. E. Allyne of Cleve- 
land retaining the presidency of the 
other company. It is stated, however, 
that the retail selling of both companies’ 
products will likely be conducted by the 
Bassick company. 


PRODUCE LIGHTER DESIGN 


ALLEGAN, Mich., May 5.— Blood 
Brothers Machine Co. of this city, who 
until sometime ago specialized on uni- 
versal joints for motor trucks have come 
on the market with a lighter design suit- 
able for medium size passenger cars. It 
is of the same design as their larger 
joints. 


New Service School Is Opened 
by Chevrolet at Janesville 


JANESVILLE, Wis., May 5.—The 
Janesville (Wis.) division of the Chev- 
rolet Motors Co. has opened an organized 
service school, the second to be estab- 
lished among the various Chevrolet 
branch production units in this country. 
Sixteen pupils from three states are tak- 
ing the initial 10-day course of instruc- 
tion, provided gratis by Chevrolet for the 
benefit of workers in the service stations 
of Chevrolet dealers. 

The school is stationed in a room, 
40 x 45 feet, especially constructed within 
the plant and equipped with machinery 
costing about $10,000. Prof. A. A. Good, 
Detroit, in charge of Chevrolet service 
instruction, personally supervised the 
equipment and opening of the Janesville 
school, proceeding to St. Louis to estab- 
lish a third course. W. A. Schweikle, his 
assistant, conducted the initial course, 
later going to the St. Louis plant. In- 
structors at Janesville include C. E. 
Childers, of Madison, Wis., factory sales 
representative of the branch, and A. 
Z. Lloyd, mechanical instructor at 
Janesville. 

Standardization of equipment and serv- 
ice is the principal aim of the program 
of establishing service schools in all 
Chevrolet production units. 





Effect of Valve Timing 
Change 


Q—I am sending check for $3.00 for 
which you will please send me the Motor 
Ace for one year. If you will look over 
your records you will find I was a regular 
subscriber for about four years. until 
about one year ago. Will it do a Ford 
motor any damage to advance the timing 
gears one notch to speed up the motor? 

No damage will ensue to the engine 
by advancing the timing one tooth, al- 
though the ability of the engine to 
throttle at low speeds will be greatly 
affected. Although the maximum car 
speed may be slightly increased the run- 
ning of the engine at speeds under 10 
miles or 15 miles per hour will be very 
rough, and only a portion of the original 
power will be retained at low engine 
speeds. 

Q—About how much more speed would 
I get with a regular Ford chassis and 
roadster body? 

It is impossible to state, but it will be 
in the neighborhood of three or four 
miles per hour. 

Q—Would I get a good gasoline mile- 
age? 

Probably not. 

Q—Will the bearings, pistons and valves 
hold up as well and would it pull as 
good?—M. L. Cuthrell, Swan Quarters, 
Ne 

Advancing the timing one tooth, has the 
effect of slightly increasing the power 
and the revolutions per minute of the 
engine, at wide open throttle, while at 
the same time it detracts from the power 
characteristics of the engine at the slow- 
er speeds. There will be no noticeable 
extra duty on any of the parts mentioed. 


FLAT RATE DATA ON FORDS 
Q—Please mail me your Flat Rate sys- 
tem on Fords, the number of hours re- 
quired for each job. Not necessary to 
publish. I have lost some of your copies 
or I could get it from your paper.— 
Eagleville, Auto Co., Eagleville, Mo. 
Motor AcE does not have the Flat Rate 
schedules in book form, but if you wish 
Flat Rate information covering the Ford 
Model T, the Ford tractor, the truck, and 
the Lincoln car we would suggest that 
you communicate with Sales Equipment 
Co. publisher of the Fordex book. The 
firm mentioned is located in Detroit. 


——- 


PERHAPS CARBON OR LOOSE 
PISTONS ARE TO BLAME 


Q.—We have a Ford coupe, 1923 model, 
that knocks worse than most Ford en- 
gines when pulling. Retarding the spark 
will lessen the knock and sometimes stop 
it but not always. What is the cause of 
this condition and what can be done to 
stop it? Will putting on two cylinder head 
gaskets help any or will that cause the 
engine to have less power? This car is 
used on hilly roads and needs all the 
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The Readers’ Clearing House 


Tas department is conducted to 
assist dealers and maintenance 
station executives in the solution of 
their problems. 

All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer to be published, which 
sometimes occurs several weeks late, 
depending upon the space available. 

Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 

Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 


Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an identical nature 
have been made and these are 
answered by reference to previous 
issues. 

Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 

Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin; Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 
tion in conference. 














power that we can get out of it. On page 
46 of the March 20th issue of Motor AGE 
you mentioned the hot spot manifold im- 
proving the operation of the Ford car. 
Would it help this car any and where 
could one be obtained?—A Kansas Reader. 

You do not say anything about clean- 
ing out carbon and if you do not do this 
frequently it is possible that this is the 
cause of your trouble. With the present 
day motor fuel it does not take very 
much carbon to cause a knock. If you 
can buy benzol you might try this for 
fuel or try a combination of half gasoline 
and half benzol. You do not state the 
mileage and it is possible that the car 
has run far enough so that the piston 
and cylinder walls are somewhat worn. 

This may be especially true if you drive 
over dusty roads so that considerable 
grit is drawn into the engine. If the 
clearance between the piston skirt and 
cylinder wall is more than .007 inches it 
may be advisable to lap in .005 inch 
oversize pistons. The names of concerns 
making hot spot manifolds will be given 
by letter. Such a manifold improves the 
operation of practically any car, although 
it may not cut out the knocking to which 
you refer. We would not advise the use 
of two gaskets. 


" Ouedions EAnsaers on Deals Poblon 


Out Again, In Again, 
Goes Again 


Q.—We have a 1924 Standard Ford 
Roadster which will not start without 
first having the magneto post taken out 
and put back in again. Then it starts all 
right. It also starts all right after the 
engine is warmed up. In taking out the 
magneto post we have never been able 
to find anything wrong or any substance 
under the contact spring which would ac- 
count for the trouble. We thought there 
might be raveling in the oil but find no 
evidence of such.—Wright Garage, Route 
No. 2, Box No. 31, Allen, Kansas. 

We are not certain as to cause of the 
trouble, but suspect a poor connection 
or a terminal poorly soldered to the 
wire which leads from the magneto post 
up to the dash. You do not state whether 
the engine will start on the battery side 
or not. If it will it might pay you to 
make a practice of starting it that way 
and then as soon as the engine starts try 
flashing with a piece of wire from the 


magneto post to the frame of the engine. 


It might also be advisable to stiffen 
up the spring in the magneto post or 
try a new magneto post. It might also 
be well to sharpen the point of the spring 
which digs down into the contact on the 
magneto winding. Another possible way 
of testing is to use a lamp bulb and con- 
nect it from the magneto post to the 
frame of the engine. When cranking 
the car this should light up if you are 
getting current from the magneto. 


CHEVROLET STEERING 

Some of the 1923 Chevrolets are having 
considerable trouble with the front end. 
This shimmying can be taken out as you 
have explained in the late issues of 
Motor Ace. Now and then you will find 
a driver complaining about the front end 
of the car moving sideways. Now the 
front wheels do not wobble as it can be 
expressed, but the front end moves side- 
ways. To remedy this check up and see 
that the spring clips and bolts are tight 
and the bracket and axle. Look over 
the drag link in the steering mechanism 
as this sometimes has something to do 
with it. I have applied this method to a 
few jobs and thus far have been O. K.— 
Leonard B. Baumann, Indianapolis, Ind. 

Note: Suggestions are in line with the 
regular instructions given regarding all 
cars. Whether the car be a Chevrolet or 
any other make it is always advisable to 
keep the spring clips tight, not only be- 
cause of the danger of spring breaking 
but because of the likelihood of its caus- 
ing movement of the front end of the 
car. We thank Mr. Baumann for this 
contribution. 
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Layout for Cylinder 
Grinding Shop 


Q—I have been a subscriber to Motor 
Ace for a good many years and wish you 
to advise and help me with plans and 
specifications, quantity of material for 
building and locations of machines for an 
automotive machine and regrinding shop. 
Inside lot high and dry, 25 ft. front 90 
ft. deep 10 ft. alley at rear. Capital lim- 
ited, making it necessary to do some 
“keen” scheming. Do you think hollow 
tile cheaper than brick for walls and 
rear? (Would want nice front with plate 
glass.) 

What ‘is your idea of creosote blocks 
for floor except concrete bases for heavy 
machines? Would blocks cost more than 
concrete? Could not tile walls be fairly 
smooth and painted with sunlight paint 
inside without plastering? Would want a 
roof having re-inforced concrete or steel 
trusses with a covering that would not 
catch fire from adjacent buildings. 


Which would be best for the least cost 
and what kind of roof would you recom- 
mend? Why could we not save money to 
buy the steel and make trusses in our 
present shop? We would not want any 
posts or columns in the shop and would 
want one story only. 


How many trusses and what specifica- 
tions? No shafting, etc., to be on ceiling 
on account of individual motors, etc. Do 
you think 12 ft. ceiling or 14 ft. best? 
Would not run a general auto repair and 
keep accessories, etc., and think nice clean 
attractive and modern machine tools such 
as a No. 5 Landis cylinder grinder, No. 4A 
Landis crankshaft and general purpose 
grinding and 14%4B Kearney & Trecker 
universal milling machine would be best 
at show windows. What is your idea? 
We have and would have in addition to 
the above machine tools 1 14x18 Monarch 
lathe, 1 21x12 South Bend lathe; 16 Os- 
burne-Sexton shaper, 1 25 in. sliding head 
Aurora drill press, sesitive drill press, 
power hacksaw, floor or stand grinder and 
possibly a bearing rebabbitting machine. 


We would stock mainly semi-finished 


pistons, rings, piston pins, bearings, 
valves, bushings and steels and bronze 
stock. We would, of course, have a tool 
room. Give your estimate on cost of 


building and any advice you can give will 
be much appreciated.—Automotive Grind- 
ing Co., El Dorado, Ark. 

You have not told us whether you in- 
tend to service cars in your new building 
or merely do grinding for the trade. 
However, we are inclined to believe that 
occasionally you will want to work di- 
rectly upon a car or two and conse- 
quently, we have arranged a space for 
two cars at the rear of the building. We 
are of the opinion that wooden blocks 
would cost considerably more than con- 
crete, as it would be necessary to have 
a base of concrete to support the blocks 
properly. 

Tile walls could be made smooth and 
painted as you suggest if you could 
obtain tile with a smooth surface. Most 
of this material as a sort of groove sur- 
face with dove-tailed grooves which is 
anything but smooth but there is a tile 
made in some sections which has a com- 
paratively smooth surface, and other 
Styles with a slightly scratched surface 
which, we believe would not be too rough 
to interfere with your ideas. 

However, a thin coat of cement plaster 
materially stiffens a tile wall and gives 
it perhaps 10 per cent more strength, and 
if this coating of cement plaster were 
used it could be troweled smooth and 
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Architectural Service 


IN. giving architectural advice, MOTOR AGE 
aims to assist its readers in their problems of 
planning, building and equipping, maintenance 
stations, garages, dealers’ establishments, shops, 
filling stations, and, in fact, any building neces- 
sary to automotive activity. 

en making request for assistance, please see 
that we have all the data necessary to an intelli- 
gent handling of the job. Among other things, 


we need such information as follows: 

Rough pencil sketch showing size and shape of 
plot and its relation to streets and alleys. 

What departments are to be operated and how 
large it is expected to be. 

Number of cars on the sales floor. 

Number of cars it is expected to garage. 

Number of men employed in repair shop. 

How much of an accessory ceperemenn is 
anticipated. 
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make a nice surface whether painted or 
not. We are inclined to believe that 
cement would be cheaper than paint. As 
regards your trusses, we are inclined to 
believe that with your span of 25 ft., 
trusses are quite unnecessary. It is im- 
possible to buy rafters long enough to 
span this and then make a good solid 
roof. 

However, if you feel that trusses are 
more preferable, we would suggest you 
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build them after the pattern of our draw- 
ing, using steel rods with turn-buckle 
inserts for the lower chord, and either 
solid or built-up timbers for the upper. 
A 12 ft. ceiling is sufficient. We have 
suggested a layout for your machine 
tools, putting the two more showy ones 
in the front window to attract attention 
but believe that you really should be 
able to make this arrangement as well 
as we can. 





MR. MORTGAGE VERSUS MR. LIEN 


Q—Please give me some information on 
the Illinois laws on first mortgage repair 
and storage bills. 


A sold a car to B who then had two 
cars. B made a partial payment on the 
car, but quit paying after that. As a 
result of an argument B took his car 
away from A’s garage where it had been 
for storage and repair and took it to C’s 
garage. 

Can A take the car out of C’s garage to 
satisfy his first mortgage and repair bill, 
and can C hold the second car of B until 
he makes settlement on the mortgage car 
for storage and repair?—lIllinois Reader. 

A’s mortgage is superior to any sub- 
sequent lien, and if default on the agree- 
ments in the mortgage is made by the 
buyer B, A may foreclose on the mortgage 
or assert his rights in the car when 
taken by any other person under a claim 
for repairs, etc. 

C cannot legally hold the second car 
under a claim of lien for repairs and 
storage to A’s other car. A repair lien 
is only on the property repaired. Of 
course if C did hold in his possession he 
might be able to get a settlement of the 
bill for the other car. A might prefer 
to settle rather than to risk a suit. 

Then if C has evidence that A is about 
to dispose of his property so as to defeat 
his creditors, C might bring suit by at- 
tachment, and thus hold the car, to pre- 


vent his disposing of same and defeating 
efforts to collect on any judgement © 
might be able to obtain upon a trial as 
to the merits of the claim. 
WHERE THE OLD PART BEATS 
THE NEW 

Q—With ethylized gasoline would it be 
advisable to apply the old style cylinder 
head to the present model Ford car and 
would the power gained be worth the 
change? What effect would this have on 
the connecting rod bearings and on the 
main bearings? What is the compression 
in the Ford cylinder with the old and new 
heads? How much power could be gained 
by making this change?—Jerry Robinson, 
Albin, Miss. 

The present compression on Ford en- 
gine is 57.5 pounds per square inch and 
while it was higher with the old type 
cylinder head we do not have the exact 
data. As to whether it would pay or 
not depends on what you would have to 
pay for one of the old cylinder heads and 
how much you would run the car. There 
will however, be some increase in the 
power available and also in the gasoline 
mileage but it is only by experimenting 
that you will know what the exact gain 
is. You have however, hit on the right 
way of getting the most out of ethylized 
gasoline, for it is in combination with the 
use of higher compression that the great- 
est advantage is obtained. 
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Car Too Fast for Third 
Brush Regulation 


Q. I am driving a 16 valve Dodge car 
on which the motor generator turns up to 
9000 r.p.m. due to an engine speed of 
3000 r.p.m. This is a North East type G 
single wire system with third brush regu- 
lation and as the generator current drops 
off at high speed I get very little charg- 
ing current from the battery. Would it 
be practicable to change the circuit of the 
generator as follows; eliminate the third 
brush, putting the present third brush 
lead on one of the main brushes and run- 
ning the shunt field current through a 
rheostat on the dash. The object of this 
change would be to control the generator 
output by hand with a rheostat instead of 
using the third brush. If this is practi- 
cable would you give a wiring diagram 
and instructions for making the change. 

A wiring diagram is given showing 
the generator connected as you suggest. 
One end of the shunt field is already 
grounded through the field fuse so the 
other end which we disconnect from the 
third brush needs to be connected to the 
live terminal of the motor generator. 
This is the same as connecting it to the 
number one terminal of the combination 
starter switch and cutout. We have 
shown an ordinary two gang switch with 
two resistances connected on the back, 
although you could use a rheostat just 
as well. If the two gang lighting switch 
is used with the resistances, one resist- 
ance should be twice as long as the 
other. Then to get regulation, pull out 
the left hand button. 

To get more regulation you pull out 
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the right button and to get the most 
regulation possible you pull out both 
buttons. Then if the current is still too 
high, it means that you need smaller 
wire or a longer piece of it in each 
resistance coil. The third brush which 
is shown dotted should be eliminated en- 
tirely. In operating the car this way 
you should not have quite as much 
charging current as you would with an 
ordinary car under ordinary conditions. 
The reason for this is, that at very high 
speed there are friction losses in the gen- 
eator which will develop some heat. We 
believe however, that 6 or 7 amperes 
would be safe but if the car is run for 
a long period of time it would be well 
to cut the cuvrent down to 5 amperes. 
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May Require Burning 
Carbon Out of Manifold 


Q—We have done some work on a 1921 
Oldsmobile 8 cylinder car and we are now 
having trouble in getting it to idle prop- 
erly. It has a Ball & Ball carbureter, 
Would like to have information regardad- 
ing the correct size nozzles to be used on 
this model and also information as to 
whether the car should have a hot air 
tube.—John H. Suter, 507 Cornhill Street, 
Peoria, Ill. 

This carbureter does not require a hot 
air tube for the reason that the intake 
manifold and the exhaust manifold are 
combined, so that the exhaust heat serves 
to vaporize the gasoline. It frequently 
happens however, after a car has been 
used for two or three years that the pas- 
sages through which the exhaust gas 
flows become clogged up with carbon. 

This means that the manifold should 
be removed and the passages burned out 
with oxygen just as would be done in 
burning the carbon out of a cylinder. 
The correct nozzle sizes are No. 70 for 
the low speed small nozzles which go at 
the front of the carbureter and No. 57 
for the high speed nozzles. Two each of 
these are required. There is also the 
possibility that the spring which controls 
the air valve is weak or that the air valve 
parts are worn. If this seems to be the 
case it would be well to get the neces- 
sary parts at the nearest Oldsmobile 
service station or have such a service 
station overhaul the carbureter. 








Legal Points on Condem- 


nation of Property for 
Road Building 


Q.—The owner of the garage building 
which I occupy is also the owner of an 
adjacent tract of land through which it 
is proposed to establish a public road. He 
is unwilling to have the road pass through 
this adjacent tract, but was persuaded to 
sign an agreement to accept a certain 
sum as damages on the insinuation that 
the county could start condemnation pro- 
ceedings. No cash or other consideration 
has been paid on this contract. 

There are two present routes in use. 
Could a right of way be condemned 
through this tract? 

Could not the owner of the tract avoid 
the contract on the ground of failure of 
consideration or fraud? If so, what form 
of notice would be necessary and how 
should it be served? 

I have considered serving notice on the 
owner of the tract (by mutual agreement) 
that should he willingly convey the right 
of way through his property, I will com- 
mence suit against him for a considerable 
amount of damages, as a means of justi- 
fying a refusal on his part to carry out 
the contract. 

When I located here over three years 
ago it was because the place was upon 
a public road that was included in the 
state paving program. Can I stop the 
county from buying a right of way when 
they already have a route which would be 
shortened only about 200 feet with the 
new route? 

If an injunction would be the remedy, 
against whom would it lie? 

The building I now occupy is a frame 
building which has always been used as 
a garage. If the changing of the road 
could not be stopped, could this building 
be moved to a new location and be used 
as a garage; or would it be necessary 


to build a new fireproof building to com- 
ply with the state laws? 

Please cite the authorities.—Illinois 
Reader. 

In furtherance of good road building, 
the administrative officers will be given 
the benefit of all doubts, and where they 
have decided that private property is 
needed for the public good, the courts 
will uphold their position if possible 
Of course, if it can be shown to the sat- 
isfaction of the court that the proposed 
road is not to the public benefit, then an 
injunction will lie. Hence, a right of 
way can be condemned through this tract 
if it can be established that it would be 
for the public benefit. 


Fraud and failure of consideration are 
both good denfenses to an action brought 
under a contract. But the facts set out 
are not full enough to show that they 
apply to this contract. Fraud is a mis- 
representation of a material fact result- 
ing in injury or damage to the party who 
relied upon the misrepresentation. If be- 
lieving the representation that his prop- 
erty could be taken and would be taken 
legally, induced the owner to sign the 
contract mentioned, which representation 
was in fact false, then there might be 
fraud sufficient to vitiate the contract. 
Herein is involved the legal proposition 
of whether, as a fact, B’s property could 
be taken under the right of eminent do- 
main. There is on presumption of fraud; 
in fact, quite the contrary. 

As to failure of consideration, the 
contract should determine when payment 
is to be made. No doubt the state stands 


back of this promise to pay, and should 
make it good. The contract would not 
be avoided on that ground. 

Your serving notice of an intention to 
hold this owner for damages to you 
should he convey the right of way, is 
no legal excuse to him on his other con- 
tracts. 

You might enjoin the officials of your 
county from buying the right of way, 
if you can show that such would be 
against the public interest. You might 
enlist the aid of your fellow townsmen 
who would be necessary to prove your 
contention as to the road. Those who 
are authorized to purchase and pay for 
the proposed road would be properly 
named as defendants if you would en- 
join the purchase; if you would further 
enjoin the builders, then name those in 
charge of the construction. 

No cases are cited in support, but these 
are general rules to guide your own deci- 
sion and action in your perplexity. In 
case you desire to test out your rights in 
a court of equity, you will require a 
lawyer who can then advise you in more 
detail. 

The power given to cities and villages 
to regulate the use and contruction and 
to control public garages under subsec- 
tion 82, section 65, Chapter 24, Illinois 
Revised Statutes, has been declared null 
and void by the Supreme Court, holding 
the subsection unconstitutional in the 
case of People vs. Kaul, 302 Ill. 317. 
Therefore, no statute appears to prevent 
you moving the frame building you 
occupy. 
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Changing Haynes to Single Wire System 











Q—Is it possible to change a Leece- 
Neville generator on a Haynes car so as 
to make a single wire system of it? Is 
it also possible to change the lamp con- 
nection so that the car could have a sin- 
gle wire system? This is a late model 
12 cylinder Haynes car.—Earl Yeager, 
Elliott, Il. 


This is possible and is not a hard job 
if you are rewiring the car. Otherwise 
it would hardly be advisable. We are 
showing a wiring diagram which gives 
the regular two wire system, but if you 
follow instructions carefully you can 
easily make it a one wire system. In- 
Stead of connecting the two cables to the 
hegative battery merely run one cable 
from negative battery to the frame of the 
car making a good connection on the 
frame. 

The starting motor terminal which was 
formerly connected to negative battery 
will now also be grounded to the frame 
of the car and the same is true of all 
wires formerly connected to negative 





battery. At the head lamps for example 
we had three wires, one of which was a 
common connection for both of the bulbs. 
This connection will be grounded. 

At about the middle of the diagram it 
shows a connection which went to nega- 
tive battery, it being the common point 
for tail lamp, horn, and ignition wire. 
All of these wires will have to be 
grounded but they will not have to come 
to a central point. At the tail lamp for 
example one side will be grounded and 
the other will run to the number 8 ter- 
minal. 

At the horn one wire will be grounded 
and the other will run to the horn but- 
ton. In the same way the interrupter 
points at the right and the condenser ter- 
minals at the right in the diagram will 
be grounded instead of being connected 
to negative battery. Also the left ter- 
minal of the relay on the diagram will 
be grounded. 





—— 





REGARDING WEAR ON ROLLER 
BEARINGS 


_Q—I have had some trouble in recondi- 
ening a Reo, M & N model transmission. 
Main drive gear and main shaft, Hyatt 
Toller bearings are worm in some cars, say 
about .003 undersize. Shafts and bush- 
Ings (sleeves Reo made) are worn some- 





what but usually I find these to be in 
good condition as far as bearing surfaces 
are concerned. I have been correspond- 
ing with the Hyatt Bearing Company’s 
Service Department but receive no defi- 
nite information. I have in mind to re- 
place these worn Hyatt rollers with new 
oversize rollers corresponding to the shaft 
and sleeve sizes. In some cases I find .003 
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Humming Birds in This 
Engine 


Q—We would like to have your sug- 
gestions for eliminating a hum in a motor 
of an Essex four which we believe to be 
amodel A. Throwing out the clutch does 
not seem to affect the noise in any way 
so that it is hardly possible to be in 
clutch or transmission. The owner had 
the car at an Essex Service Station and 
was told the gears were too tight. We 
examined the timing gears and found a 
fibre gear on the crankshaft and on the 
generator shaft both of which had no 
play between the teeth. Thinking the 
gears had swollen we tried to replace 
them but the new gears had no play 
either. The main bearings had not been 
adjusted and we do not understand how 
the center to center distance of the cam 
and generator gears could change. In 
order to get clearance we had a small 
amount milled from the gears at a ma- 
chine shop. This did not seem to affect 
the hum. We do not see anything wrong 
about the gears which drive the oil pump 
and ignition unit. Disconnecting the fan 
makes no difference. The noise becomes 
noticeable a little above idling speed. The 
generator is not at fault as we ran the 
motor with it removed. We believe we 
have all copies of Motor Act issued during 
the past year.—Suburban Auto Repair, 
136 East Madison Avenue, Kirkwood, Mo. 


We cannot conceive of anything in the 
engine that would cause a hum other 
than the timing gears. It is probable 
that the camshaft bearings are loose 
which would of course, effect the center 
to center distance between gears. It is 
also possible that one or more of the 
gears is slightly eccentric causing a va- 
riable mesh as the gears rotate. 


Our suggestion is that you remove the 
present gears and install new camshaft 
bearings if the present ones are worn, 
then install a new set of gears and if the 
noise is still present, we would suggest 
that you examine the flywheel housing 
and see whether something is bearing 
against the flywheel. A small piece of 
wire might have lodged in the flywheel 
bell housing and produce the noise that 
would be similar to a hum. Our sugges- 
tion however, is to work on the timing 
gears as we believe they are causing the 
noise. 








oversize is sufficient. Such a replacement 
would work out efficiently and of course 
would save money for the car owner. Up 
to this day I am unable to find a place 
where I can get Hyatt oversize rollers, No. 
2495 and No. 2498. We are Motor AcE sub- 
scribers but do not keep a permanent file. 
Any advice by return mail will be appre- 
ciated.—O. M. Truemann, 1713 Vliet Street, 
Milwaukee, Wis. 

We regret to state that to our knowl- 
edge there is no organization that will 
supply you with oversize rollers. Our 
suggestion is that you install undersize 
sleeves which may be secured direct from 
any Reo dealer. .005 and .010 will ac- 
commodate the average amount of wear. 
The recommended diametral clearance 
between the bearings and sleeve is .0025. 
Where the wear exceeds .004 the installa- 
tion of a .005 oversize sleeve will enable 
you to get a very good fit due to the fact 
that the rollers will be worn somewhat 
and the normal amount of clearance will 
be present when the new sleeve is in- 


stalled with the old bearing. 


























Variety of Questions 


Q. Would you suggest to put in a new 
extra cylinder head gasket on a model 
490 Superior Chevrolet car to reduce the 
compression and to do away with the fuel 
knock? What other remedy would you 
suggest?—Wisconsin Subscriber. 

It is not necessary to install an addi- 
tional cylinder head gasket on either one 
of the Chevrolet models mentioned. If 
you will install a hot spot or use a good 
grade of fuel it will eliminate the fuel 
knock referred to. High test gasoline or 
benzol are ideal fuels. The installation 
of a hot spot will produce a noticeable 
improvement. 

q. Measuring in inches of piston travel 
where should the Ford piston be set when 
the exhaust valve just closes? 

The exhaust valve of the Ford engine 
closes at top center, at which time the 
top of the piston will be 5/16 of an inch 
above the cylinder casting, provided the 
engine is equipped with the regular stock 
Ford piston. Regardless of the make or 
type of pistons used, it will be very easy 
for you to find the exact top center posi- 
tion, and this is the point of piston travel 
where the exhaust valve should have just 
closed. 

Q. I wish you would give me some in- 
formation on the motor of the latest Del- 
eco light plant—publish diagram if pos- 
sible and give instructions of how motor 
operates. Listening to the exhaust it 
sounds like a two-cycle motor boat en- 
gine. Has this engine a _ self starter? 
What voltage does the plant generate and 
any information you can give me will be 
highly appreciated. 

The Delco light plant built by the 
Domestic Engineering Company are made 
in nine different models with a voltage 
of either 32, 65 or 110. The engine size 













































































































































































GRAY & DAVIS DOPE 

Q. Having seen the valuable help you 
have given others through your columns 
we are coming to you for assistance. We 
have a Gray & Davis generator, on a 1919 
model Cleveland car, that has stalled our 
electrical men. It stopped aharging at 
about 25 miles per hour and no one has 
been able to get anything out of it since. 
It will not run as a motor on the test 
bench. When a current is applied to the 
cut-out terminal it will lock and take con- 
siderable effort to turn the armature. We 
cannot find any short circuit or open cir- 
cuit and everything seems to be O. K. 
We have had a new armature put in at 
which time it showed a charging current 
of 14 amperes at 1700 r.p.m. but it would 
not run as a motor. The repair man said 
it would be all right but on putting it on 
the car it would do nothing. We have in- 
spected the wiring on the car and tried a 
new cut-out and ammeter. We took the 
generator back to the repair man and it 
still had the locking habit when one tried 
to make it run as a motor. I notice that 
he has moved the field coils by turning 
them to the right as seen from the driv- 
er’s seat, one-quarter turn and the gener- 
ator brush holders he has turned one- 
quarter turn to the left. What I would 
like is a drawing that I can understand 
that will show the proper position of the 
field coils and the proper connection to 
make. This generator has a fuse at the 
lower right hand portion and it looks as 
if this electrical man has got the wires 
all mixed up. Any way, he says he is lost 
on it. Have had this gencrator apart sev- 
eral times for new brushes and springs 
and could always make it work until this 
time. Thompson's Garage, Jelloway, O. 

Our first guess is that the original 
trouble was due to the bearings wearing 


and allowing the armature to rub on the 
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varies according to the voltage. The 
smallest engine made being 2% by 3 and 
the largest 334 by 6. The third size used 
is 3 by 5 and the fourth 2% by 5. All 
engines are air cooled, have valves in the 
head using splash lubrication and the 
crankshaft is equipped with ball or roller 
bearings on all models except the num- 
ber 620, which has plain bearings on one 
side and ball on the other. The engine 
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is of the four cycle type, as will be noted 
by reference to the cutaway view in the 
cut. If equipped with a battery of wet 
sells the Delco light plants are self-start- 
ing. The 110 volt plants which usually 
come without batteries are hand started. 
If you advise us of the model of the plant 


in your possession we can give youl 
further specific information if you so 
desire. 











pole pieces. This would account for the 
difficulty you have in turning the arma- 
ture when current is applied, for it would 
cause the field pole to draw the arma- 
ture one way or the other, due to the 
magnetic attraction. We are showing a 
correct wiring diagram which gives the 
internal circuits. You can also hardly 
fail to get the end bracket on right if 
you will put the oiler in the up position. 
You will note that the grounded brush 
should be up and the brush which is con- 
nected to the cutout should be at the left. 
The third brush is at a lower right-hand 
corner of the sketch and is connected to 
the fuse. If you wish to test to see 
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Connections of G. & D. generator 








whether the armature is binding or not, 
you can do so by lifting all of the brushes 
from the commutator and then running 
current through the field circuit only. 
To do this, you would connect from the 
left fuse clip to the frame of the machine, 
when all brushes are lifted. You will 
then probably find that it is difficult to 
turn the armature if it is dragging on 
the pole piece and if this is the case, 
new bearings will be needed. 

After you have checked up and have 
the bearings in good condition, there are 
two things to test for, one being the field 
circuit and the other the armature cir- 
cuit. You can test the armature circuit 
by taking the field fuse out of its clip 
and connecting a battery from the cut- 
out terminal to the frame of the machine. 
The ammeter should show about 15 or 20 
amperes discharge current going from 
the battery through the armature. 

While this current is flowing you can 
snap the fuse in and out of its clip and 
there should be a spark at the fuse clip, 
and the generator should run as a motor 
every time the fuse is in place. Then if 
the machine runs as a motor it should 
generate. However, if the operation as 4 
motor is not steady and the ammeter 
hand jerks back and forth it is possible 
that the armature is shorted. We believe 
this information should enable you t0 
overcome the trouble, but if you have any 
difficulty whatever, we hope you will 
write to us again. 
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Wiring of 1921 Nash With Suggestions for Diagnosis 
















/ 


DASH LAMP 


IGN. &.LTG 
SWITCH 


REAR OF 
INSTRUMENT 


BOARD 
AMMETER 






TONNEAU LAMP 


STARTING 
MOTOR. 






IGNITION 
COIL 


F 


CUTOUT 


Q—I have been serving a 1921 Nash six 
which has been giving trouble due to the 
bulbs burning out in the head lights. I 
have been using 6-8 volt, 21 C. P. bulbs. 
I have also checked up all connections. 
What would you suggest being wrong? 
We keep a permanent file of Motor Acr.— 
C. W. Holmes, Box 501, Port Allegany, 
Penn. 

We are showing a wiring diagram of 
the 1921 Nash six-cylinder car and if 
your file of Motor Ace goes back far 


enough you might refer to the July 27, 





This Old Rutenber Is 
Showing Its Age 
With Noise 


Q—We have recently overhauled a 
Rutenber motor, (six cylinder 31%4x5) that 
has been run less than 8000 miles. In 
fact, we have practically rebuilt it. The 
owner gave a history of oil pumping and 
cylinders one and six, even when the car 
car was new. Together with this the 
oil float would show a steady increase of 
the crankcase contents instead of the de- 
crease that would be expected. The gaso- 
line mileage was also low, averaging but 
about eleven miles over an entire year’s 
driving. The work we have performed 
upon this motor, may be described as 
follows: Reground cylinders, fitted new 
pistons, wrist pins, and rings, installed 
new bearings throughout on camshaft, re- 
placed a timing gear, ground out badly 
worn tappet guides and fit in bronze 
bushings, took up all main and connect- 
ing rod bearings and adjusted valve clear- 
ance to .004 of an inch. The car has been 
driven more than six hundred miles since 
this work was completed, and the gaso- 
line seems to pass into the crankcase even 
faster than before. Three carbureters 
have been tried upon this motor without 
helping the matter. The oil becomes too 
thin for use in about 100 miles driving. 
Not only this, the motor is very noisy, 
sending forth a “clockety-clack” as if the 
valve clearance was far too great. This 
passing of gasoline and also the excessive 
noise of operation has so far defied cor- 
rection. If you can supply us with in- 


formation leading to the overcoming of 
the above mentioned defects it will be 
greatly 


appreciated. — M, K. Weems, 
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1922, issue which contained an article 
on the 1921 Nash electrical system. In 
the diagram it will be seen that connec- 
tion from negative battery goes to the 
starter switch and that a small wire then 
connects to the ammeter and that cur- 
rent through the ammeter goes to lights, 
current from the generator goes through 
the cutout to the ammeter and back to 
the starter switch and through the heavy 
cable connection to negative battery. 


Eleventh and Main Streets, 
Illinois. 

The first suggestion is that you install 
a hot spot in the inlet manifold of this 
engine, as it is generally recognized that 
the present day gasoline is of the quality 
that does not readily volatize. This is a 
1916 engine and was used at a time when 
the quality of the gasoline was consid- 
erably higher than at present. The name 
of a firm that can supply you with a hot 
spot for the manifold that will fit this en- 


gine will be supplied by separate letter. 


Quincy, 


Install a Hotspot 


We believe the hot spot will be a great 
help in reducing the crankcase dilution 
and also will have considerable effect on 
the amount of oil used. Along with the 
installation of a hot spot in the inlet 
manifold we would suggest that you re- 
duce the pressure of the oil pump to not 
more than 6 pounds maximum. This can 
be regulated by removing the crankcase 
and adjusting the pressure release valve 
which is attached to the pump body. At 
the same time it would be well to check 
on the connecting rod dips to see that 
they just touch the top of the oil when 
the engine is standing idle. 


Rod Dip Suggestions 


Experiment may show that this can be 
reduced so that they will not touch oil 
by a 64th of an inch, but as a starter we 
would recommend the level be such that 
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Any trouble which produces a high 
voltage at the lights must be in the cir- 
cuit from the battery up to the ammeter 
terminal which is also connected to gen- 
erator. The best way to determine the 
cause of trouble of this nature is to use 
a voltmeter. The engine should be run- 
ning and the generator charging the bat- 
tery at 10 or 15 amperes when the volt- 
meter readings are taken. 


First take a reading at the battery and 
this will vary from 6 to 7.5 volts, depend- 
ing on the condition of charge. Then take 
a reading from negative battery to 
ground. Then a reading from the battery 
terminal of the starter switch to ground 
and then from the ammeter terminal to 
ground and then at the other ammeter 
terminal. When taking these readings 
care should be used to see whether there 
is a sudden change in the reading or 
not. 


If for example the reading at one am- 
meter terminal would would be 7.5 volts 
and at the other ammeter terminal would 
be 8 volts it would show trouble in the 
meter. The difference between the bat- 
tery voltage and the voltage at the 
ammeter should not be more than .25 
volts. It is also possible that the car is 
run enough so that the battery is always 
fully charged. This means that the bat- 
tery voltage is about 7.5 and the lamp 
voltage will be nearly eight volts, which 
will reduce the life of the filament. If 
this is the case it might be well to dis- 
charge the battery until the gravity is 
about 1200 and then possibly reduce the 
charging current of the generator by 
shifting the third brush. 


the bottom of the scoops on the rod just 
touch the top of the oil. Regarding the 
noise, we can only offer suggestions as 
the description of the noise is so meager 
that we cannot give an accurate diag- 
nosis. Generally speaking, loose counec- 
tion rods, show up at about 25 miles per 
hour, and especially when the car is de- 
celerated. We would also suggest that 
you inspect very carefully the diametral 
clearance between the valve stems and 
the valve guides, the connecting rods for 
alignment and the bottom of the valve 
lifter for true flat surface. Worn timing 
gears also make themselves loudest be- 
tween 20 and 30 miles per hour and also 
at extremely low idling speed. The rea- 
son that number one and six are greatly 
effected is probably due to the gas dis- 
tribution and you will find that the hot 
spot will improve the condition consid- 
erably and probably eliminate the oil 
pumping. 
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Intensive 
Persistent 

Intelligent 


Directed 
Thorough 


prospects possible in the given field 

and to close deals with the greatest 
pessible number of those reached—such 
in brief is the problem that W. A. 
(“Bill”) Grout, sales manager of the 
Fields Motor Car Co., Chevrolet distrib- 
utor and dealer in Portland, Ore., and 
vicinity, has been tussling with for the 
last couple of years. 

And at last, after trying out many 
different sales schemes, experimenting 
with this and that method of solicitation 
and paying salesmen, the company be- 
lieves it has hit upon a composite plan 
which suits the needs, at least of the 
Portland field, ideally. 

Two months ago the new sales system 
worked out by Grout was put into ef- 
fect in its entirety and the results ob- 
tained thus far indicate that the new 
plan is tuned up to “bring home the 
bacon.” Not only have sales been in- 
creased, but the proportion of closed 
deals to the number of live prospects 
has been materially boosted; in other 
words, lost motion among the sales force 
has been eliminated to a large extent. 
The Fields Motor Car Co., it might be 
stated, is one of the oldest and largest 
dealers in the Pacific northwest, main- 
taining six stores in the city of Portland. 

The new sales system of the Portland 
organization embraces the following 
points: Division of the sales force into 
three classes, with different payment for 
each and the possibility of promotion 
from the lower groups up to the top; a 
regular canvass of the city by one of the 
groups of salesmen in connection with 
its sales effort to secure prospects; 
weekly individual conferences with each 
man on the force and weekly classes 
for each division with lectures and exam- 
inations; a contract method of employ- 
ment for four months at a time, with a 
salary and bonus method of payment. 

The three groups of salesmen, with the 
duties of each and the method of pay- 
ment may be given as follows: 

Class A.—This class is composed of 
the best salesmen which the house has, 
the “high pressure boys” who are par- 
ticularly good at closing deals. There 
are 12 men in this division at present. 
These men give special attention to the 
prospects which come in on the floor, 
and each man serves one day on the floor 
to two days off. This gives the man an 
opportunity to follow up prospects se- 
cured but not closed on the floor. 

The prospects who come to the show 
room are the cream of prospects, the 
company has found, this holding true for 
its class of product and taking into con- 
sideration the active advertising program 
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Salesmanship 


Results in 


which the company carries out. There- 
fore, these men receive less commission 
than the others, but make considerably 
more money. They receive salaries of 
from $175 to $250 per month, and a bonus 
of 5 per cent on all net volume over 
$16,000 for a four months’ period. 

Like the salesmen in all other branches 
these men own their own demonstrating 
cars, buying at wholesale and selling 
at the end of three months if they wish. 
They also furnish gasoline, oil and up- 
keep. All salesmen sign up for periods 
of four months and if they leave before 
the expiration of such a period they 
sacrifice all bonus money for that 
period. 

Class B is composed of salesmen can- 
vassers, whose duties are to make a 
thorough canvas of the city, calling at 
every number and filling out blanks upon 
which future sales efforts may be based. 
These men are given sufficient spare 
time to follow up the livest prospects 
which they secure in this way, while 
other prospects are turned over to 
Class C. 

At present there are six men in Class 
B. They are given 36 square blocks each 
at a time, and at this rate it will take 
about six months to cover the city. They 
call at each house and secure the fol- 
lowing facts, not indicating the purpose 
of the information unless asked: Name, 
address, occupation, where employed; do 
you Own a car; are you contemplating a 
purchase or trade; do you own your own 
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Larger Earning 
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home; do you have a garage; if you have 
a garage do you have any extra space 
in it which you will rent to someone 
else and at what rental. 

This garage question is frequently the 
starting point of the interview, and is 
a real “nigger in the woodpile.” Not only 
does it make an excellent entering wedge 
for an interview, but the facts thus ob- 
tained come in handy in meeting the 
objection of the next man who says that 
he would buy a car if he only had a 
place to put it. In a way these men 
become garage renting agents, their com- 
mission for the service being the addi- 
tional cars they sell. These men are 
paid $150 a month and a bonus of six 
per cent of all net business over $10,000 
sold in a four-month period. 

Class C is composed of new men who 
are learning the business and are con- 
sidered promising. They are sometimes 
referred to as junior salesmen. From 
the lists of names turned in by salesmen 
in Class B these men secure rfrospects 
and make sales. These men also act as 
Chevrolet lecturers and each week-day 
noon every man in this group calls at a 
Portland industrial plant and gives a 
brief talk on the Chevrolet car and se- 
cures the names of prospects from the 
workmen. Permission to make _ these 
talks is not secured beforehand, effort 
being made to have them appear as ex- 
temporaneous as possible. There are now 
eight men in this group and they receive 
seven per cent on all they sell, 
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The Fields Motor Car Company’s school where salesmen discuss and are instructed in the 
art of opening and closing deals 
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This is the method employed by the Fields company to “check up” on salesmen. On these reports and conference sheets, a complete story 


That the new arrangement has been 
satisfactory was conclusively shown by 
the fact that the first month it was in 
operation sales jumped 50 per cent over 
the month before. The cost of doing 
business for the first month was in- 
creased 1.7 per cent per car over the 
previous month, but the increased sales 
easily made up this difference. With the 
new system under way it is not antici- 
pated there will be any increase of cost 
over the old straight six per cent method. 


But the greatest improvement, perhaps, 
of the new method over the old was in 
the handling of the prospects who called 
at the salesroom. Under the old plan 
of dividing up the floor days among all, 
the percentage of sales to the number of 
prospects that called was 50. Under the 
new scheme of high powered salesmen 
to handle the floor business the busi- 
hess closed jumped to the unusual record 
of 90 per cent. This may be higher than 
can be maintained, but 75 per cent at 
least is thought possible. 

Sales Manager “Bill” Grout is the son 
of the Portland city superintendent of 
schools, so he comes honestly by his be- 
lief in classes and examinations. You 
can’t keep the sales force up on its toes 
Without it, he declares. 

So here is the system he has worked 
out: 

Private conferences: 

He makes it a point to see every man 
in conference once a week. These con- 
ference periods are at 9, 10, 11, 2 and 
3 o'clock every day, and each man has 
his period. The conference begins sharp 
on the hour and may last from 10 min- 





of the salesman’s ability is kept 


utes to an hour. Sales problems are 
taken up, reports made and advice given. 
The daily reports of interviews which 
all salesmen turn in form the basis for 
these conferences. 

Classes: 

Once each week the floor men, that 
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The Fields Company also keeps 
records of car owners. This is 
self-explanatory 











is Class A, meet for an hour’s discussion 
with the sales manager. Problems for 
increasing sales are freely discussed and 
special effort is made to care for any 
seasonal needs which may exist, as for 
instance to dispose of an unusually 
heavy quota of closed cars or used cars. 


One evening each week, from 7 to 8 
p. m. on Friday, the men of Classes B 
and C gather for a lecture. This is one 
of the most interesting features of the 
entire plan. Not more than one subject 
is taken up each evening, such matters 
being discussed, for instance, as: knowl- 
edge of the product, analyzing a cus- 
tomer and finance. Generally 10 or 15 
minutes at the beginning of a period 
is taken up in giving a written exam- 
ination on the lecture of the week before. 

Problems frequently occupy a period, 
being along the following lines: Sales 
Manager Grout issues to each man in 
the class a typewritten sheet describing 
a certain set of circumstances, for exam- 
ple, as follows: Jones is in the market 
for a car. He is a retired farmer, fairly 
well to do and wants an open car of 
slightly more cost than the Chevrolet, to 
give his daughter, who is a_ school 
teacher. The girl says that whatever 
her father says goes. What would your 
next move be in the effort to make the 
sale? 

These problems invariably are actual 
ones which have been presented to Mr. 
Grout during the day by his salesmen. 
The men of the class are asked to write 
the answer and then the answers are 
read and analyzed. 
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SQUEEKS BRAITTLES 


EXT week it gives a Summer Service Issue with 
all of the adornments customary on such occa- 
sions. 


Bonehead is now at work on a treatise called, ‘“Why 
Charge So Little for Nothing?*’ which will appear here 
and which will contain some bang-up suggestions for 
live wires who have nerve enough to follow them. 


*“Kay Em” Roberts, though still unheard from at the 
hour of galloping to press, will likely contribute the lead 
article for Squeeks. 


What suggestions have you for fellow workers? Send 
"em to Lew Brication quick! 


“Breaking a Car”’ an article on service which appeared 
not long ago suggested the story, “Breaking the Car 
Owner” which will probably appear next week. 


Order your copy now. 


If your newsdealer cannot supply you, write home to 


Mother. 


Extensive 


Motorist: It’s preposterous. I'm an expert driver. 
know about driving would fill a book. 

Policeman: And what you don’t know would fill a hospital. 
Give me your name and address.—Weekly Telegraph. 


What | 


That’s Different 


Wife (in back seat): 
fast! 

Husband: Why not? 

“The motor policeman who has been following us won't 
like it.""—Judge. 


Henry, dear! You mustn't drive so 


A Ferry Sad Calamity 
A tear for the girl in the Lincoln, 
Who swore she could drive without thinkcoln, 
While indulging in talk, 
She steered off the dock, 
And the ferry men say she’s still sinkcoln. 


No Oswald, you can’t two time Lizzie by putting an- 
other commutator at the rear end of the camshaft. 


—TEXAS RANGER. 


Dividends Declared 
‘The boss offered me an interest in the firm today.” 
“He did!" 


“Yes, he said that if I didn’t take an interest in it pretty soon 
he'd fire me."’—Judge. 


Still on the Hoof 


Farmer: “I don't suppose you run acrost a brindle cow with 
a white face as you come along the road?" 

Motorist: “Not quite, brother, but | judge she’s suffering some 
now from nervous shock.’"—Columbus Motorist. 


Notice 


Getting out this magazine is no picnic. 
folks say we are silly. 

If we don’t, they say we are too serious. 

If we publish original matter, they say we lack variety. 

If we publish things from other papers; we are too lazy to 
write. 

If we don’t print contributions, we don't show proper ap- 
preciation. 

If we do print them, we are accused of filling up with junk. 

Like as not some fellow will say we “swiped” this from an 
exchange. 


So we did. 


If we print jokes, 


None Needed 


Man named Wendt Cerplunk thought to be drowned 
in Wisconsin lake. 
We refuse to comment. 


Advance Notice 


“You have sworn to tell nothing but the truth.” 

“Nothing but the truth, your honor?” 

“Then, judge, with that limitation upon me, | might as well 
warn you that I’m not going to have much to say.’’-—Auto 
News. 


Suggested Slogans for Selling Used Cars 


‘The car that made good in a day but quit that night.” 

“In all the world, no car like this—try it and find 
out.” 

“Day in and day out—still it won't move.” 

“Silent as its shadow during a hurricane.” 

“A car worthy of its name—you name it.” 

‘Just a real good car to stay away from.” 


Spring in the City 
When the sidewalk’s streaked with chalk marks 
Where the kids are playing games, 
And the pavement’s turning purple, 
With sun and oil and rains; 
When the tree out on the corner, 
Harbors birds that do not sing— 
Then you know the city’s basking in the Spring. 


When the housewives wear an apron, 
Tied around their shingled locks 

And the old men get their golf sticks 
To try out some practice shots— 

Then is when the spring has started 

And the cold, damp winds departed— 

Yes, Spring, the gentle hearted, 

Is basking in our midst. 


When the barn doors down the alley 

Are swung wide and sounds come out 
As of someone gently tapping 

With a hammer strong and stout— 
Then you know that last year’s wagon 
Soon the family will be draggin’ 
To a place where life is laggin’ 

In the Spring. 


When the benches on the parkway, 
Brighten up with coats of paint 
And the dandelions are blooming 
Like what ought to be but ain’t— 
There is something that lights up the sky, 
Breaks through the clouds of smoke on high— 
The sun! 


O, it’s good to be alive in Spring, 
To hear the would-be birdies sing, 
To want to check the whole d 
And just beat it out and play. 

-—-LEW BRICATION. 
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d 5 . ourin > a oO » 46g 
300 7p Sedan 1,335 | 3845 5-p Seden 1,385 | 3780 5-p  Touri LIBERTY 
aay 2,095 3020 5 n 1.595 3950 4 — 2,650 “ 
{| 302 5-p Brougham 1.535 4010 -p Coupe 3,350 2900 6-E” 
4-p Sedan 3°380 | 2900 2-p Cav. Roadster $1,575 
: 5-p Cav. Touring 1,575 




















Por i 
complete mechanical specifications see pages 56 and 58 
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Ship. ; Ship. Ship. Ship. 
Wt. Pass. Body Style Price Wt. Pass. Body Style Price Wt. Pass. Body Style Price Wt. Pass. Body Style Price 
acon sie on OAKLAND “ RICKENBACKER evens DURYEA 
-p oadster e “6-54” 27 ? : 2-p Roadster 8,150 
4290 %-p ‘Touring 2420 3-p Roadster $995 Saas He ap. yl itr 4100 7-p Touring ait 
4215 4-p Phaeton 3,800 2510 3-p Sp. Roadster 1,095 2845 4-p Coupe 2035 4250 4-p Sp. Touring 7,750 
4380 5-p Coupe 4,400 2485 5-p Touring 995 2750 5-p Sedan 2135 4600 4-p Coupe 9,000 
4375 4-p Sedan 4,600 2550 5-p Sp. Touring 1,095 i 4600 4-p Sedan 10,000 
4600 5-p Sedan 4,700 2620 3-p Coupe 1,195 ROAMER 4800 6-p Sedan 9,675 
4660 7-p Sedan | 4,900 2720 4-p Coupe 1,395 “6-54-E” (118 in. W. B.) 4800 6-p Town Brougham 10,175 
4720 -p Limousine 5,100 2680 5-p Sedan 1,445 3100 2-p Roadster $2,685 4800 6-p Vestibule Limou. 9,675 
ud OLDSMOBILE 3100 4-p Tourer 2°485 4800 7-p Vestibule Limou. 10,175 
oe" _ “39” 3300 4-p Sp. Touring 2°750 4800 7-p ‘4 Limousine 10,175 
4-p Sportif Tour. $7,900 | 2145 2p Roadster $785 i-p Touring a a 
5880 7-p Touring g 2170 5-p Touring — 795 3-p Cabriolet 3,285 STUDEBAKER | 
5460 5-p VictoriaSedan 10,500 | 2320 5-p Sp. Touring 915 “6-54-E” (138 in. W. B.) Light Six “EM” 
5265 7-p Brougham 10,500 2295 2-p Cab 985 4100 5-p Spec. Sedan 4,250 2510 3-p Roadster $1,025 
5480 7-p ‘Tour. Limousine 9,500 2410 4-p Coupe 1,075 | 4200 7-p Suburban-Sedan 3,950 | 2650 5-p Touring 1,045 
5460 -p Encl. Drive Lim. 10,500 2570 5-p Sedan 1,135 “4.75-E” 2650 2-p Coupe 1,195 
5722 ‘T-p Cabriolet 10,750 | OVERLAND » 3650 4-p Sport 3,650 pag es Coupe i ats 
“91” (100 in. W. B.) <4.85-E”” : . = 
McFARLAN 44 2-p Roadst 495 ag Special Six “EL 

. “6” TV rote cs se a be 4 3200 2-p Spec. Speedster 3,785 3065 2-p Roadster 1,400 
4600 2-p Roadster $5,400 | 2100 2-p Coupe 750 | ROLLIN 3305 5-p Touring 1,425 
4600 4-p Sp. Roadster 5,600 | 2200 7-p Sedan 795 , 3600 5-p Coupe 1,895 
4700 q-p Touring 5,700 2058 5-p Champion 695 2255 5-p Touring $995 38650 5-p Sedan . 1,985 
4900 4-p Coupe 6,720 92” (106 in. W. B.) 2330 3-p Coupe Roadster 1,195 Big Six “EK’ 

5200 4-p ‘Tour. Sedan 6,720 2047 5-p Red Bird 695 2410 5-p Sedan 1,295 3745 5-p Speedster 1,835 
5200 7-p Tour. Sedan 6,810 PACKARD 3630 7-p Touring 1,750 
5200 q-p Sp. Sedan 6,600 “6”? (126 in. W. B R & V KNIGHT 3770 5-p Coupe 2,495 
5200 7-p Sub. Sedan 7,000 83165 4-p Raadstor ° $2 785 ooHy” 4130 7-p Sedan 2,685 
5100 7-p Limousine 6,900 3320 5-p Touring 2°585 8850 4-p Sp. Roadster $2,400 STUTZ 
5100 7-p Landaulet 8,500 3255 4-p Sp. Touring 2.750 8850 5-p Touring 2,300 “4” KLDH 
5200 %-p Cabriolet 9,000 3425 5-p Per. Top. Touring 2,850 3900 =7-p Touring 2,375 3600 Roadster $2,765 
4900 7-p Town Car 6,900 | 3400 4-p Coupe 275 | 4835 5-p Coupe 3,000 | 3950 5-p Sportster 2,790 
“Light 6” SV 3515 5-p Coupe 3,450 | 4160 5-p Sedan 3,050 | 4100 7-p Touring 2,640 
3700 3-p Roadster 2,500 | 3565 5-p Sedan 3,375 | 4260 ‘-p Sedan 3,250 | 4050 4-p Bull Dog 3,115 
3700 5-p Touring 2,500 3610 5-p Sedan Limousine 3,425 3700 3-p Bear Cat 2,765 
3850 4-p Coupe 3,000 “66” (133 in. W. B.) ROLLS-ROYCE 4200 4-p Coupe 2,990 
3850 5-p Sedan 3,000 3430 T-p Touring 2,785 4650 2-p Roadster $11,400 4300 4-p Sp. Coupe 3,250 
3690 7-p Sedan 3,625 | 4900 7-p Touring 11,450 — . 
MARMON 3765 7-p Sedan Limousine 3,675 | 3300 5-p Phaeton 10,900 | 8250 2-p Roadster yen 
“34°? 

5 “g” (136 in. W. B.) 5100 7-p Sedan 12,900 | 3450 5-p Tourabout yo 
3470 2-p Speedster $3,095 4110 4-p Runabout 3.850 507 7-p Lim. Brougham 13,050 3350 5-p Phaeton 1,995 
3650 4-p Speedster 3,095 | 3979 5-p Touring 3650 | 5010 7-p Limousine 12,850 | 3750 5-p Sedan 2,550 
3575 4-p Phaeton 2,785 | 4110 4-p Sp. Touring 3'809 | 5230 7-p Suburban Lim. 12,900 “6” —695 
3690 7-p Phaeton 2,895 | 3085 4p Coupe 4550 | 4870 5-p Cabriolet 12,800 | 3900 5-p Sportster 2,650 
3770 4-p Coupe 3.585 | 4045 5-p Coupe 4725 | 5030 5-p Salamanca Cab, 13,500 | 3950 7-p Tourster 2,685 
3970 4-p Sedan 2,985 5 ‘ 4870 5-p FullCabriolet 13,800 | 4150 5-p Brougham 3,350 
4155 7-p Sedan oe | oe Fo ee, Fe 4350 7-p Suburban 3,500 
4220 -p Suburban 4,285 . es pide iodeetiiaae SAYERS SIX 4450 ‘-p  Berline 3,600 
4100 7-p Limousine 4,285 “8” (143 in. W. B.) “GL” TEMPLAR 
4000 7-p Town Car 4,285 | 4020 %-p Touring 3,850 2-p Road 

, -p oadster $1,645 3300 4-p Suburban Tour, $1,995 
= < — ceebeites ane 5-p Touring 1,645 | 3300 5-p Phaeton 1,895 
MAXWELL — nm -P edan LAMOUSING Sy 3-p Goape 2.645 5-p Sedan = 
5-p edan 2,645 4- Brougham 2,49 
2225 2-p Roadster $875 “6-70” VELIE “ seas 
2460 2-p Sp. Roadster ns ao +4 a = SENECA oe “56” 
2250 5-p Touring 87 7 -p aeton i 1 ’ \ 
2470 5-p Sp. Touring 975 | 3880 4-p Phaeton DeLuxe 1,995 | 9380 2-p Roadster $875 3110 &p Fe Tr Sts 
2450 4-p Coupe 1,195 | 4040 5-p Sedan 2,595 | 2380 5-p Touring 875 ° “5g? , 
2325 2-p Club Coupe 995 4128 7-p Sedan 2,595 2780 3-p Roadster $1,275 
2450 5-p Club Sedan 1,075 4100 5-p Sedan DeLuxe 2,770 STANLEY 2780 5-p Touring 1.275 
2750 5-p Traveller 1,585 3900 5-p Brougham 4a 2,175 “749” 2990 5-p Sp. Touring 1,565 
PEERLESS 2-p Roadster $2,750 2990 5-p_ Silver Swallow 1,645 
MOON ron “6” 5-p Phaeton 2,75 2895 5-p DeLuxe Touring 1,495 
Series “‘A 3230 2-p Roadster $2,185 7-p Phaeton 2,750 2970 4-p Coupe 1,845 
2570 5-p Touring $1095 3380 4-p Touring a 4-p Brougham 3,585 3110 5-p Sedan 1,895 
5-p ad 1,295 3710 5-p Sedan 2,875 7-p Sedan 3,585 3300 = 5-p as ey yer} 
on ni “*9°°__66 1945 5-p Brougham § ’ 
2750 3-p Roadster $1,395 4-p Tour. Phaeton 2,699 | STAR WESTCOTT 
2850 5-p ‘Touring 39 3980 7-p Touring 2,750 | 1700 2-p Roadster $540 “44” 
2950 5-p Sp. Touring 1,595 | 4300 5-p Sedan 3,690 | 1735 5-p Touring 549 | 3050 5-p Touring $1,690 
3020 4-p Coupe 1,785 43855 7-p Sedan 3,840 1800 5-p Spec. Touring 640 3150 5-p Spec. Touring 1,840 
3050 5-p Sedan 1,795 4430 5-p_ Berline 4,090 1925 2-p Coupe 695 | 3300 5-p Brougham4d. 2,290 
3190 5-p Sp. Sedan 1,995 4130 4-p Victoria Coupe 3,390 2025 5-p Sedan 785 “49” 
“6-50” PIERCE-ARROW — oe ee 935 | 3550 tp Touring 1,990 
2850 3- Roadster 1,595 "ey" 3650 7-p pec. Touring ’ 
2950 Bop Touring 1,595 4350 2-p Runabout $5,250 ee | “60” 
3050 5-p Sp. Touring 1,695 | 4590 5-p Touring 5,250 em Roadster $1,995 | 3300 5-p Sedan 2,090 
3120 4-p Coupe 1,985 4780 3-p Coupe 6,800. $775 5-p  Tourin ‘ 
« £ 1,750 WILLS SAINTE CLAIRE 
3150 5-p Sedan | eee | toed t>- Sedan 6,900 | 4250 5-p Sedan 2.350 “A-68” (118 in. W. B.) 
3290 5- . Sedan i-p + Sedan i ’ e . B. 
5-p p 6 ém Geeneiieien 6900 3750 4-p Coupe Brougham 2,195 3240 3-p Roadster $2,575 
“6.58” 0) 65 feunhen 8800 3400 5-p Brougham 2,350 3320 5-p Touring 2,475 
3290 7-p Touring 1,885 | 4850 7-p Limousine 7,000 “6” — eth 
3270 5-p Sp. Touring 2,150 5060 7-p Enclosed Lim. 7,000 | 3775 5-p Touring 2,395 3420 7-p Sedan ys 
3270 7-p Sp. Phaeton 2,095 | 4780 7p French Lim. 7,000 | 3850 7-p Touring 2,495 | 3670 5-p Imperial Sedan 3,27 
3510 7-p Sedan 2,585 | 4732 6-p Landaulet 7000 | 4025 4-p Coupe Sia 3350 
3590 5-p Petite Sedan 2,685 | pREMIER 4275 4-p Sp. Coupe 3,150 | 3650 5-p Limousine ry 
iii “6p” 4250 5-p Sedan 3,953 | 3600 5-p Town Car 3,850 
2 4275 -p Sp. Sedan 3,395 “B-68”" (127 in. W. B.) 
“41? 3710 2-p Roadster $2,885 9.87 
41” e ¢ 8950 4-p Coupe Brougham 3,295 3- Roadster $2,875 
2600 2-p Roadster $915 pense +4 oe chime aa8 3490 é> Gray Goose Spec. 2.675 
2720 5-p Touring | 935 | 3910 5-p Sp. Seton 2935 | STEPHENS 3470 7-p Touring 2,675 
2800 5-p Sp. Touring 1,195 4320 7-p Sedan 4.175 104 & 20 8575 7-p Phaeton 2,875 
2810 5-p Business Coupe 1,165 as 6 ieaeben 4175 (117 in. W. B.) 3515 4-p Coupe 3,675 
3090 5-p Sedan 1,445 REO ’ 2940 Roadster $1,295 3650 5-p Sedan 3,775 
2910 5-p  Carriole 1,275 “T.6” Penns ws 1,295 3650 7-p Sedan — 
segs . 4 1,995 3465 5- Brougham 3,8 
6” (121 in. W. B.) 3170 5-p Tourin 1,395 — ‘4 
2930 2-p Roadster 1,275 3250 5-p Phaeton —\- ee TS | WATER 
2530 4-p Sp. Roadster od 3225 4-p Coupe 1,875 (124 in. W. B.) 64 
: : , 3350 Touring 1,595 | 2700 3-p Roadster $1,175 
3030 5-p Touring 1,275 3515 5-p Sedan 1,985 . > : 1,175 
3330 5-p Coupe 4 d. 2,090 | 3695 5-p Brougham4d. 27235 | 3490 ae 1283 | 2700 Sp Touring "63 
3430 5-p Sedan 2,040 | pEVERE ; ; 3740 Sedan 2,250 | 3106 5-p Country Club 4 
3700 5-p Spec. Sedan 1,640 “mM STERLING-KNIGHT sams - — iin 4150 
bin -| oupe ad 
692” (127 in. W. B.) 3700 2-p Roadster $3,200 2925 4-p_ Sp. Touring $2,250 “ “er” 
8150 %-p Touring 1,425 3500 4-p Speedster E 2850 5-p Phaeton 2,150 2934 7-p Touring 1,325 
3580 7-p Sedan_ 2,190 3800 5-p Touring 3,200 3325 5-p Sedan 2,800 3300 7-p Sedan 1.oee 
3470 4-p Victoria 1,990 | 4300 5-p Sedan 4,000 | 3250 4-p Sp. Brougham 2,750 | 3126 5-p SedanDeLuxe 1,89 











For complete mechanical specifications see pages 56 and 58. 
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MOTOR AGE 


Current Motor Truck Specifications 





(This list comprises trucks distributed on a national basis) 

































































Rests 
> > > 2 
MAKE AND a ‘z MAKE AND ae ” MAKE AND ae ‘ MAKE AND 3 a 
MODEL E & 2 MODEL E S 2 MODEL 55 2 MODEL £2 2 
ed b S ad a RO a ES Cy 
SN ck Sennee 20] 1 Sew | ee AC] 216-3 WSs kcwedenes AC] 614 $5750 Service........... 61] 3 des 
ere - 1 -14% ra Duplez...........-El 3% aes Sp ee re 742 — — ita cexsua: = 4 aaa 
re OF 114-2 eas MOS ccasanes 5 : NOUR Siccccues 10 6 axes 
pn eeerdenvesd 60} 214-3 a By We icon nasicns B} 3 $4200 0 eee AC] 7 4950 CS eas NF] 134 nee 
Ms 5. 6.0 0.6:0 0080s 90} 314-46 | errr 1% 3000 A). rere AC} 10 5500 po See H] 214 aeee 
MD. 5 scacnices 125} 5 -6!4 oe | | Ser 219 3960 Vis ssccecs AC} 13 5750 Signal J} 3% wales 
Amer. La France....] 24 $3950 Sewers 4 5000 TIMOR < cc nccnces AC} 15 © 6000 i 5 ee 
Amer. La France....] 314 4950 | O° Se 6 5700 | eee 1% 1295 1% aes 
Amer. La France....] 5 5500 WOE: cc ccxcess R2] 1 “ake | See ll} 1% ata 1144 $1330+ 
Armleder......... 21] 1% 2550 Federal......... S23} 11% {| Terres 21} 1% sees 144 1695 
Armleder...... HWB] 2!4 3150 | eee U2] 214 Master........... 4l] 2% exe 2% 2795 
Armleder...... HWC] 214 3150 Federal......... W2i 315-4 Re ccceecewas 51] 3% ee 314 3645 
Armleder...... KWB] 314 4200 | ree X2] 5-6 aia Ron cc eecnun 61] 5 peas 5 4495 
Armleder...... KWC] 316 4200 NG cd ccceadcas Tr i {370 | eee 644 5 -6 ent 3 405 
Atterbury....... 20K] 114-2 2475 \490b Maxwell ; 144 1097 144 32407 
Atterbury. ...... 22C] 214-3 3375b Menominee. .... . B} 1 1650 2 34407 
Atterbury....... 22D] 314-4 4275b GC. E.....000: K16} 1 Menominee......HT] 114 2000 214 3700 
Atterbury........ 8E] 5 -6 4975b G. M. C.. -K4l} 2 Menominee....... H] 1% 2475 316 47507 
DD. occcas ccs I} 114-2 2200t +16. BE Cn... 00 K4ll 5 Menominee....... Di 2 -2%4 2875 5 54007 
Autocar.........- 2, 2 3 3450T G. M.C......... KU} 314 Menominee........J} 5 4850 5 60007 
/ ee 26] 4 -6 4650} ++G. M.C.......K71} 10 | ee 10] 114 1695 74 6500T 
Available........ JH] 114 2150 G. M..C... -K101} 5 1 1195 
pn Se H] 214 3160 8 3 ae K101} 15 eee’ ON dawnviesas 2018} 1 -114 1595 Stewart......... ISX} 144-1% 1595 
Available......... H}] 3% 4175 ee eee 15] 1 1590 ) | Ser 4017F] 2 -214 2750T SUNN. ckccvenas 114-2 1970 
Available. .......- H] 5 5375 > Re: = 1% 2375 — Diecccsaces = 2 -214 2150t Fn Ri vankas Ls 2143 a 
arford.. 216 3250 Seer 0 2% 2250 Mowat... .. 2. 10 3lo-4 
Bessemer........ G] 1 1450 OS re 80] 4 4200 Noble. . ATS} 1 1395 Stoughton........ AS 34-1144 1185 
Bessemer........ H2] 114 1995 Garford.. 68D] 5 5000 Noble. -A21} 114 1890 Stoughton........ AS} 114 2400 
Bessemer........ J2] 214 2895 Garford........ ISOA] 714 5750 POON: ccseewex B31] 2 2695 Stoughton......... B] 1% 2150 
Bessemer........ K2] 4 3495 Gary..... . FE 1 1775 =r D51} 214 3150 Stoughton......... Di 2 24907 
Bethlehem....... KN] 1 1595 WN oo on nsnncnes I} 2 2150 | Se E71} 314-5 3850 Stoughton........ Fi 3 31507 
Bethlehem. N] 2 2195 , eer J} 214 2850 ; 
Bethlehem. ..... . HN] 3 3295 IED cone acne: JO} 215 ; Old Reliable....... Bl 214 3500 Thomart..... 20} 114 1795 
Bidgevort a is = > lea Ml 3” 41130 Old Relistle...-D) 3” 500 || Tins mw 223 | 2r0ot 
ridgeport 2% Occ ctncce«ns 5 415 eliable....... Mss cased 210-8 “i 
Badgers C3 ee, i 328 || Oldsmobile. oT? 00s || Tiins 222220002 Tw 36 | 4300 
rockway........ raham Bros..... 5 25 smobile........ 95 __ . SE epeere a -6 
oe td Laieknecee S} 14 Gramm-Pion......1€] 1 — wary | rr. RB} 114-2 2825+ J. eee UW! 6 -7 45007 
Brockway......... K] 214 Gramm-Pion......15] 114 ae Oneida.......... C} 214 3200 ES cctacdackens 214 2700 
Brockway....... R} 314 Gramm-Pion...... 65] 114 aa ee Di 3% 4050 ME okcusceweca: 316 3600 
Brockway......... Ti 5 + sea ee a 2 ‘“s Overland. ...... 9lee} 14 395 Mase vassues: 5 br 
ramm-Pion...... 3 ‘es Lee 114 
Gramm-Pion...... 40} 4 i Patriot....... Revere] * 1350 /: eer 2 1695 
| ETO TR} 2 la Gramm-Pion...... 50] 5-6 ‘ Patriot.......Lincoln] 2 2100 i, 3 2145 
Coeniet Radin — he 395 err errs 1 575 Patriot. . Washington 3 3000 Tranepert See 15) 1 wai 
hevrolet....... till 1 550 Pierce-Arrow.... 2 3300 ransport 26] 114 re 
GR cic caevcct 20} 1 -114 1980 Harvey........WOA] 2 2650 Pierce-Arrow..... XB] 3 3500 ‘hemaet 36] 2 ade 
ee 45] 114-2 2810 Harvey........ WFB] 214 2950 Pierce-Arrow....WC] 4 4600 Transport......... 551 3 we 
TE: 65} 214-3 3480 Harvey........WHB} 3!4 3950 Pierce-Arrow....WD}] 5 4700 Transport if 314 rere 
SN sig nasioisse 90] 3'o-4 4160 {tHarvey......WFT] 6 3050 Pierce-Arrow..... RE] 6 5100 Transport 75] 5 er 
oS rer 120} 5 -7 4890 ttHarvey......WHT] 10 4050 Pierce-Arrow.....RF] 714 5200 eer B} 1% 2390 
Clydesdale. ..... 10A} 114 1785 Hendrickson......O] 114 2535 i ci 2 2850 
Clydesdale 2% 2650 Hendrickson. ..... R}] 215 3200 PEE R31 34 1970 Ce DI 3 3300 
Clydesdale 6} 316 3300 Hendrickson...... T] 314 3725 Rainier......... R29} 1 2150 eee Fi 5 47007 
Clydesdale 4) 5 4200 Hendrickson. ..... K] 6 4725 Rainier......... R36] 114 2590 Triangle......... AA] 1 1285 
Clydesdale : 6. a 4500 wn i — ee A naa 2 2 3 3080 Triengie ireseaaes: : } } . ; po 
ommerce........- 34-114 ion MRGUOMA . cc ccces a 2) o-< 355 POs cccescves -244 < 
Commerce........ b 1 3 — eemueucds 1) 5-2 arn Wacanaues an 31-5 4400 Triangle.......... B} 214-3 2585t 
ommerce........ 216 wana INGIANA... 2.08. yy 2 BO Ss cececes 6 5100 
| eS S| 3% 1300 MNS cs ccccess 25] 215-3 | | errr: FL 114 1185 U'timate........ AJL] 2 3250T 
| eS: Ej 1 1600 Indiana.......... 35] 315-4 da: Fi %% 1485b Ultimate......... RB} 3 3700t 
Di 1% 2150 Indiana.......... we & 7 ale Republic. ....... 75} 114 ns Ultimate. ...... .. Di 5 5600 
. eee Cj 2 2750 International....... S} 1 1250 Republic. ....... 11Xj 2 United H’way.....15} 34 aie 
. ae B] 214 3000 International......21] 1 1550t Republic. ...... 19Wi 3 i ene 30} 114 PPS 
ee R} 3 3250 International......31} 114 1650t Republic. ........ 18} 3 eee | eee 35] 2 «243 
. Se A} 314-4 3800 International......41] 2 2100+ Republic......... 20} 414 oe I acccsaaes 50} 21% ere 
Corbitt... ....... AA] 5 4500 International... .. 63] 3 2750 eT CW 114 3000 eee. Cc] 3% pate 
International... . . 101) 5 3600 |. CDW] 2 3300 United States...... UL 1144 1875 
prtiter Boe - 14 we a a — Mucsaanes pt 24% 3575 ese _— _  - 1 poss 
ay-Cider....... 2 see a Se 4 OWE. . cw ccases 5 nit tates... . y4 
Diy-Elder pawns DN] 2% ees Kelly-S reeere K380} 214 | re HW : 4500 United States......R] 3 3375 
Day-Elder....... CN} 3 a Kelly-S......... K39] 214 Dicvcexenst FW] 5 4850 United States... Ss} 4 4075 
Nee ery jes : ‘ x ae Doe rdw oe 314-5 paca hieaxecay a ii = a — pee . 3 5 an 
. eee - wees elly-S......... 5 -7 ony uggles......... 5 ni ates...... 
Deatborn......... E] 1 1600T Kissel caus head 1 1585 ends Reaceuvens 40 ; pity " 

— Paovieces vers ! 114 1980} a Retina euenenae 114 1975 Ruggles........ 40H] 214 2295 WGINE ys cvivnees 25] 34-114 = 
ne ang, EEE 48) 2 2390 |” Se 216 2875 | 40] 21% 55 
iby bes eaacaes bo 34-114 1485 | TP Pee 4 3625 Sandow...... CG&G} 1 1795t \. ee ¢ 414 ae 

33] 2 2375 ere 2% 2750t WHNiaaada saan 0} 6 
Denby 222 35 3 2975 Larrabee.........X2] 1-114 | 1785 Sandow.......... 5 4325 
ee 27] 4 3695 Larrabee........ JA} 114-214 2100 Sanford.......... 10} 34-114 pee +7 Walter FL] 2 baas 
SD sc aan 210) 5 4295 Larrabee.........K5} 215-315 | 3550 Sanford.......... 15} 119-2 moe +tWalter.......... FI 5 ane 
Denby... 214) 7 4945 Larvabee......... La] 314-414 4100 gg. eer 25] 214-314 a ,.. SPP Ce anes 
Dependable. CD] 114-2 2350 | Seaferd......000.. 35] 314-5 WEilecccccexs 15] 3% 2400 
Dependable... . . . EG} 214-3 2950 ee TTC Cee EX} 114 Sanford... ... cee 50} 5 -7 nada , ee 20} 2 3250 

lamond T....... 5 34-1 Maccar . LY 144 pS errr ee 1% 2500 Soc uvedewed 40} 34% 4200 

lamond T....... 03] 1 -1% BR xsinssces HT} 2 Schacht............ . 3200 , _ RESERIR 45) 5 4500 

aaa Ti 1% Macear.........- Hl} 3 Schacht 3 3800 , Sey AA} 1 1900 
Diamond T....... U2] 214 Maccar.......... M2] 4 Schacht............ 4 4400 SR a cawsiss BB} 114 2550 
Diamond T........ K] 314 (ee Gl] 5 ees Ci ee 5 4600 WG ecasaeas Ci 214 3000 
Diamond T...... EL] 5 MacDonald........ Oo] 3 -+5 5509b Selden.......... 30C} 1144 2375 \ | aes EE] 31% 3950 

~op al, BO 5 aes MacDonald........ A] 74% $090b TO 5. occccei SOB] 214 3250 \ are Fi 5 4350 
Dodge Brothers... . 34 730 Rr AB] 14 3000 SB icisk cacas 53B] 214 3550 \ ere cj] 1 1350 
apes, 1 2490 See AB] 1% 3150 Selden.......... 70B] 314 4175 Weis <acccccx FL 1% 2270 
I iss cerasiaias K4] 214 3400 re AB] 2 3300 DOS cccscésns 73] 314 4475 Ws <essnnas EA] 21% 2825 
Dorris... ss... K7] 314 4400 PN <essacans AB] 2 3750 ee 90A] 5 4950 , ee G] 3% 36857 
 Wiligehiies 109] 14 685b Mack........... AB] 214 3100 Service......-.--. 251 114 Wilson........... H] 5 4520t 
Duplex. 2.2.2... G} 1 tess Mack. .......... AB] 214 3350 Service........... 33] 114 Sess 
oe Siptante “a y° Mack ‘acl 3° bp Serviee........... 42] 2 Yellow Cab....... Ti] 1 1740 

Wvcennwewanwa ac i 55 











t—Short wheelbase model; ¢}—Truck Tractor; **—Front wheel drive; 





b—Price includes body or cab. 


MOTOR AGE May 8, 1924 


Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 








Uni- 
ENGINE Electrical | Clutch | Gear-| versal | REAR AXLE Rear 
System set | Joints Springs 








MAKE AND MODEL 


ated Horsepower, 
7c.c. 


Number of Cylin- 
ders, Bore and 
Crankshaft Bearings 
Four Wheel Brake 


Stroke (Ins.) 
Starter Make 
Type and Make 


Type and Make 
Type and Make 
Foot, Type and 
Location 


Balloon Equipment 
Gear Ratiot 


| Carbureter Make 
| Hand, Type and 


| Location 


| 


Wheelbase (Ins.) 
Standard Size 
| Oiling System 
| Generator and 
Type and Length 


ow 








| 
| 
| 
| 
| 


a] 
v7) 
i) 
o 


& 
ym 


American. . .. 27 133x444)) } ¢ 6-314x5 
Anderson...... 32 ( J 6-316x414 
hi 6-33 4x44 
ee. EEE K é ¢ 6-314x414 
Apperson....... sche 3: 8 |8-314x5 

: 1U |6-344x414 
Auburn 32x414] Yes* 3 6-314x5 


= 
® 
a 


= 
Bey 


STolololol=) 


POO ED DSO rd 


14 Own 
¥6 Col 


% Col 


Oo OO tO Rm ROO | See meet 


el Sl Salen] Bl sal a | Valve Arrangement 
aaaaaaa | Piston Material 


a 

oe 

B 
9 Sui Grn 
SSRSss 
acevo 


I 
r 

ts 
er ar 


Barley..... 32x4 |No 6-314x5 
|S eee 31x4_ |No 4-334x434 

“ee (ae No 6-334x434 
32x43 


1 Col 
34 Own 
F-Own 


eo 
QaQaQq 


Pal pie 
aaa 


33x5 |No 8-314x5% 
32x414|No 2 
33x5 |No 
32x4_ |No 6 

33x414|No y 6-314x4'9 
32x4 6-31ox5 
30x314|No 4-3 1x4 


F-Tim 
R-Sne |'4Col 
R-Sne_ [34 Col 
M-Mec |'% Tim 
M-Mec |'4 Tim 
Own F-Own 
M-Own |4 Own 


M-Det |}4 Own 
M-Mec |! Own 
M-Spi__|F-Col 
M-Spi |4 Tim 
M-Spi_ |'4 Tim 
R-Sne_ |F-Tim 


Q> re FaQQRQ 
2yQeraaD 


Chrysler i 29x414/S.E. 6-3 x434 
Cleveland 16|31x4 |Yes* y 6-3 6x41 
Cole 2714|33x5 |Yes* |N : 8-315x416 
31x4 |Yes* |C 6-34%x414¢ 
aephaie 33x414|No Y 6-354x514 
Cunningham 33x5 |No y / 8-334 x5 


Bras 
FaH 


Nowaorce a es ni) Ie Oe 
’ 


SSS see eee 
SSSSSS ANTWwssS SSaS 


QQQOFrQy 
POPP ah CRORE Reo 


mm 


Dagmar. ... 33x5 6-354x5 14] ¢ 
Davis ” ; 3ix4 |Y , 6-3 4x414 
Davis - 31x4 Cont 6-336x41 9] 2 
Dodge Brothers......... 32x4 /Y Own 4-37¢x416 
D 5 |3lx4 /Y Fall 6-314x4!4] 23. 
33x5 Own 8 |8-27¢x5 | 26.45 
32x414 H-Sp 6-314x5 | 29.40 
3lx4 |Y Cont 4-376x414] 24.03 


M-Spi | Tim 
M-Pet |!4 Tim 
M-Pet |! Tim 
M-Own |'4 Own 
M-The /|34 Fli 

R-Cli 
M-Spi 
M-Spi 


M-Mec 
M-Mec 
M-Har 
R-Sne 
M-Spi 


ont Et ome oe EE Et 
QQFrOorana 
9 69 09 G9 OO Hm He oe 
bel el oleoicoicc] 

Le > ‘ : 
Arm aA 


sly 
aa 


31x4 Lyco 4-354x5 | 21.03 
31x4 Cont 6-34x414] 23.44 
32x4 é Cont 6-334x4)9] 27.34 
32x44) Y ‘all 6-316x414| 23.44 
11014|31x334 Own 6-25¢x4 | 16.54 
115 |30x4.4 6-314x414| 23.44 


120 {32x44 Cont 6-33 6x5 27.34 
100 |30x314|No Own 4-334x4 | 22.50 


_ 
© 


- 


ToT 
aaa 


Coocceco SeSSztsoscs 
Lom 
‘ 
= 


1 
1 
5 
6 
9 
4 
3 
7 
7 
7 
6 
4 


~ 
© 
SO i ee 


Ce 
ww 
= 


33 
Hes 


M-Spi 
D-Own M-Own 


P-M&E M-Spi 


P-B&B M-Pet 
P-Own R-Mec 


M-Spi 
M-Spi 
M-Spi 
M-Thi 
M-Spi 
M-Uni 


M-Mec 
M-Thi 
M-Thi 


D-Det R-Uni 
P-B&B M-Spi { Ti Jae 


LaFayette 33x5_Y 8-314x514| 33.80 D-Own m |M-Own |F Own 
Lexington..... (soe f 6-3 56x49] 26.30 ee P-Lon R-Sne 5 Ros 
Lexington. .. Minute Man 32x43 

Liberty... .. .... .6-E 32x4 |} 6-314x5 | 23.44 
33x5 y 8-334x5 | 36.45 
Locomobile.. . . 35x5 6-419x5!4] 48.60 


ons 
aus 
[es] 

' 


~ 
—— 
e 
ar | 


32x44 Yes* |Own 6-314x4 | 25.35 


Oo 


32x4 |Yes* |Lyco 4-314x5 | 21.76 
30x314|No Own 0 |4-35@x4 ‘| 21.03 


ow ~ wn 
= 


as 
a 


far be | 
mi 


Se 
BNA 


fa Series 4 32x414|No Weid |Spec |4-334x514| 22.50 
...... Series 6 32x4 Vo} Yes* y 6-314x5 | 29.40 
eee | 32x4_ |No 5 6-314x5 | 25.35 
32x4141 Yes* 7 j 6-31!9x434] 29.40 
34x41|No ’ 5 16-31ox5 29.40 
115 |32x4 |No r 4-314x514] 16.90 


oo 
224 
sss 
Bea ss 
_—— 


RRS 
o°o0 


31x4 6-314x5_ | 25.36 
120 |32x4 |Y 6-3 56x434] 26.34 
12414|32x419 y 6-3 546x434 | 26.34 


120 [32x44 8-3 x5 | 28.80 


5. 
5. 
5. 
4. 
4. 
4. 
4, 
4. 
4. 
4. 
4. 
4. 
5. 
4. 
4. 
6. 
4. 
4. 
3. 
4. 
4. 
4. 
4. 
4. 
4. 
4. 
4. 
4. 


wo ee OS WrmWwWwww 
ee St CO 
Nowe Nore 


eo 
~ 
Go 
eo 


eer 5 32x4 (/Y 8 6-3 56x54] 26.34 


ou 


P-B&B M-Spi |4Ti Gem 
D-Own M-Spi i , Own 
D-Own M-Own : Own 


D-Own M-Spi : Own 
P-Mec R-Own |'% .60 JE Own 
D-Lon > Uni : Ros 
D-M&E pan i ‘ c* [Ros 
R-Sne ‘ 

M-Spi i : Gem 
M-Spi_ [14 Ti : yd* |Gem 
M-Spi i ° E-R Gem 


Qra 


Marmon. : 34 32x44 7 6-334x514] 33.75 
Maxwell... .. 25 4~—356x419] 21.03 
McFarlan.. . SV 6 i Y |6-33¢x5 | 27.34 
McFarlan.. .. .TV K 6-4)ox6 | 48.60 


Q errr 


Moon... U6-40 ; J 6-31¢x414| 23.44 
6-58 32x4) 6-33 ¢x4lo] 27.34 
Series A J 6-316x414] 23.44 


ar 
2 


691-3-6-7 y 6-314x5 | 25.35 
692-4-5-8 M9 y 92 |6-314x5 | 25.35 
..- 41-8 ‘ y 4-336x5 | 18.23 


M-Own 5 Gem 
M-Own |'4 : Gem 
M-Own |! : Gem 


M-Mec |! . »  |Jac 
R-Own ‘ ) Mun 
M-Own .50 Ow 


Oakland.... 6-54 6-234x434] 18.90 
Oldsmobile.......... .30 6-234 x434]| 18.15 
Overland... 91&92 30x314 4-315x4 | 19.60 


Q0F BQQ 


Packard... ..... 126&133 33x44 6-35¢x5 | 27.34 


Q 


M-Spi_ |} > JOwn 
Packard 136&143 I 33x5 8-33¢x5 | 36.45 Cc M-Spi Own 













































































For abbreviations see page 58. 








S-52 
8-55 
V-50 
S-59 
S-58 


5-48 


S-51 
E-51 
S-52 
0-47 
5-54)4 


5-54 
0-4314 









MOTOR AGE 











Billex 


Long Discounts and 


Excessive Service 
or 


No Service Expense 


@~< ® 
and Fair Profits— 
Which do you prefer? A cheap bumper, which 
by reason of its very cheapness, pays you a long 
discount, and leaves you heir to endless troubles | 
that demand excessive service? Or—an honestly- 
built bumper that needs no service? A bumper 
on which the discount tells the truth about the 
real profits you make. 

Long discounts and doubtful profits—or sure prof- 
its with Biflex? Excessive service—or no service? 
Lagging sales—or quick turnover? A follower—or 
a leader? Those are questions for you to decide. 








Decide NOW! Put your bumper business 
on an honest, profitable basis—with Biflex! 


THE BIFLEX CORPORATION 
WAUKEGAN, ILLINOIS 


Export Department: 130 West 42nd Street, New York Ciry 


TRADE MARK 


Cushion Bumper 



















































MOTOR AGE 


Current Passenger Car Specifications 















































































































































(This list comprises cars distributed on a national basis) 
Uni- Steer % 
TIRES ENGINE Electrical Clutch | Gear-| versal | REAR AXLE BRAKES irg | Rear . 
System set Joints Gear Springs 
a ' ¢ is » H 7 
MAKE AND MODEL a : & $ cia Pa » g “i * a - 2 «4 x 
—-] ls a =< «x = S we 
Eis | 4 S3./% || sled) §)2]2 [Fs] = 1 2iel2 ie Is : 
“oe o sof l & slaelscl*| 5 |e pac] aig & 8 ~ 
ae ae ss- |zu|/=lsgia| s]- | 22] F |] Ele |eslesle 7 I 
al ett - : . ¢ 5 -5 
g)/te| 2] 2) 3) eed | BS/ 2) see) 2] Se] 28] 2 | 2] oe | e | el] eelFelse} 4) 2 7 
es ilé=| el) ) 8) 284 |dzisleizss| 3 |S /s4] & |e] & | & | o [e&s)e5/ee| =| e : 
ee Se 6-70] 131 |33x414]Yes* |Cont [Spec |6-334x5 | 33.75] L | C | 4 |PC |Ray |A-K [Rem |D-Lon |W-G |M-Mec |}4Tim | 4.60 |E-R |I-R {None [Gem |S-40 
TUR... 5.6 x ich cae Six] 126 [32x4!4|S.E. |Own 6-3'x5 =| 29.40] L 7 IPC |Joh Del |Del |D-Own [Own M-Spi Wy Tim 4.66 |JE-F |I-R S Gem _ |S-54 
ae 66] 128 133x5 |Yes* {Own 66 |8-314x5 | 33.80] L | C | 3 {PC |Bal |Del |Del |D-Own jOwn |M-Spi |34 Tim] 4.90 JE-R |I-R = |Hyd* |Gem |s-60 
Pierce-Arrow......... 33] 138 |33x5 |No Own 33 |6-4 x514/ 38.40] T | C | 7 |FP jOwn |Del |Del {D-Own |Own (Ran V4 Own | 4.29 JE-R_ {I-R ec* |Own |S. 
100 
er 6-D] 12634 |32x414]Yes* |Own |6-D  |6-33¢x514] 27.34] I | A | 3 [PC |Str Del |Del |P-B&B {Own |M-Spi |}4Tim| 4.58 |JE-R |I-R  |Hyd* |Own [8-574 
R&V Knight.......... H] 124 |32x414|No Own |Kni |6-314x414| 29.40] X | C | 4 IPC {Str |A-L |A-L [P-B-L |B-L |M-Spi |14Tim] 4.50 JE-R |I-R = |None |Jac  |S-61 é 
| aera. T6| 120 |32x4 |Yes* |Own T6 |6-33:x5 | 2434] GA |4 |PS [Ray |NE |NE |D-Own |Own rong 44 Own] 4.70 JE-R |I-R = |None |Own |S-/54% 
-Own 55\% 
ee MI 131 |32x414/Yes* |Mons 4 |4-43{x6 |30.63] H | A | 2 |PS [Str Bos |Wes |D-B-L_ |B-L vies 34 Stn | 3.44 JE-R {I-R None |Gem_ |S$-58 , 
Rickenbacker. ........ Ci 117 (|32x4 |Yes* j|Own C |6-314x434| 23.44] L | C } 3 {PC {Str Bos os |P-Own |Own |M-Mec |34 Own| 4.60 |I-F |E-T |Mec |Gem_ |$-57 
Roamer.......... 6-54-E| (118 |32x414|No Cont |12XD |6-314x514| 29.40] L | A | 3 {PS |Str Spl Wes |P-B&B |Ful R-M&E [34 Tim | 4.60 Mec* |Jac V-5534 
138 
Reamer. ......... 4-75-E res 32x414|No Dues | Gl [4-414x6 | 28.90] H | A | 3 {FP [Str Bos |Wes |D-B-L |B-L |R-M&E |34 Tim | 4.63 JE-R  |I-R Mec* |Jac | V-5534 
ME 2). Cau woh nee 112 |31x514|S.E. {Own 4-314x414/ 16.90] L | A | 4 {PC |Til Con |Dyn |P-B&B {Mun |R-Sne |14Sal | 5.10 |E-F |E-F |Mec [Dit  |s-46% 
Rolls-Royce. ...... 40-50] 14314]33x5 |No Own 40 |6-414x434| 48.60] L | A | 7 |FP [Own |Bos |“O” |K-Own |Own |M-Own |F Own | 3.72 |I-R |I-R = [None |Own |V-54% 
Bagere Git....:5..555 GL] 136 |33x5 |No Cont 6J |6-334x5 | 33.75] L | C PC |Str Del |Del |P-B&B |B-L |M-Cli |F Tim | 4.91 JE-R |I-R’ |None |Ros_ |S-56 
ee 50&5ic} 112 {31x4 |No Lyco |CF |4-354x5. 21.03] L | A | 5 |PC |Zen |A-L JA-L |P-B&B [Own |M-Uni |FPen | 4.50 |E-R |I-R = |None |Dit — |S-52 
Se Se. 740] 130 1|32x444INo |Own | 740 |2-4 x5 | 13.00 Non |Non_ |Bij Non Non |Non 1440wn | 4.50 JE-R |I-R_ |None 
Star................-.4] 102 |30x314|No [Cont |Spec |4-3'4x414] 15.63] L | C | 3 |PS |Til A-L |A-L |{P-Own |War |M-Spi [34 Ad | 4.87 JE-R |I-R = |Mec* |War |S-49 
Stearns-Knight.....SKL4] 119 |33x419|No Own |Kni_ [4-334x55¢] 22.50] X | C | 4 [PC [Sch JA-K |A-L |D-Own |Own |R-Cli 44Own| 4.50 JE-R |I-R = |Hyd* |Own {V-50 
Stearns-Knight...... . 6| 130 |33x5 |No Own |Kni |6-344x5 | 25.35] X | C | 4 |PC |Sch |A-K [A-L |D-Own |Own /|R-Cli 14 Own| 4.70 JE-R  {I-R = |Hyd* |Own |{V-50 e 
Stephens....... 104&20 a he No |Own 20 |6-3'4x414] 25.35] I | C | 3 |FP [Str [Del |Del |P-B&B |Mec |M-Mec |}4 Tim ie E-R |E-T |Hyd* |Gem (Se. { 
124 ||33x4} , \S-574% 
Sterling-Knight...... 125 |32x414|No |Own |Kni_ |6-314x454] 25.35] X | C | 7 |FP |Str |Wes [Wes |D-Ful [Ful  [R-Cli 14 Tim | 4.56 |E-R |I-R [None |Ros_ |S-58 . H 
Stevens Duryea....... G} 138 (35 No {Own G |6-47%x5'<| 47.25] L | C | 4 JPC |Str Bos {Bos |D-Own |B-L |M-Spi |F Tim | 3.76 |E-R |I-R [None |Ros_ |S-5744 \ 
35x5 
Studebaker... ..Light Six} 112 |31x4 |No Own {LS 6-314x414| 23.44] L | C | 4 IPS jStr wes was P-Own |Own |R-The [4 Own] 5.00 JE-R |I-R  |None |Own |S-50 
em em 
Studebaker.....Spec. Six} 119 |32x4 |No Own {SS 6-344x5 | 2940] L | C | 4 IPS [Str es se P-Own |Own {M-Spi [4 Own| 4.33 JE-R |I-R  |None |Own |S-56 
em em 
Studebaker. ..... Big Six| 126 |33x444|No |Own {BS 6-37¢x5 | 36.04 C | 4 {PS |Bal —s hte P-Own |jOwn |M-Spi |4Own|]| 3.71 |E-R |I-R  |None |Own |{S-56 
em |\Rem 
RR 2s ececnk ee 690} 120 |32x414|No Weid |Spee |6-33¢x5 | 27.34 B |] 3 {FP {Str Rem em |P-B&B |W-G |M-Mec |14 Tim | 4.66 JE-R |I-R  |None |Gem_ [5-62 
ae KLDH} i30 |32x414|No Own |KLDH/|4-43¢x6 | 30.63] T | C | 3 {PC {Str Del |Rem |D-W-G |Own |M-Har |34 Own] 3.75 |I-R  |I-R~ |None |Gem _ |S-60 
BRE cccteosdenceer 695} 130 |32x4!o/Yes* |Own 695 |6-3!ox5 | 29.40 C |} 3 {PC [Str Rem |Rem |P-B&B |W-G |M-Uni | Tim | 4.66 |E-R |I-R Hyd* |Gem {5-614 i 
ey 122 |33x4 |No [Own 6-334x5 | 27.34] L | C PS {Til Dyn |Con |P-M&E |War |R-Cli |34Sal | 5.10 |I-F |E-T |Mec |Gem |S-54 
| er 56&58/ 118 |32x4 |Yes* |Own 56 |6-3335x414] 24.38] I | C | 4 |FP |Str A-K |Wes |P-Doo |Dur |M-Thi |}40wn (‘is E-R |I-R_ |Hyd* |Gem |S-55 
4.66 
Westcott. .... sehneeete 48] 125 |32x4141Yes* |Cont |12X |6-314x5!4| 2940] L | A PS |Ray |Del |Del |P-B&B |B-L |M-Pet |44Tim | 4.45 JE-R |I-R  |Mec* |Gem_ |S-59 ‘ 
Westcott.............44] 120 [832x414] Yes* |Cont 8R_ |6-33¢x419| 27.34] L | C | 4 |PC |Ray |De Del |P-B&B |War |M-Pet |14Col | 4.90 |E-R |E-T |Mec* |Gem |S-57% 
Westcott............ 60} 118 |32x414/Yes* |Own 60 |6-314x5 | 25.35] L | C|7 |PC |Ray |Del |Del |P-M&E |War |M-Pet |!14Col | 4.66 |E-R |E-T |{Mec* 
Wills Ste. Claire. .A&B68 121 |32x6 |SE Own 68 |8-314x4 | 33.80] I | C | 3 |FP |Hol |Del |Del |D-Own [Own |M-Mec |!4Own] 4.45 JE-F |I-R [Hyd |Lav_ |S-54% 
127 
Willys Knight. ... .64&67 bs (= No {Own 64 |[4-35¢x414] 21.03] X | C1 3 IPS ITil A-L JA-L |D-Own |Own |R-Own [34 Own (3-4 E-R |I-R  |None |Own |S-55 
124 |\32x44 - ‘ 5.12 
TAXICABS 
i. ee ee 117 |32x414|No |Buda |WTU |4-334x5)4] 22.50] L | C | 3 |PC |Zen |Bos |Wes |D-Ful |Ful [Blo 34-Col | 4.87 JE-R |I-R [None |Jon  |S-57% 
ee” 116 |32x4 |Yes* |Own 4-374x414] 24.03] L | A | 3 |SP [Ste |N-E |N-E |D-Own |Own |M-Own |!4 Own] 4.54 |E-R |I-R  |None |Own |S-55 
DEMEE ees okeeos duke 10814]30x314|No {Own 4-256x41o] 11.03] L | C PS {Zen |Bos |Bos |D-Ful |Ful [Spi 34 Own |fK.75 |E-R |I-R [None |Own |S ?, 
RE: «.cnwctacwees nee 4) 118 |33x414|No Lyco |CF 4-354x5 | 21.03] L | A | 5 {PC [Car {Del Del |P-B&B |Mun |Pet 34 Sal |f4K.75 |E-R |I-R = [None |CAS S-51 
PE Sccwesasasnsutte 6] 118 |33x44|No |Cont |8R = |6-33gx4)o] 27.34] L | C | 4 {PC |Str |Del {Del |P-B&B |War /|Spi 34 Sal | 4.75 JE-R |I-R [None |Gem [5-02 
ee) EE E] 112 |32x4 |No Lyco |CH |4-314x5 | 19.60] L | A | 5 |PC |Zen {Bos |Bos |P-B&B |W-M |M-Spi |34Sal | 5.10 JE-R |I-R [None |Lav_ |S-55 
Pennamt............. 115 |33x414|No Buda |WTU /4-334x5)4} 22.50] L | B | 3 PC {Zen |Bos |Wes |D-Ful {Ful [Blo 34 Col | 4.87 JE-R |I-R [None jJon $-57 
ee 4A] 118 |33x414|No |Buda |WTU /|4-334x5%4] 22.50] L | B | 3 |PC |Zen |Bos |Bos |D-Ful |Ful {Blo 34 Col | 4.70 |E-R |I-R  |None |Own [5-574 
Rauch & Lang......... T| 112 |32x4 |No |Buda |WTU |4-334x514| 22.50] L | B | 3 |PC |Zen [Bos |Dynt |P-Det |Det {Spi 14Sta | 5.10 JE-R |E-T |None [Gem |S-59% 
Rauch & Lang**..... 102 |33x414|No Own Electric None None |Own Own 8.60 None S- 
| eee -. Vi 113 |33x414/Yes* |Own 6-33%x5 | 24.30] G] A PS |Ray |N-E |N-E |D-Own |Own [Own 34 Own| 4.70 JE-R_ |I-R  |None |Own |S-55 ‘ 
Traveler.......... ...| 10814]32x4 |No Buda |WTU |4-334x51,| 22.50] L | B | 3 |PC Eis |Eis |B-L W-M Spi Col E-R |I-R |None |Gem |S 
White..............15A] 119 |34x414/No Own 4334x514] 22.50] L | C Sp |Zen |N-E P-Own |Own 14 Own E-R |I-R [None |Own |S 
Willys Knight... .. A] 118 |32x4144|No {Own 4-25x410] 21.03} X | C |] 3 IPS |Til A-L |A-L |D-Own {Own |Own 34 Own} 5.12 |E-R |I-R_ |None 
Yellow. a tee -9-") 109 |32x414|No Cont |V7 4-33¢x5 | 18.23} L | C | 3 |PC {Zen |Bos |N-Et |D-B-L |B-L_ [Spi 14Tim | 4.90 JE-R |E-T |None |Gem |. 
Yellow... : .O- | 109 |29x414|SE [Cont |V7 4-33¢x5 | 18.23 | L | C | 3 IPC {Zen (Bos  |N-Et |D-B-L |B-L_ {Spi 14 Tim | 4.90 |E-R_ |E-T  |None |Gem_ [56 
ABBREVIATIONS— De J—De Jon Hol— Holley N—Platform Spi—Spicer 
A—Aluminum Dit—Ditwiller Hoo—Hoosier Non—None Spi—Splitdorf : 
Anst—Ansted Doo—Dooley H-Sp—Herschell-Spillman N. E.—North East S. E.—Standard Equipment 
Ad—Adams Dtl—Detlaff Hyd—Hydraulic Nor—Northway Ste—Stewart 
A-KX—Atwater-Kent Dues—Duesenberg I—In Head O—Special Type Str—Stromberg 
A-L—Auto-Lite Dur—Durston I-F—Internal Four Wheels P—Single Plate T—T Head 
B—Semi Steel Dyn—Dyneto {-R—Internal Rear Wheels PC—Pressure to all Crankshaft Whe—Thermoid 
Bal—Ball & Ball E—Full Elliptic Y¥—Three-Quarter Elliptic and connecting rod bearings Thi—Thiemer 
B & B—Borg & Beck E-F— External Four Wheels Jace—Jacox Pen—Penfield 'Til—tTillotson 
B-F—Both Internal and External £-T— External Transmission Jax—Jaxon Pet—Peters Tim—Timken 
Four Wheels F—Full Floating Joh—Johnson PS—Splash with Pressure Uni—Universal 
Bij—Bijur Fall—Falls Jon—Jones Q—Quarter Elliptic V— Cantilever 
B-L—Brown-Lipe Fli— Flint K—Cone R—Fabric W-G—Warner Gerr 
Blo—Blood FP—fFull Pressure to all bear- L—L Head Ray—Rapyfield W-M—Willys-Morrmw 
Bos—Bosch ings including wrist pins Lav—Lavine Rem—Remy Wag—Wagner - 
C—Cast Iron Ful—Fuller Lon—Long Roc—Rockford War—Warner 
Car—Carter 1% F—Semi-Floating L.-N—Leece-Neville Ros—Ross Weid—Weidely 
Cli—Climax 34 F—Three-Quarter Floating Lyco—Lycoming S—Semi Elliptic W es— Westinghouse ' 
Col—Columbia G—Head and Side M—Metal Sal—Salisbury ‘Wis— Wisconsin 
Con—Connecticut Gem—Gemmer Mar— Marvel Sceh—Schebler X—Sleeve 
Cont—Continental G-L—Grant-Lees M & E—Merchant & Evans Sco—Scoe Zen—Zenith 
DY—Multinle Disk Goo—Goodrich Mece—Mechanics Sne—Snead **__Tlectric 
Del—Delco H—Horizontal Mons— Monson Sp—Splash : +—Gear Only 
Det—Detroit Har—Hart Mun—Muncie Spe—Special *—Extra Cost 
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Paplic confidence in the Cadillac 


is the great reason for the Cadillac 
Dealer’s confidence in his individ- 
ual success. His present and future 
prosperity are made secure by the 
signal good will created by the 
Cadillac organization in twenty 
years of fine car manufacture. 


The Cadillac franc mint is av vailable in a few 
communities. Pro e dealers will find 
it both practicable pa ne einai to add the 
Cadillac to their line. Write us for information. 


CADILLAC MOTOR CAR COMPANY 
Division of Genera | Motors s Corporation 
DETROIT MICHIGAN 


CADILLAC 








Standard of the World 












Below; Full page advertisement in 
May 31st, Saturday Evening Post. 
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Announcement! 


E have purchased the entire 

business, good will and assets 
of the Clymer Manufacturing Com- 
pany, Denver, Colo, makers of the 
Clymer Windshield Spotlight. 


The operation of both the Clymer 
Manufacturing Company and the 
Fyrac Manufacturing Company will 
be continued as heretofore, except that 
the Clymer Manufacturing Company 
will be under new management. 


The Clymer Windshield Spotlight 
will be distributed exclusively 
through Jobbers and will be consis- 
tently advertised in The Saturday 
Evening Post and elsewhere. 


Fyrac Mfg. Company 


Clymer Mfg. Co., Denver, Colo. 


(Div. of Fyrac Mfg. Co.) 
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Do you decide what is best for 
your business? 


Or are you dictated to by a big- 
production factory sales man- 
ager? 


Be independent! Own your 
own business! Be your own 
boss! 


When you make money be 
able to keep it. 


What does it profit you to put 
a large number of cars on the 
streets if your margins are tied 
up in used cars or dissipated in 
service? And at the same time 
suffer from more factory pres- 
sure to make you take more 
new cars. 


THERE A 
STRING TIED 
TO YOU ? 


You cannot evade this problem. 
Why not solve it with the 
Auburn franchise? 


Let us show you how you can 
sell fewer cars but make more 
money—and keep it. Be your 
own boss. Have a voice in 
affairs at the factory. 


There are no strings tied to the 
Auburn dealer. He has a com- 
plete line of sixes, wonderful 
value, fully equipt cars and 
at competitive prices. He is an 
independent,successful business 
man, not simply a District Rep- 
resentative for a Factory. 


Now is the time—give us an 
opportunity to prove it. 


AUBURN AUTOMOBILE COMPANY 


Auburn, Indiana 





AUBURN 


ESTABLISHED 





1900 
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YOU, the auto- 
mobile dealer, 
should be the 
Parts Depot in 
your territory. 
WHY let the in- 
dependent Parts 
Depot walk 
away with part 
of your profits? 





| WISH 'D SEE A DECENT 

= LOOKING PARTS AND 
Tati SERVICE STATION. | HATE 
UT ’ =*| TO WASTE MY TIME INA PLACE 
WHERE THE PARTS ARE HIDDEN 

“SN ALL OVER THE STORE IN 
“\ OLD WOODEN BINS. 






PARK & WAITE 


AUTO SUPPLIES 









gut a) STRANGER 














Take this tip 
on your next trip 


—look for ““LAPS” 
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THAT FELLOW WILL HAVE \\/ 
@) WHAT | WANT. HE'S GOT [' 
A LUPTON SYSTEM. WHEN 
| SEE"LAPS"1 KNOW THE || |j,)- 
FELLOW IS ONHIS TOES AND 
WILL GIVE ME SERVICE, 
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MPANY 
Main Office and Factory, PHILADELPHIA 


Sales Office, 2631 Woodward Avenue DETROIT 
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] To know what the 1925 styles in motor cars will ]/ ] 

: I 

7 be you have only to look at the 1924 Kissels. ]/ 7 
Next year cars will be longer, lower set—for 

Y, V beauty and smart appearance as well as for y j 
| 3 ~ | 
j/ ]/ safety at high speeds. In this Kissel has been Uj j 
| / and continues to be a leader. ]/ 
/ | The new Kissel Enclosed Speedster and the / 
] ]/ new Victoria will be the objects of almost uni- ] ) 
/ / versal imitation. Their advantages and the j 7) 
) | popularity they will enjoy are obvious. ] 
| ) In countless other ways, little and big, Kissel is ) 7 
] ] leading the way in automobile designing and j; j 
| | construction. | 
7 The advantage to you of selling the Kissel is real 7 
] ] and evident. A cara year ahead of others is a j ] 
] j car witha year longer life. It is a car that people j / 
] j will search out to buy. The Kissel dealer does j 7 
| | not meet competition. He makes others meet it. 
YAG YAG 
KISSEL seen on COMPANY 7 
Yj U artrorad, isconsin U Y 
J\7 ‘ss 7\7 
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This is the Fageol Safety Coach owned by Shasta Transit Co. 


that made the record operation between Sacramento and Redding. 








120,000 Miles Without 
Bearing Replacement 


A Federal Mogul Record 


The Shasta Transit Co. maintained their schedule 
between Sacramento and Redding by means of three 
cars, two cars making a one-way trip each day. Because 
emergencies did arise, it was always necessary to hold 
a third car in reserve. 


One Fageol Safety Coach now does the work of those 
three cars. It makes a round trip every day, 350 miles 
with plenty of detours. It has been maintaining this 
grueling schedule since January 16,1923. It has piled 
up a mileage of over 120,000 miles and in all that time 
the Federal-Mogul bearings have given perfect service 
and have never had to be replaced. 


These tests prove the superiority of Federal-Mogul 
Bearings. That is why more Federal-Mogul Bearings 
are used for standard equipment than any other kind. 


FEDERAL-MOGUL CORPORATION 


Successors to MUZZY-LYON CO. and the 
FEDERAL BEARING AND BUSHING CORPORATION 


DETROIT, MICH. 








This is the Hall-Scott power plant that drives 
the Fageol Safety Coach. Main and con- 
necting rod bearings are all Federal- Moguls 
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HE blue ribbon goes. Lk 
to the new Overlant 
Blue Bird—a picture to the 
No additional cost eye and a joy onthe road—_ Djg, 
for extra features! new luxuries—new comfort of 4 
Fisk balloon cord tires. —at an amazing low price: peo] 
Nickeled radiator, sie | ey 
headlamp tims, suf Spirit and sparkle—beaut! don, 
plates, windshield and style—acarinharmoty a nj, 
stanchions, outside with good taste and goo Gen: 
door handles. Blue- times. A happy car for 


black top and durable ‘lt for 
é yuilt fol 
long-grain Spanish happy people T ) 


upholstery. h appy days ! Rob 


f. 0. b. Toledo, Ohio 








goes 
-Jand 
o the 
ad- 
nfort 
price! 
auty 
nony 
goo 
7 for 
t for 





} 


) 


An Artistic Triumph! 


Lowest Priced Car with Balloon Tires Standard 


Distinction lives in every line and curve 
of the Blue Bird. Different with a difference 
peopleseek. A longer, bigger, roomier body 
done inrich Peacock Blue—smartened with 
anickeled radiator and outside door handles. 
Genuine Fisk balloon cord tires! Disc wheels 
(5) optional at $25 extra. 


Robust power under the throttle. A touch, 


and away you go—off like a streak! Riding 
always in relaxed comfort—with patented 
Triplex Springs and the cushioned tread 
of balloon tires simply smoothing away the 
miles. Looks—action—reliability—econ- 
omy—every benefit people want in a car, 
the new Overland Blue Bird gives them! 
A big prize at the price. A big money- 
making seller for dealers. 












Any automobile prophet can foresee big 
dealer profits in the new Overland Blue 
Bird. The success of this sparkling new 
model is sure—as sure as Independence 
Day is the Fourth of July. 





You know how everybody wants balloon 
tires. How everybody wants a car with 
more beauty than the other fellow’s car. 
How everybody wants plenty of power 
and peppery action. And, of course, how 
everybody wants a whole lot of every- 
thing for a little money. 


All right. Here’s your chance to give 
folks just what they want. There are 





Feather Your Nest in the Bank! 


some very desirable openings in the 
Willys-Overland dealer family —and the 
money-making advantage of the franchise 
is an open book to the whole industry. 


The Blue Bird simply makes a fine propo- 
sition finer. Adds to public interest in 
the entire line. Adds another big seller 
to a whole list of big sellers. Another 
golden egg in a big basket of golden eggs. 


Come along—and go along faster! Write 
or wire for a showdown of facts about 
the most liberal and beneficial automo- 
bile franchise ever signed, sealed and 
delivered! 


Willys-Overland, Inc., Toledo, Ohio 


Willys-Overland Sales Co., Ltd., Toronto, Canada 





May 8, 1924 
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Spark PLUGS 
FOR FORDS 





Just what Ford owners want! 
—a top-notch plug at a rock- 
bottom price. The Fyrac Z 
Plug is a 2-piece Ford plug of 
genuine Fyrac quality. Ad- 
vertised in The Saturday 
Evening Post. Write us to- 
day for ‘‘Z” booklet. Fyrac 
Mfg. Co., Rockford, Illinois. 


Fyrac Regular Plugs, one-INCH 
firing surface, $1 each. Made by the 
makers of the Fyrac Night Guide, 
the super windshield spotlight. 
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HETHER your car gets under 

way with an easy, gliding motion 
or with a hop, skip and a jump depends 
a lot on your transmission lining. And 
whether a lining runs sweetly from 
first to last or develops a stutter after 
the first thousand miles or so depends 
on how it holds its gripping surface. 


Almost any lining is good until the surface wears 
off. But Rexoidis “surface” all the way through. 
More material to the square inch, treated with an 
insoluble compound and welded together under 
tremendous heat and pressure. That’s Rexoid! 
One texture and one consistency from top to 
bottom. 


It won’t slip and it won’t stick and it won’t foul 
the oil. And it wears! 


THERMOID RUBBER COMPANY, Trenton, N. J. 


New York, Chicago, Los Angeles, Detroit, Atlanta, Seattle, Kansas City, 
aid Boston, San Francisco, 
Makers of Thermoid Brake Sz ca Cleveland, London, 


Lining, Thermoid Tires, —— ee —-- Paris, Turin 
Thermoid-Hardy 2 ae. 


_—_ 
Universal Joints = 
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To Seat Velvws 
Properly 


—to get a good compression-tight 
job—it is necessary to ream out pits, 
! carbon deposits or other irregularites 
Lg ven from the valve seats before grind- 
es: ing in the valves. The best way to 
do this is with a Sioux Valve Seat 
Reamer. It is rapid cutting and ab- 
solutely accurate. It faces the seat perfectly and at the 
proper angle. A few turns will cut a smooth clean face 
on the seat—making it easy to grind the valve to its seat 
and saving hours of tedious work. 














Made of the best tool steel, treated to stand up on valve 

seat reaming. Ground with proper clearance on the cut- 

ting points. Can be had in all sizes—in any degree, 
; 15, 30, 45, 50, 60, or 75. 


PATENTED 


Feb. 17, 1 . ‘ - ; 
Feb, 26. 1918 is No chattering if you simply in- 


May 18, 192! ° ° 
ada sert a piece of 50 lb. wrapping paper, ine 
large enough tocover valveseat,onthe icemsdinnn 
pilot stem between reamer and valve . PP sn 


seat. A few turns will cut thru paper. with Sioux 
@ PilotStems 


Sioux Pilot Stems are accurately only. Sizes 


3 in., 6 in. 


ground to fit perfectly. and 12 in. 





y 


SIOUX VALVE SEAT REAMER 
AND PILOT STEM 














Your Jobber Sells Them 





ALBERTSON & CO. SIOUX CITY, IOWA 
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Put Out a New Pump 
and Get the Trade! 


Modern filling stations make 
up-to-date curb equipment in- 
dispensable. If there is a rusty, 
faded-out, old style pump on 
your curb, get it off now. 
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Swap it for a new Bowser 
Sentry visible—as illustrated 
—one of the most imposing 
pumps that ever bore the gen- 
uine Bowser trademark. 
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Sentry visible will stop passing 
motorists—get their attention, 
and then their trade. It will 
help you increase your shop 
and accessory business, and 
add to your profits from the 
very date it is installed. 





ct 


Complete illustrated bulletin 
will be sent upon request. Ad- 
dress Dept. 14, at Fort Wayne, 
please. 
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ADDRESS 
»| ENVELOPE AS 
SHOWN HERE 
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iE AVE you a selling or advertising idea for any z 
. « ‘ EH 
Stewart Accessory? Jot it down, send it in and z| 
= e ° . . ° Eth 
= if it is judged acceptable for use, a $5 check will be :| 
= : = 
E mailed to you. 5 
lg =: 
iE is a practical idea or selling point that will is a combination of words that put over an | 
32 help you and others to sell Stewart Accessor- idea in a simple, easily remembered way. z| 
l= ies. It may be an unusual idea for displaying — a ae z 
iE some Stewart product in the window or on the Time to Retire, I'd walk a mile for a z| 
= counter. It may be some good point about the Camel” and “Save the surface and you vrais : 
[S product itself, its installation, or its operation. — slogans you no doubt are familiar i 
= with. z) 
[S If it is something new that you can do or talk 5, 
is about to sell Stewart Accessories, then it is a For every slogan or phrase that we judge ac- =| 
sales jolt. ceptable for use, we will pay $5. =. 


inANMNLAAT 


Sales Jolts and Slogans are to be passed upon by a committee of 
three,—a Vice President of the corporation, and the managers of the 
Sales and Advertising departments. 
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Your name, address and the concern you are with must be written 
plainly on your Sales Jolt or Slogan or it will not be acceptable. 
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Don’t wait! Send in your Sales Jolts and Slogans—now. 
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See the latest 


Stewart Lever 
STEWART-WARNER SPEEDOMETER CORPORATION, CHICAGO, U.S.A. (Spring Sales 
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“The Most Beautiful Cap 
in America” 


De Luxe Cap for 
Fords, Gray and oth- 


ers, $3.75 


Chevrolet, Star, Olds- 
mobile Six, Essex, 
Overland and others, 


$4.00 


For other larger cars 
$5.50 





ce 


ay 


No twisting, no scorched fingers. No 
time wasted. Just press the mono- 
gram, and Presto! the cap springs 
open—ready for filling. 


Convenient, rustproof, theftproof, 
troubleproof. 


It’s a beautiful cap, splendidly built 
and designed yet low in price—and 
extensively advertised—that’s the 
combination that means quick turn- 
over and real profits for dealers. 


This Display Stand 
sells De Luxe Caps. 


Ask your Jobber about this 

polished mahogany pedestal 

for your counter or win- 

dow display. Mounted on 

this pedestal the Bethlehem 

De Luxe Cap sells on 
sight! 


Snap it open! Click it shut! 


There is a correct size for all cars 
from Ford to Rolls-Royce. 


Write for sample cap. Simply men- 
tion car you drive and name of your 
Jobber. Sales helps, or information 
regarding discounts will be sent upon 
request. 


BETHLEHEM SPARK PLUG CO., Inc. 
Bethlehem, Pa. 
E. H. Schwab, President 

























Your name and 


Between the covers of this book 
will be found the answer to many 
a question that is puzzling you right 
now. 


It’s not a text book—it doesn’t 
preach. It merely describes in a 
simple, understandable way some 
direct and easy-to-operate methods 
for increasing your dry battery 
sales. First of all, it shows you the 
battery market that exists right in 
your city. Secondly, it gives you 
the inside manufacturing story, 
written in a way that you'll under- 
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The Red Seal Sparker 


This is an assembly of the well- 
known Red Seal Cells in a 


Sparkers, as they are commonly 
called are fast sellers. Order 
by name and display their color- 
ful cartons in window and store. 

















Chicago 
steel container. 
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Makers of the Manhattan Loud Speaker, 
Red Seal and Manhattan Radio Products 











address, please? 


stand — and finally, it outlines a 
plan that will increase the battery 
sales of every dealer who adopts it. 


It took thirty-two years to pro- 
cure the information found in this 
book —IT WILL TAKE THIR- 
TY-ONE MINUTES TO READ 
IT. 


Send for your copy now—there’s 
no obligation, of course. Just 
write your name and address on the 
back of a postal card and ask for 
“How to Make More Money Sell- 
ing Dry Batteries.” 





ANHATTAN 
ELECTRICAL SUPPLY CO, INC. 


é Advertising Dept., 17 Park Place, 


NEW YORK CITY 
St. Louis 


San Francisco 


cuit work. 


‘‘All Purpose’ dry battery. 

















Red Seal Single Cells 


Thirty years of experience are be- 
hind this battery. Push I 

Seals for radio—they give 
and satisfactory service. Depend- 
able for ignitton or open cir- 
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TRADE MARK REGISTERED 


BETTER SERVICE= 
MORE SALES 


@Car sales go to the dealer who services 
best. Prospects buy not only cars, but service. 


@ Ramco Cushion Inner Rings allow not 
only prompt andsatisfying service on overhaul 
jobs, but save your customer money and add 
to your profit on material. 


@ Fitting behind the piston ring, they centralize the 
piston and cushion the piston rings into perfect conform- 
ity with the cylinders throughout the stroke at any motor 
speed or temperature. Oil-pumping and piston slap is 
stopped; carbon and oil-dilution are overcome; power and 
a quiet running motor is the result. 


@ Prevent as well as overcome motor ailments—in- 
stall Ramcos with every set of piston rings. Avoid imi- 
tations, if you wish to side-step trouble. Ramcos are 
made as accurately as pistonrings. Hundreds of thousands 
of Ramcos are giving faithful service today. 


Attractive consumer folders, hangers Db ial 
and electros for newspaper use : You r Job er as 


map be had for the asking 


RAMCO 


INNER RINGS 


RAMSEY ACCESSORIES MANUFACTURING CORP., ST. LOUIS, MO. 
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A reproduction of Ne. 15 of the Graham 
Brothers Serieson ** American Industries’, 
as published in the Saturday Evening 
Post of May 10, 1924. 


The Great Servant 


America’s Public Utilities are the envy 
of the world. 


Our marvelous system of steam and 
electric railroads, street railways and 
bus lines is unapproached. The hand of 
genius is apparent in the efficiency of 
our light, heat, power and water service. 
Distance is annihilated by telegraph, 
telephone and radio. 


To supply us with these conveniences, 
great public service corporations have 
invested billions of dollars, giving em- 
ployment to millions of men and women. 
No other group of industries has con- 
tributed so vitally to the nation’s progress. 





Graham Brothers Trucks are the logical ' Ferhetnthnagevioa pitts Valen tees 
equipment of Public Service Corpora- as Manks cie mee eh 


tions because their record in 3.43 different en a See 


lines of business offers conclusive proof 
of their remarkable economy and length 
of life. Wherever system prevails, wher- 
ever careful record is kept of mainte- 
ance costs, these sturdy trucks quickly 
demonstrate their undisputed right to 
first place in the owner's estimation. 


1 Ton Chassis, $1265; 12 Ton, $1325; f£ o. b. Detroit 


GRAHAM BROTHERS 
Detroit 


(GRAHAM BROTHERS TRUCKS 


SOLD BY DODGE BROTHERS DEALERS EVERYWHERE 
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ZENITH Fixed Adjustment 
Appeals to 3 Classes of Men 


The Car Maker 


receives his Zenith carburetors “‘adjusted 
once for all by the maker,’’ which saves 
valuable time in the tuning department. 


The manufacturer knows that the adjust- 
ment will ‘‘stay put’ after the car leaves 
his factory. 


The Car Dealer 


knows that he will have fewer service 
calls and less work per sale. The Zenith 
fixed adjustment has sold—and kept sold 
—many motor cars. 

















Car Owner 


knows that he is protected from tinker- 
ing mechanics, and that no conditions of 
weather, speed, or load can alter the 
perfect performance of his car. 





Our engineers are at thé service of car 
makers to determine exactly the right 
Zenith for each motor; and our organiza- 
tion of over 900 stations covering the 
entire country co-operates with dealer 
and owner. 





There is a Zenith, tested 
and proven, for every in- 
ternal combustion engine. 


ZENITH: DETROIT CORPORATION 


Manufacturer of 


ZENITH CARBURETORS 
DETROIT MICHIGAN 


Branches: 


NEW YORK . CLEVELAND . CHICAGO 








Service Stations in over 900 cities 
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The Standard Spark 
Plug of the World 





















Spark PLueés 








AC Spark Plugs are a safe investment. 











Movethnt thderenteidl % They are the best known, easiest selling 
carsand trucks producedin | \ and most profitable spark plugs. 

the United States, Fords ex- 

cluded, are factory equipped They are backed up by the factory 
with AC Spark Plugs. equipment business of more than 200 
Among these cars are: . 

mes asia manufacturers, and by strong national 

Cadillac Hupmobile advertising which creates a big demand 

Cmndies = a Baynes for them, not only from owners of AC- 

evrolet Marmon a 

— san equipped cars, but. from the owners of 

Davis aklan 

Dodge Brothers Oldsmobile other makes as well. 

ort aige ° ° 

Durant Peerless Six The AC 1075 for Fords is a big seller 

Essex Star ‘38 & 

Yellow Cab because it is a better plug for Ford en- 
This tremendous, ready-made gines—it satisfies the owner and makes 
market for AC’s is right at 
your door and will always be money for the dealer. 
there in ever increasing size. 

There is a type and size for every motor. AC Spark Plug Company, FLINT, «Michigan 
” Makers of AC Spark Plugs—AC Speedometers 





fh U.S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 13, 1917. 
: Other Patents Pending 


The accurate, easily in- 
stalled AC Speedometer 
for Fords can be sold 
to every Ford owner 
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Reproduction of one of the AC 1075 Ads in The Saturday Evening Post 


A good plug for Fords / 





Here i is why the AC 1075 is a good plug ¢ for Fords 


"mm mi i 
Spring Terminal Clip a 
makes it easy to test plug or coil while motor is run- 
ning and locks nut so that it will not unscrew. 


There is no danger of damaging connection through 
use of pliers as the clip keeps it tight. 


Heavy Body Porcelain 


to withstand hard service—plug comes apart by un- 
screwing bushing. 


High Temperature Fins 


Plugs become shorted by deposits of carbon. The 
thin edges of the fins on the patented carbon proof 
porcelain get hot quickly and burn away the deposits, 
thus preventing accumulation of carbon. 


Heavy Electrode 


designed to form natural drain so no oil will lodge 
in spark gap. 


4 
py pl yy ee 
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INSTALL A SET OF 1075’s TODAY—YOUR MOTOR WILL PERFORM BETTER 


AC Spark Plug Company, FLINT, Michigan 
Makers of AC Spark Plugs—AC Speedometers 


U.S. Pat. No, 1,135,727, April 13, 1918; U.S. Pat. No. 1,216,139, Feb. 13, 1917. Other Patents Pending 





How the AC 1075 is being advertised in 
national publications to the Ford owner 


Thousands of dealers are buildinga big, | Write us for the attractive fibre poster, 
profitable spark plug business among #7 colors, of the above advertisement 
Ford owners on the AC 1075—a better | which we have for you—to connect 
plug for Ford engines—and you make your store with this impressive AC 
a larger profit on them. advertising. 


AC Spark Plug Company, FLINT, -Aichigan 


Makers of AC Spark Plugs— AC Speedometers 
U. S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 13,1917. Other Patents Pendinz 
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“—Has the Feel of a Gauge” 


URNING a nut on an Empire New Process bolt is a as the tolerances in lead and diameter are concerned. 
smooth, easy operation—like running it over a gauge. Its thread is not cut—it is built up by a new method 
But that’s not to be wondered at, for the Empire New that calls for tools of a most amazing precision. 
Process bolt has much in common with a gauge, as far The price remains the same as for other Empire bolts. 


RUSSELL, BURDSALL & WARD 
©® BOLT & NUT COMPANY 


PORT CHESTER.NY. 


PEMBERWICK,CONN. ~ (@CHICAGO ~ SANFRANCISCO - ROCK FALLS, ILL. 
Makers of Bolts,Nuts and Rivets Since 1845 j 
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Imagine an automobile with the power 
of Niagara Falls—a four million horse 
power car! Yet one month’s output 
of Harrison Radiators would cool it. 


HARRISON RADIATO 


HARRISON RADIATOR CORPORATION, LOCKPORT, NEW YORK 








ARRISO 


THE MARK OF RADIATOR SATISFACTION 
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ATES BELTS 


‘The Standardized Fan Belt” 











ad ae Vulco Belt. 
Ordinary fan belt. Threads run _ diagon- 
Threads’ run __length- ally. To. break this 
wise and across. To belt every thread both 
break this belt on the lengthwise and _ across 
marked line only the must be broken. This 
lengthwise threads need bias | weave _construc- 
be broken. tion is patented. 


These diagrams tell 
the secret of the bias 
weave construction 
(patented)-the reason 
why Gates Vulco 
Belts are giving your 
customers extra 
service and satisfac- 
tion. 











Made by the World’s Largest 
Manufacturers of Fan Belts. 
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Three Services fiom _, 
one machine at one low cost 


© Lo I 
ADDING 
ey i] (2) MACHINE 


FOR 
CASH 
REGISTER 





























CASH REGISTER 
ADDING MACHINE 


CREDIT FILE 


Now a COMPLETE retail 
store service in ONE machine at 
ONE low cost—cash register, 
adding machine and credit file. A 
machine that works quickly, eas- 
ily and safely; saves hours of 
time, eliminates drudgery, guards 
against errors, protects profits. 


The Sundstrand Combination 
Cash Register offers everything 
that the retailer wants and needs. 
A CASH REGISTER to protect 
cash and end guesswork by telling 


Sundstran 


which helpers and departments 
are making a profit. An ADDING 
MACHINE to help do your figure 
work — adding, multiplying, etc., 
10 to 20 times faster than pen or 
pencil. A CREDIT FILE with 
visible index, giving you a safer, 
simpler way to handle your credit 
accounts. 


Ask us to show you in your 
own store without obligation. Or 
write for interesting literature 
Address Dept. M. 














1—Cash Register 

Classified sales by clerks and de- 
partments. Makes a non-eras- 
able record. Indicates and re- 
cords cash, credit, paid-out, etc. 
You read cash total any time. 
Tape rewinds and locks in ma 

chine. 


2—-Adding Machine 

Famous 10-Key Sundstrand 
—adds, multiplies, etc. Saves 
time, effort and prevents errors 
in checking sales slips and in- 
voices, figuring time slips and 
inventory sheets, footing ledger, 
bank balances, etc. Range, Ic to 
$99,999.99. 


3—Credit File 


Names are visible and balance 
due always posted to date. You 
make settlements from original 
sales slips. Statement goes with 
each purchase. Put trays in safe 
at night, the only real fire pro- 
tection. Holds 90 credit ac- 
counts, 2700 sales slips, add 
more trays if desired. Saves 
hours of bookkeeping. 








COMBINATION 
CASH REGISTER 


ADDS—MULTIPLIES—AUTOMATIC CONTROL—FORCED (CORRECT) INDICATION 
Sundstrand Adding Machine Co., Rockford, Ill., U. S. A. 


Sales and Service Stations everywhere in the United States and foreign countries 


















346 
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o it with Air! 


BRUNNER 
MODEL 965 


Heavy Duty As- 
sembled Unit. The 
operation of this 
giant outfit is 
smooth and_ silent 
as an 8-cylinder en- 
gine. It is free 
from vibration, be- 
ing of balanced load 
type, with all run- 
ning surfaces 
ground and polish- 
ed. Compressor 
capacity 6 cu. ft. 
per minute at 350 
R.P.M.; 7.70 cu. ft. 
at 450 R. P. M. 
Heavy, seamless, 
65-gallon tank. 


(CATALOGED 


in the Red Directory 


(i) 


: cal 


eM GDUNara Oe renenaa 
Ne 965 ’ 


HERE are many jobs in 

your shop that can be han- 
dled better, more quickly and 
more profitably with com- 
pressed air than in any other 
way. 


Think of the Brunner Air Com- 
pressor, therefore, not simply 
as a pumping equipment with 
which to supply free air to mo- 
torists—Think of it as a power 
plant whose use, also in the 
shop, means the speeding up of 
more than a score of jobs anda 
correspondingly greater leeway 
of profit. 


Use the 


BRUNNER 
Paint Sprayer 
and Cleaner 


offered by Brunner as an aid in 
bringing compressed air into shop 
use. A fine highly developed 
equipment that opens up avenues 
of profit which garage and service 
stations have heretofore ignored. 
The equipment itself and its uses 
will be fully described on request. 


You will find the Brunner Air 
Compressor entirely capable of 
taking on this added work. 
Built like a fine engine with all 
parts precisely ground and close 
fitting—here is a compressor that 
need not be spared nor favored. 
A Brunner starts quickly, works 
fast, runs quietly without vibra- 
tion, costs little to maintain, is 
super-safe and continues at the 
“top of its form” through years of 
service. 

Brunnerize your shop—Write for 
the Book “Air Profits” describing 
the added uses of air. 


BRUNNER MFG. CO., 


Utica New York 
Oldest and largest Builders of Garage Air 
Compressors in the World. 
Cincinnati, O., Kansas City, Mo. 
San Francisco, Cal. 

Export Office: Utica, N. Y. 


BRUNNER 


AIR COMPRESSORS 

















Write for your copy of 
“ATR PROFITS” which de- 
seribes the added uses of 
air and catalogues’ the 
Brunner Line of Compres- 
sers. 
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This MANLEY Auxiliary Winch may be applied 
to all new style Manley Cranes. Just drill a 


: % m 
couple of holes and attach with bolts. Drum y, W V } j } 
holds 200 ft. of wire cable. Standard cquipment 4- er with the S I NOS 
100 ft. Equipped with this Winch, the distance ao f 


of a wreck from the road makes little difference. 


You drag it in, quickly and easily. Sells for $65. — ‘ a hq b 
tafe. and the auxiliary WINCH 


In line with the MANLEY policy of giving the 
buyer more than he can get somewhere else, we are 
now offering Manley Wrecking Cranes Nos. 101 and 
102 EQUIPPED WITH A SWIVEL NOSE—the 
greatest single improvement that has appeared in 
a year. (This Swivel Nose can be readily attached 
to your present Manley Crane—no holes to drill; 
just bolt in place). 

This Swivel prevents the chain running off the 
sheaves—regardless of the angle of the pull. Fric- 
tion is cut down—and you GET the wreck, whatever 
its size or position. 

Note that we are. now using TRIPLE Chain—to 
take care of the increased lifting power (2% tons) 
made possible by the double truss rods. 

SIX LEVERAGES.—Six speeds. Two more than 
formerly. Chain can be used single, double or 
triple. And TWO Handles, permitting two men to 
work, if ever necessary. 

The whole beam TILTS—as it MUST for proper 
results. Equal strength in any position. Puts very 
little strain on the chassis—the Self-Contained 
Saddle sees to this. 

Changed into a portable Floor Crane in a few min- 
utes—two cranes in one. Seven thousand Manley 
Cranes in daily use—you take no chance. Three 
sizes—2, 2% and 5 tons. Priced $95 up. 

“HOW TO CASH IN ON A MANLEY CFANE” 
and Crane Bulletins mailed to any address. Buy 
from your jobber. 


==——" She Manley Mfg. Co., York, Pa. 
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You Can Sell It! 


The Remington Auxiliary—the gasoline reserve that 

keeps the car going after the tank runs dry—is just as 

Did You Ever Run Out much a necessity as a spare tire. And even at that a 

of Gasslins? man could come home “‘on the rim”’; but when the gas 

gives out—good night! It happens to every man, and 
right then and there he has sold himself. 
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Go get his order! Put a few of the devices in stock, 
show him one—and you've made a $5.00 sale. There's 
nothing to it! You are starting something that will 
turn you in a good big profit—because every one you 
put out is going to bring you orders for a whole lot 
more. 













It’s a Life Saver 
to have a 
Remington Auxiliary 





Don’t forget this! It’s just as exasper- 
ating to get stuck on a long hill with 2-3 
gallons still in the tank, as it is to run dry 
five miles from nowhere. The Remington 
Auxiliary meets both emergencies. It 
holds gas for 7-8 miles running—and will 
feed on any hill. 


That’s all! Except that the list price of 
$5.00 carries a nice margin of dealer 
profit. Ask your jobber about discounts 
—or write us direct and we'll give you 
a list of jobbers who can take care of you. 






















How many—and how soon? 


Remington Automotive Corp’n. 
47 West 63rd Street, New York City 


Distributed by 


Woodward Sales Co. Champion Body Co. 
432 Main St., Cor. 12th. 3147 Locust Blvd., 
Portland, Oregon. St. Louis, Mo. 
Motor Specialties Co. Foster-Warford Co. 
17 _ W. 13th Avenue, Auburn, New York. 
Denver, Colorado. Hall-Warford Co. 
Price Auto. Service Co. 5-7 West First St., 
Wichita, Kansas. Charlotte, N. C. 
Houdaille Polk Co. Beaver Auto. Necessities Co., ltd 
2114 Jackson Street, 35 St. Lawrence Blvd., 
Dallas, Texas. Montreal, Canada. 
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' Wiz Cash Drawer won’t let you forget 
to enter every kind of cash transaction 
because you issue a check to open the 


d drawer. The locked up copy is a check 
sheet which no one can dispute because 
| it is handwritten. 





| WIZ USES 


5 Cash Sales 

1 With Cash Drawer 
Charge Sales 
Express Receipts 
Purchase Orders 
Receiving Records 





Delivery Receipts 
y Parts Requisitions 
Repair Orders i] 
Stockroom Records 














d 








Makers f autographic reg- — 
seTS since 1893, Orig- Toronto, Can. 





ihators of the sales book 
industry in 1884. Pioneers 
in the manufacture of 

4 KS, machines and forms 
USing cart 





m paper. 
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At the left is the 
flat audit strip after 
it has been removed 
from the register. 
Note how convenient 
it is for reference. 


Above is the 
Wiz Flat Packet 
load. Formed of 
two, three or 
more strips in- 
terleaved and 
folded zigzag. 


Simple, Complete, Checkable Records 
with Less Work 


Automobile dealers, garages, service sta- 
tions, supply houses, and filling stations can 
simplify their record making by the Wiz 
Flat Packet Register. Any handwritten 
automotive forms which require one or 
more copies, can be made on the Wiz Regis- 
ter. You write the entry, turn the crank, 
tear off a set of tickets. This places the 
next set ready for the next entry. All 
tickets are issued or one is retained in the 
register. 


The Wiz load is a single packet of flat print- 
ed tickets which are delivered to the user 
in continuous form, folded zigzag and 
ready to place in the register. What a 
contrast to the old fashioned register with 
three or more rolls to insert! Wiz is 
loaded in half a minute. 

For reference, checking, posting, or other 
purposes, one unbroken strip is automatic- 
ally refolded zigzag in the reference com- 
partment, which may be kept locked. It 
is as easy to refer to as the pages of a book, 


even while still in the Register. No tickets 
are voided or lost when the checking strip 
is removed. It needs no binder for filing 
because the refolded packet is complete to 
file away. 

The Wiz packet may be printed on differ- 
ent colors or different qualities of paper. 
The checks are printed in perfect registra- 
tion and the Wiz Register keeps them in 
alignment. 

Wiz tickets do not curl. No waste of 
tickets at ends of a Wiz packet. 

Even if your system is all right now, the 
advantages and convenience of the Wiz one- 
packet load and flat audit strip make it 
worth your while to let us demonstrate this 
improved manifolding device. 


Automobile men say: 


“Recommend it to any one purchasing auto- 
graphic register.” 

“Best method of keeping a complete record of 
sales.” 

“Entirely pleased with Wiz.” 

The coupon, pinned to your letterhead or to the 
forms you are using will bring full information. 


American Sales Book Company, L4., Elmira, N. Y. 


West of the Rockies 


In Canada 


Pacific Manifolding Book Co., Pacific Coast Sales Book Co., F. N. Burt Company, Ld., 
Emeryville, Cal. 


My Name 


Los Angeles, Cal. 


ee ee SS SS ee eee ee ee ee 


Pin to forms now used or to letterhead for information with- 
out obligation. 


[] Cash Sales 

(] With Cash Drawer [] Delivery Receipts 
[] Charge Sales [] Parts Requisitions 
C] Express Receipts []) Repair Orders 

[] Purchase Orders 


Toronto, Can. 


J 


[] Receiving Records 


[] Stockroom Records 


Dept. 7285 4 
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Coming’ 
—A New Car powered with an 
8-in-Line motor to sell around $2,000 


O meet the demand that has been 
gathering such astonishing mo- 
mentum for an eight-in-line at a 
price that will be moderate, but not at 
the expense of body, motor or appoint- 
ments, an established and successful 
car manufacturer will shortly bring 
out such a car. Advance information 
will be sent to distributors and dealers 
who register their requests at the ad- 
dress below. 


Fine body work, equipment to 
match and powered with an eight-in- 
line motor that will satisfy the most 
exacting motorist on every phase of its 
performance—all of these features in 
a car to sell at about $2,000. 





Deliveries will begin later in the year, 
but dealers who believe that there is a 
waiting market for such an Eight at 
such a price can get advance informa- 
tion about this appealing sales propo- 
sition by writing to 
Box 6141, 
Care Motor Age, 5 S. Wabash Ave., Chicago, Ill. 
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An Automobile Mechanic Suggested this Advertisement 
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Important: In buying piston rings 


fil DTI a i : ¥ = insist on genuine No-Leak-O with 
UNI i} Mh : Pg =stthe original *‘oilISEALing” gzueve. 
| Tae HH H , = = Name *‘No-Leak-O” on every ring. 
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Kacer says NO-LEAK-0's 
keep oil new 


‘‘By using the No-Leak-O arrangement of the top ring upside down, I have 
been able to use high compression, and doped gas without discarding valuable 
mineral castor oils after every race. In fact, I have used the same oil in a Fiat 
350 H. P. aero engine for six hundred miles of racing ina Hudson chassis, and 
it’s been through dust and sand for nearly a third of that distance. That 
shows the fine seal of the top ring in keeping the oil new.”” (Nameon request.) 


Read the Reasons 


Individually cast in one piece. 

Made of finest close-grained tough grey iron. 

Turned finish for quick seating. 

Equalized pressure on cylinder walls. 

The perfect oil seal means perfect combustion. 

Theoriginal patented non-clogging“‘oilSEALing” 

groove insures perfect lubrication, prevents leak- 

age due to worn or warped cylinder walls. Nota 

mere oil scraper. 

The perfect fit plus the constant oil seal, made 

possible by the angled groove, makes it gas and 

oil tight under all conditions. 

No-Leak-O service is unexcelled. Prices 35c 

and up. 

By reversing the top No-Leak-O ring, with the 

groove toward the firing chamber, kerosene and 

unburnt gasoline is kept out of the crank case. 
10. Standard replacement ring for ten years. 
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Write for valuable plain-language literature and booklet ‘‘ How to Fit 
Piston Rings.’’ Absolutely free. Let us tell you how our liberal dealer 
proposition can increase your profits. 


Prices 35c and up 


NO-LEAK-O PISTON RING CO. 


Dept. 366 Muskegon, Mich. 
Copyright 1924, No-Leak-O 


Qa, 
ougiely —— 





NO-LEAK:O 


PISTON RINGS 
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Swinging covers over 
pump trays keep out dust 
and water. 


One-inch plug at bottom 
of eachcompartment 
makes it easy to clean. 





ey a“ 


cAdd to Your Profits with this 
Portable Oil Cabinet-W¢ lend il lo You/ 






















Garage men, tire men, battery station men, filling sta- 
The Portable Oil Cabinet tion and repair men want this profit-maker—the bile 
: Portable Oil Cabinet. Cuts out waste. Saves time. Keeps 
a of each compartment—15 your oil clean. Wheel it anywhere. Easy to take it to your 
Disseasions~S$2 inches lous, -46 curb pump or to any car in your shop. And it doesn’t cost 
inches high, 16 inches wide. you a cent. It’s yours to use as long as you handle 
Weight—210 pounds. MonaMobile Oils and Greases. 
Delivery of pumps—one-half pint per Every lobile Dealer is entitled to one of these Portable 
stroke. Oil Cabinets. Write us today and get yours! MonaMobile Oils and 
Half and quarter gallon measures Greases have been giving satisfaction since the birth of the Motor 
and one funnel supplied as part of this Industry. If you’re not handling this profit-making line, write for 
equipment. ' full details of our Sales Plan and our Loan Offer. 
Dealer’s name imprinted in panel. Council Bluffs, Iowa THE MONARCH MFG. CO. Toledo, Ohio 











onaMohbile 
=OILS & GREASES = 
Ever Since the Birth ofthe Indus 
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Are You Fast Enough 


for 






























































Fast profits call for fast workers, and get them. 


The dealer of real merchandising ability seeks 
the largest possible outlet for that ability. 


What other proposition can compare with 
Chevrolet? 


The fastest growing quality car made. 


Margin of profit that compares favorably with 
any other car. 


Backed by the largest advertising expenditure of 
any automobile manufacturer. 


Backed by the world’s largest closed car pro- 
duction facilities. 


Backed by twelve United States Manufacturing 
and assembly plants employing 26,000 workers. 


And Above All 


Backed by the foresight, courage, financial 
strength, and executive ability that has put 
Chevrolet where it is today. 





Chevrolet Motor Company 


Division of General Motors Corporation 


Detroit, Michigan 



























USED’ CAR DEALERS MARKET REPORT 
HUDSON—Continued 






1922 
Model Type April. Serial No. 
Super 6 4-pass, Spdstr. 550 200000 to 299999 
7-pass, Phae. 500 100000 to 199999 
5-pass. Coach 600 400000 to 499999 
Cabriolet 528 300000 to 329999 
4-pass. Coupe 700 330000 to 349999 


7-pass, 4-dr, Sedan 800 360000 to 363999 
7-pass. Tour. Limo. 775 350000 to 359999 
Limousine 500 370000 to 374999 








Model Type 

Super 6 4-pase. Spdstr. 
7-pass, ¥ Y 

5-pass, Coach 725 400000 to 499999 

7-pass, Sedan 900 300000 +0 329999 

5-pass. Sedan 





Solving YOUR 
Used Car Problem 


Dealers in all parts of the country have solved the 
used car problem in simple fashion and so can you 


By Using the Coupon Below 


This coupon will tell you how to obtain the most 
complete “Used Car Dealers Report” ever issued. 
This report comes in loose leaf form, between flexible 
covers. Small enough for your vest pocket, you will 
find it big enough for every buying problem. 


Its 150 pages contain new car prices in addition to 
current used car prices, serial numbers and where to 
find them, the whole being alphabetically arranged. 
Prices and other data are brought up to date periodi- 
cally for you. Supplements and revisions sent to you 
as prices change. 


Our Guarantee 


On page four of the book you will find the statement that: 
“The Members of the Chicago Used Car Dealers Ass’n. (whose 
names and addresses appear in this book), will purchase any 
used car at the price listed herein,” etc. 

Can you imagine a more timely offer than this? It is your 
opportunity to do away with your burdensome used-car invest- 
ment. And you will find it worth many times its moderate 
cost, 



















Don’t lose another deal. Don’t take any more used cars 
than your town can absorb. —Use the Coupon 


Chicago Used Car Dealers Ass’n. 


Incorporated v 

2320 S. Michigan Ave., 
Chicago, Il. 
Combined Capital over 
$750,000.00 
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Performance 


—is the final test of quality in 
repair work. That’s why men 
with “pride in the job” use 
Neverleak Gaskets. They 
know that Neverleak Gaskets 
in a motor insure highest per- 
formance—They seal absolute- 
ly against leakage and loss of 
power. 


NEVERLEAK Gaskets 


are bound to be good. 


NEVER-LEAK 
Cylinder Head Gaskets | 


FITZGERALD MFG. COMPANY 
TORRINGTON, CONN. 




















May 8, 1924 


























a) 

















MOTOR AGE 











S an evidence of the thoroughness 
with which Remington has gone 
into the Cash Register business — 





__ Kemin Sion, Cash Register 


—. 
—-—. 











Consider Remington’s provisions 
for giving service— 


Eighty branch offices in as many 
cities—scattered from coast to coast— 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 


Binghamton, N. Y. 


Birmingham, Ala. 
Boston, Mass. 
Bridgeport, Conn. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, IIl. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dalias, Tex. 
Davenport, Ia. 
Denver, Colo. 

Des Moines, Ia. 
Detroit, Mich. 


_E. St. Louis, Ill. 





* * 


Nation-wide Service 


A Remington Cash Register man 
within easy reach of every merchant 
in this country. 


The Remington is the new and 


better Cash Register. 
see it. 


REMINGTON CASH REGISTER CO., Inc. 


Factory and General Sales Office, Ilion, N. Y. 
Subsidiary of REMINGTON ARMS COMPANY, Inc. 


In Cc da:R 


25 Broadway, New York, N. Y. 
ington Cash Register Company of Canada, Ltd. 





557 Yonge Street, Toronto, Ont., Canada. 





Fargo, N. D. 

Fort Worth, Tex. 
Fresno, Calif. 
Grand Rapids, Mich. 
Harrisburg, Pa. 
Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 


Los Angeles, Calif. 
Louisville, Ky. 
Madison, Wis. 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wis. 


Minneapolis, Minn. 


Nashville, Tenn. 
Newark, N. J. 
New Orleans, La. 
New York City 
Oakland, Calif. 


Oklahoma City, Okla. 


Omaha, Nebr. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R. I. 
Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 
San Francisco, Calif. 


You ought to 


Seattle, Wash. 
Sioux City, Ia. 
Spokane, Wash. 
Springfield, Mass. 
Springfield, Ohio 
St. Louis, Mo. 

St. Paul, Minn. 
Syracuse, N. Y. 
Tacoma, Wash. 
Tampa, Fla. 
Toledo, Ohio 
Trenton, N. J. 
Utica, N. Y. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 
Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. Y. 
Youngstown, Ohio 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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THE SATURDAY EVENING POST 


Back of the constant advertis- 
ing that is winning new patch 
users every day among the 
readers of the Saturday Eve- 
ning Post and the leading farm 
and motor publications, is the 
solid fact that— 


Las-Stik makes the cheap- 
est permanent repair. 


Las-Stik makes the quick- 
est, easiest repair. 


Las-Stik makes permanent 
customers (repeat buy- 
ers), and boosters of every 
motorist who is won to a 


first trial by Las-Stik ad- 


vertising. 


Dealers write for sample can 
and send your jobbers name. 
Do a real volume business on 
patches. 


LAS-STIK PATCH MFG. CO. 
Hamilton, Ohio 
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It Pays to Buy a Kellogg 





Model E.M.-62 


mi} on Fein | 
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Get This — 

















it 
COMPANY. 


ROCHESTER NY US. 








modern E. M.62 if you’ve got a big 


place. 

The E.M.62 is the compressor de- 
signed especially for big garages | 
and filling stations. | 





All the air you need all the time. | 
No attention necessary. | 
We can prove it. 


Send us a card. 


Kellogg Mfg. Co. 
Rochester, N. Y.,.U. S. A. 


NEW YORK 
112 West 42nd St. 


CHICAGO 
1502 Monadnock Bldg. 


New Kellogg 
Air Tower 


Attracts Motor- 
ists night and 
day. Air and 
water service 
combined. Price 
only $60.00 net. 


SAN FRANCISCO 
1583 Bush St. 


CLEVELAND 


1108 Hippodrome Bldg. 


DETROIT 


DALLAS 


2006%4 Commerce St. 


2113 Dime Bank Bldg. 
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the easiest 
selling rear bumper 
on the market!.... 


FENDAGARDS have definitely gone over! Jobbers 


from coast to coast who sent us small initial orders 
have REORDERED over and over again on a bigger and 
bigger scale each time,—reporting that Fendagards are by 
far the easiest selling rear bumpers on the market. And 
they are certainly the easiest rear bumpers for your dealers 
to stock and sell! Everything in a compact box—no extra 
with none of the disadvan- fittings or special tools required—and 
tages of the projecting type a retail price of only $8 the pair, com- 
of bumper. They are an plete! No wonder they 
absolute necessity with SELL! 
parking space on streets and 

in public garages at such a 

premium, for there is no 

projection whatsoever. 











FENDAGARDS give 
FULL rear-end protection 











Are you 


getting your share 









of this long-profit business ? 





‘Ind have you equipped your dealers with complete 
information about this sensational new rear-end protector? 


FENDAGARDS are attached in 10 The SPECIAL ESSEX Fendagard 





minutes to the rear spring shackles 
of ALL cars equipped with standard 


springs. Absolutely no extra fittings required 
and the price is but $8 the set, complete. Liberal 
profits to the trade. 








retails at only $7 the set, complete. 


[his special Essex type is exactly 
like the regulation Fendagard, but is made 
slightly shorter in order to conform to the meas- 
urements of the new 1924 rear-end. 










Write TODAY for enough of our at- 


tractive Kalamazoo Binder Sheets to supply 
your salesman and your dealers—ALL of them. —_zgeseoslt 


" a 


Sold only through 
regular JOBBER- 
to-DEALER channels. 


Fendagard Sales Corp. 


Springfield, Mass. PATENTED SEPT. 4, 1923 


Rear-end “PROTECTION without projection” ..... 
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fhectric Starting Lighting Mgnition Horns Speedometers 





jé HE close co-operation 


that exists between 
North East Branches and authorized 
Service Stations insures complete distri- 
bution of North East service parts 
throughout every section of the globe. 


Each North East Branch keeps the Ser- 
vice Stations in its territory fully stocked 
with all parts essential for prompt.and 
effective service. The Service Stations 
in turn carry on this distribution still 
further in the sections they serve. 


With this universal distribution of parts 
through the North East Service organ- 
ization, Genuine North East Service 
Parts are obtainable wherever North 
East equipped cars are in use. 


Noatn East Ececraic Co. 


ROCHESTER, N. Y. 
Manufacturers of cAut Equipment for 


Dodge Brothers Reo Yellow Coach 
Fifth Ave. Coach Berliet Fay & Bowen 
Yellow Sleeve Valve Engine White Four Wheel Drive 
Holt Mfg. Co. Delage Yellow Cab 

Phila Motor Coach Sterling Marine Engine 


Official North East Service Organization 





Nortn East Service inc. 


Rochester Kansas City 

Adcanta San Francisco 
icago Toronto 

Detroit London 

New York Paris 
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VISIBLE 
Oil Pumps 
and Self 
Measuring 
Grease 














Here are some of the features of the New 
Handy Ben “505”. 
1. All steel pistons with twin piston rings. 


. Threaded cylinder connections. 
Give one-piece rigidity. 


Elimination of unsightly tie-rods. 
Leakproof and easy to keep clean. 


Positive non-drip nozzle. 
Convenient overhead discharge. 


. Telescoping intake pipe adjustable to 15 to 60 
gallon drums. 


. Adapted for 114” to 2” drum open- 


ings. 


7. Weather and dust proof drain cov- 
er, also locking device. 


Can You Buy More Than This ? 


Ask your jobber, or his 
representative, about the “505”. 


Rw 


PRESIDENT 


a 


Bennett Injector Co. 
MUSKEGON, MICHIGAN 


Inventors and Manufacturers of Grease 
and Oil-Handling Devices 
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Chatter Eliminated—Accuracy Assured 


The efficient design and construction 
of this machine make it absolutely 
rigid. Under the fastest speed there is 
no chattering — you can grind accu- 
rately to the closest limits. The swivel 
head is graduated to 30, 45 and 60 
degrees. Perfect contact is maintained 
between the male and female guides, 
both surfaces being ground. Direct 
driven by a high grade motor fastened 
on the base. Can be furnished with 
diamond and holder for trueing wheel, 
if you desire it. 


Let us show you the way to fast accu- 
rate valve grinding. Write for descrip- 
tive circular now! 


WayneToolMfeg.Co. 


Waynesboro, Pa. 















































Easy, clean, safe 
tire changing 


HIS RED GIANT RIM TOOL makes the 

mussy, tedious job of changing tires simple 
and easy, and safe for the tires. Split rusty rims 
and tight fitting tires are easily removed in a few 
moments! 




























Operates on a three point suspension and 
therefore cannot pull rim out of shape 
nor break or bend it no matter how 
great the strain. Reversing 
lugs spread or contract the 
rim equally and auto- 
matically lock at each 
stroke of the lever. 
Folds up compactly to 


fit tool box. Gives a 
lifetime of service. 





Many thousands sold 
by Dealers in all parts 
of the country. Order 
from your Jobber. 


Red Giant Tool Corporation 





Lynchburg, Va. 


RED GIANT 
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“Custom Built” 


ELECTRIC 
DRILLS 


64 Sizes and Styles 
0 to 2° 


The THOR is The Quality Drill of the world. 
It is built like a battleship and is doing duty 
in the plants of the largest automotive manufac- 
turers as standard equipment. 


Ball and roller bearings, Double silk-wound 
coils, Jacobs chuck and many other quality fea- 
tures. 


It pays to use THORS. 


Order from Dealers or direct from us. 


INDEPENDENT PNEUMATIC TOOL CO. 


600 W. Jackson Blvd. Branch 1463 Broadway 
Offices % 
Chicago, Ill. New York City 


Everywhere 


Aluminite 
Pistons 


Wear five times longer 

than die-cast _ pistons. 

They will not score, 

pump oil or slap. These 

Ribs carry heat away and 

prevent preignition. In 

use in 90 per cent of the 

successful racing motors. 

Weigh only one-third 

that of cast iron. Make 

a good four perform like 

a six. The result of nine 

years of successful oper-' 

ation. Used by winner 

of Pikes Peak Race. A combination of right alloy and right 

design. The one great replacement for all makes of cars. 
We also make Aluminite connecting rods. Special 
prices. 


High Speed Camshafts 


Replacement for all makes of cars. Permit 
higher speeds and give any motor more 
power. Tests prove this. A quality re- 
placement at a low price. Replacement list, 
prices and discounts sent on request. 


GREEN 


ENGINEERING CO. 
DAYTON, OHIO 




















Pass up $15.00? 


GH TENSION GS 








I should say not! 


Here’s how you can get 
it—clean. 


Peck’s Improved Assort- 
ment of Springs have 
been specially prepared 
and selected for garage 
use. You pay $5.00 for 


[ he doesn’t 


this handy box of springs 
and it nets you $15.00 
profit from the use of 
springs on repair jobs. 


Your jobber’s salesman 
will tell you the story 
with all details but— 


get around soon, 


write your jobber. That $15.00 


? looks good in 


the cash register. 


The Peck Spring Co. 
PLAINVILLE, CONN. 





Known for Years 


Built by pioneers in the manu- market from time to time, the 
facture of rings of this type, secret of the lasting efficiency of 
G-H Tension rings have been G-H Tension Rings is found in 
known to the trade for years the metal. Only the highest 
and recognized for their tension grade of steel obtainable is 
retaining quality. used, so tempered that these 
For while they are similar in rings retain their original ten- 
design to other inner rings, sion after thousands of miles of 
which have been put on the service. 


Stop Piston Slap 
and Oil Pumping 


Installed under the regular pis- Easy to install—and profitable 
ton rings, G-H Tension Rings absolutely guaranteed. Made 
automatically centralize the pis- in three sizes only, which fit 
ton and stop oil pumping and 90% of all cars. Specify width 
piston slap and restore power, when _ ordering. Retail price 
speed, silence and economical 20c each 

operation. 


G-H TENSION RING CO., Ine. 


Armory Place and Howard St., 
Baltimore, Md. 


Retain their Resiliency 
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A Giant 


in Power 
Strength and 


Durability 


A go-getter on wrecks. The “Dickerson 81” 
is built on lines proven to be the best in 
actual practice. 


It has a low center of gravity—good balance 
in high or overhang positions. It is easy 
and safe to operate. The powerful WINCH 
is mounted and built within the MAIN 
BOOM FRAME making a complete, rigid 
unit. Gears enclosed and equipped with a 
heavy ratchet which holds the load at all 
points preventing accidental dropping. 
Adjustable cranks give a wide range of 
power and speed. 

A swinging swivel coupling allows a wide 
angle of pull. The large sheaves reduce 
friction and are arranged for one, two or 
three chains. 30 ft. of chain or 40 ft. of 
steel cable, optional. 


above the rating. Long life under heavy duty is 
assured and the quality at our price cannot be 


ae C. A. DICKERSON 


COMPRESSOR CORPORATION 


220 -222 CHICAGO ST. 
BUFFALO : NEW YORK 


MOTOR AGE 


























Dickerson 
The “Dickerson 81” is built with a big safety factor No. 81 
Wrecking Crane 








2’, TON 
CAPACITY 


Write for our Booklet of 
Time Saving Shop Equipment 




















The 2-Way Hydraulic Shock Absorber might be the 
most wonderful device ever created by man. 

But unless it can be sold, it would have no interest 
to you. 

The 2-Way has been on the market four years. Sales 
for 1923 exceeded those of 1922 by 100%. 

One family, consisting of father, sons and sons-in- 
law, has absorbed eight sets. 

Dad recommends it to his boys. Mother insists 
upon having it installed. 

Why not accept our franchise and not only make 
good clean money, but friends, who will help you in 
other lines? 





Write today for particulars. 





AUTO SPRING 
CONTROL CO. 


Jamestown, New York 





























Quality Replacement Bearings 


Strictly first-class Replacement made of the finest bearing ma- 
Roller Bearings distributed ex- terials, with extra heavy ribs 
clusively through legitimate for strength, Little Giants are 
jobbers—that’s the Little Giant perfect replacement bearings. 


story. Built to exact sizes, 
istribution Onl 
Jobber Distribution y 

We have eliminated the factory dis- Giant Roller Bearings, direct from 
tributor and sell direct to legitimate the factory, without compelling job- 
Jodbers only—which provides dealers Pers to stock heavily to keep their 
with better, quicker service and more ie ——— ciliti have Fanny 
convenient financial arrangements. - I — — a oe oe 

liver to jobbers same day order is 
To assure prompt deliveries of Little received. 


Dealers—Order from your Jobber. 
Jobbers—Inquiries solicited. 


ROLLER BEARING CO. OF AMERICA 
Frelinghuysen Ave. and Hunter St., Newark, N. J. 


We Make Bearings for Everything That Rolls 
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WHEEL#eGEAR 


PULLER 
Makes 
buying 
easy 


No stunt now, to pick the 
right wheel-puller for your 
particular work. See them 
ALL on this Crane Puller 
rack. Two styles —two- 
arm and crowfoot — four 
sizes of each. All good 
jobbers are showing this 
rack—look for it at yours. 


JOBBERS: This is the 
greatest aid to wheel-puller 
sales ever. Sales are dou- 
bling and tripling in some 
localities. Don’t fail to get 
one or more of these racks. 
They cost you NOTHING. 
Write. 


yet 


Crane Puller Co., 


Arlington, Mass. 





ALEC ee al icksik hil ¥ 
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Vitek patents allowed 


AUTOMATIC TIGHTENING DEVICE 


Double band Low price Quick opening 
Rust proof Made exclusively by and adjusting 


VITEK MANUFACTURING COMPANY 
INDUSTRIAL BLDG. OMAHA, NEBR. 


Chicago Distributor 
Geo. E. Peterson, Ist Natl. Bk. Bldg., Chicago 


NOTICE TO DEALERS: }3sis, 3 724" 





furnish 











you with DupleX Automatic hose clamps. They are 








the best your money can buy. If he cannot supply 
them, write us for samples and prices. 
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Every User of Electric and Pneumatic Drills 
Should Familiarize Themselves With the 


These Manufac- 
turers in order 
Van Dorn Standard : 
Chicago Pneumatic Wodack CI sive — 
Ingersoll-Rand Black & Decker auck Service, 
Cincinnati (Heavy Duty” Units) equip EXCLU- 
Louisville Cleveland Pneumatic SIVELY” with 
Temco Glow Almond “Straight 
Petersen Keller Line’ Drill 
Chucks. 
Those who know say Rare. are no better electric drills ob- 
tainable than those named above. 
It is significant that the finest electric drills are equipped 
with Almond ‘ ‘Straight Line” Chucks. 


T. R. Almond Mfg. Co., Ashburnham, Mass., U. S A. 
Established 1873 

















The real quality timer for Fords. Built 
on a different and better principle of 
Ford ignition, and proven by tests over 
a period of seven years. 


The Turner 2 in 1 Timer sells fast 
and stays sold. It brings the dealer a 
fair margin of profit and builds good 
will for him among his most exacting 
customers. List price $3.75. 


TURNER 
2in1 
Carburetor 
Control 


Gives complete control 
of Ford carburetor from 
seat. One large, hand- 
some dash button (in 
place of regular Ford 
button) both chokes and 
adjusts. Save gas, makes 
starting easy, prevents 
frequent “killing” of 
motor and saves battery. 
Easily and quickly in- 
stalled. One model fits 
all Fords. Price $1.25. 











TURNER MANUFACTURING CO. 


DEPT. K KOKOMO, INDIANA 


























More metal polish 
sales than ever before 


"THERE is far more metal polish being sold now than in 
» the days of brass radiators. 
Nickeled surfaces are the style on sport models and every- 


where. 
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SKAT METAL POLISH 


is something new, different, and better. No matter 
how many kinds you sell or have tried, try this 


one. It will surprise you—just try it. 


Write for samples, prices 
and special proposition. 


THE SKAT CO. Hartford, Conn. 


MOTOR AGE 














Why Milwaukee 
Bearings Lead 


Replacement 


Field 


Wate every in- 
stallation of 
Milwaukee Bearings 
goes the confidence 
that your work will 
stand up. Solid 
bronze backs, where 
bronze backs are 
used; 100% virgin 
metal; ten inspec- 
tions ; clean, solid babbitt—-no blow holes ; ma- 
chine finishing, both before and after bab- 
bitting—these are the things that say you’re 
safe with Milwaukees. 






























Write for name of Milwaukee Dis- 
tributor nearest you and we will send 
you, free, copy of our nationally used 
G8-paze bearing guide, 


MILWAUKEE DIE CASTING COMPANY, 


Dept. F-5, Milwaukee, Wis. 
MILWAUKEE (BEARINGS, 


PNG PN TN NG BZ 






































Cuc-O-Meter 


it 


The gauge is on 
the Tower 


Free Air brings them—the Air-O-Meter 
keeps them coming 

Once a motorist has used the Air-O-Meter he keeps 
coming to your station for air and supplies. 
With the Air-O-Meter he does not fuss with a gauge 
or guess at the amount. The gauge is on the tower. 
By turning a handle to the pressure the tire is to use, 
air is delivered to that point and then stops auto- 
matically. A light flashes as the air is being deliv- 
ered and goes out when the desired pressure has been 
reached. 
The Air-O-Meter is made in various styles and sizes 
to fill every modern requirement. The towers are 
sturdily constructed and of imposing appearance. 


fim and now equipped with 
e Balloon Tire Pressures rang- 
: y) ing from 15 lbs. to 100 lbs. 





STYLE A— 

The master of all devices for air inflation. Stands 
13 ft. high with 13 ft. of extra heavy 3-ply rubber 
hose, “kant leak” connections that justify their name 
and the very best air chuck obtainable. The spring 
tower allows hose suspension of 18 ft. on each side 
of meter, which is sufficiently high to reach the four 
wheels of the largest limousine. 

=— heavy paintings with varnish finish. Any 
color. 

With water connection and with patent lever faucet, 
if desired. 


“They'll Drive a Mile to a Meter.” 
THE MATTMAN & SINCLAIR CO., 


Cincinnati, Ohio 


THE TOLEDO wee. 


Toledo Lock Wheel requires no 
key—except for opening 


Specially designed for the busy man. Simply turn 
point of lock trigger over key hole—pull outward— 
and car is made secure. 

No key to leave behind for thief to use. 
Further—you cannot lock this wheel if the key used 
to unlock it is left in the keyhole—there’s nothing to 
forget. 

Installed in ten minutes by anyone and pays for itself 
in reduced insurance rate. 

Guaranteed to work accurately and to be free from 


imperfections. 

Send at once for Sample Wheel. Examine it. Test it. Con- 
vince yourself of the easy profits to be made. It’s a big seller 
in a big field. 


THE TOLEDO MFG. CO. 
Factories Bldg., Toledo, Ohio 
























































RETAIL 


MOTOR AGE 


Who wants profit ? 


Without a Tasco Gauge th 
Ford owner makes eight moves 
to measure his gas—a whole lot 
of trouble. 

With the Tasco he just lifts 
the seat and sees instantly the 
exact amount of gas in his 
tank. 

Tasco replaces the old caps on 
both Ford and Chevrolet. Its 


The Akron-Selle 


“Forty Years 


threaded top fits the old cap 
threads perfectly. 

Ask your jobber for Tasco. If 
he hasn’t stocked ’em, write us 
direct. We will send full infor- 
mation and the discounts. 

Try selling Tascos at the 
pump, too. Prospects’ will 
show keen interest as you re- 
place the old cap with one after 
filling the tank. 


Co., Akron, Ohio 


in Business’’ 
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(LANDIS) 


The LANDIS Cylinder 
Grinding Machine is the 
perfected product of the 
world’s largest ex- 
elusive grinder 
builders. Because of 
our volume we can 
afford to give you MORE 
VALUE for your money. 
Built expressly for auto- 
motive repair shops. Ex- 
tremely simple in design 
and operation. Don’t buy 
ANY machine without first 
getting a LANDIS quota- 
tion. Catalog. 


Landis Tool Co., Waynesboro, Pa. 


New York Office—30 Church St. 




















TASCO GAS GAUGES 





FORD and CHEVROLET 








EXPANSION 
HAND REAMER 
BLADES CUT AT 
DIFFERENT ANGLES 
Each successive blade 
cuts AT A DIFFER- 
ENT ANGLE 
from the one 
before it. 


No CHATTER, 
no DIGGING IN— 
even in keyed holes. 
TWICE the expansion of others. All 
sizes. Money-back guarantee. 
Ask about the GAMMONS TAPER PIN 
REAMER—Wonderful Time-saver. 


THE GAMMONS-HOLMAN CO. 


Dept. C. Manchester, Conn. 


























New Departure 
Ball Bearings 


Outsell because they Excel 


The New Departure Mfg. Co., Bristol, Conn. - Detroit - Chicago 


You get quality work, SAE 
specification materials, and 
the right price if you send 
your connecting rods to a 
Watkins plant for rebuild- 
ing and refuse imitations of 


WATKINS 


REBABBITTING 
SERVICE 


“One Day Service from factory 
nearest you” 


Hartford, Conn., Ripley Motor Service 

Indianapolis, ind., Indiana Watkins Mfg. Co. 

Kingston. QOnt., Watkins Mfg. Co., of Can- 

Los Angeles, Callf., Wright Mfg. C 

New bolts and nuts, lami- (8 Angeles, Ua ae 

nated shims, new piston pin — Tenn., a. B. Cook Auto Machine 

bushing are part of the rod New York, N. Y., Lake Sales Company 

rebuilding at no extra Omaha, Nebr., Interstate Machinery & Supply 

charge. Co. 

New Bearing tinned in, the Portland, Ore., Factory Motor Car Co. 

rod and broached to mirror + lg = ba & H. Machine Co. 

finish fits quickly to crank- eattle, Wash., Solon Grinding Co. 5 

haf d 4 A Syracuse N.Y.,Watkins Mfg. Co. of New York 

shaft and cuts time on flat Toledo, Ohio, Stewart-Burgan Co. 

rate repair jobs. Practice Washington, D. C., R-I. Motive Parts, Inc. 

sending your rods in reg- Waterloo, la., All States Rebabbitting Service 

ularly. There’s profit in it. = Kans., Home Office, The Watkins 
fg. Co. 





























QUARTER 
INCH DRILL | 


























For 

Soldering 
Metal-Melting 
Heat-Treating 


Do not require a forced 
air blast. 

Made in various styles 
and sizes. Send for our 
descriptive catalog. . hk 
? No. 101 Bench Furnace 


ceaarneps Baste © Lowa CG 


Pacific Coast Representative: C. B. Babcock Co., San Francisco, Calif 
New York Office: 277 LaFayette St. 











— 
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Put it on the Showcase! 


Put this Display Stand on your 
showcase and watch it attract at- 
tention—watch it make sales. 

The automobile clock that you have 
been looking for that is low in 
price, neat in appearance and de- 
pendable in service. It has been on 
the market about six months and 
over sixty-thousand have been sold. 
Its low price and its beauty sell it. 
Its accuracy and its durability keep 
it sold and help sell more. It is 
guaranteed for a period of one year. 
The MINUTE METER is a ‘Crumb 
of Comfort’? that no motorist with 
$2.50 will go without. 

This remarkable clock fits on any 
dash, wood or steel, of any thick- 
ness. To remove for winding or 
setting, it is only necessary to turn 
the knob shown in cut, and lift 
clock out, 

Neatly packed in individual cartons. 
Attractive display stand packed with 
each dozen. Twelve dozen to the 
case, 


“The Lax CLOCK MANUFACTURING Co., Inc: 


Waterbury - Co 


Minute Meter 
Dash Cutter 


You can add $.50 to 
the price for installa- NI / 
tion. The MINUTE 
METER can be put 
on in about fifteen 
minutes on a wood 
ack instrument board 
and in less than ten 
minutes on _ all-steel 
boards, 


W 2E-By 


3249 














Complete ready 


for use $1.00. [' — a | 





Pays for itself 
almost immedi- 
ately. 


ut -U.S.A, 














“Cincinnati Junior” 4” 
Drill. Weight 5 Ibs. Ball 
bearing, air cooled. Price 
$28. 

Extra attachments 
include Bench Drill Stand, 
Valve Grinding Attachment, 
Carbon Cleaning Wire Brush 
and Bench Rack for holding 
drill when grinding or buffing. 


~~ 
pm n 


Special light weight drill, 
1%” capacity, $58. Larger 
sizes in single and _ two 
speeds. 


Mr. Service Manager, 





Meet 
the 
“JUNIOR” 
and 
the 
“SENIOR” 
Members 
of the 
Firm 


Write for Catalog 


The Cincinnati Electrical Tool Co. 


1515 Freeman Ave., Cincinnati, Ohio 


New York, 50 Church St. 


Cleveland, 517 Bangor Bldg. 


Philadelphia, 1220 Real Estate Trust Bldg. 
San Francisco, W. H. Gilbert, Jr., 1710 Larkin St. 

































109 West 64th Street 


The Genuine, Original Bosch means Robert Bosch only. 





Mic pamiene 





If you are a Distributor, Dealer, Service 
Station, Garage Owner or Repairman, 
you should promptly secure details of 
the Robert Bosch Franchise which will 
best suit your individual needs. 


ROBERT BOSCH MAGNETO CO., Ine. 


OTTO HEINS, President 





New York 


Chicago Branch: 1302 South Wabash Ave. 


Sales and Service Stations in Principal Cities the 
World Over. 




















PUT IT 
THERE 





For 
END 
THRUST 


OESTERN Crank-Shaft SHIM 


In many cases. several 
hours’ time is saved and 
the customer is given a 
better job with the O6es- 
tern Shim or End-Thrust 
Collar. You use the old 
cap which is a 100 per 
cent fit when the end play 
is taken up. 


One thickness only. No 
matter how much end play 
there is this will take care 
of it. 

Try these SHIMS and 
you will never be without 
them. 

75c each. $8.40 doz. Trade 
discount. 


THE OESTERN CO. 


DUBUQUE, IOWA 
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Angular Contact Radial Bearings. Angular Contact Thrust Bear- 
ings. Thrust Ball Bearings. Made to the Blue Prints and dimen- 
sions required by customers. “Star” Ball Retainers for Thrust, 
Magneto and Cup and Cone Bearings. 


The Bearings Company of America 
Lancaster, Penna. 
Western Sales Office, 
1012 Ford Bldg., 
Detroit, Mich. 





“The Better Method of Cylinder Refinishing” 


Means More Cylinder 
Profits to You 


The Stormizing process first 
produces a new ‘“cannon- 
bore” true, perfectly aligned 
cylinder, and then gives a 
perfect “gun-barrel’’ finish. 
Stormizing Machines are 
automatic and self-centering. 
They renew and refinish all 
makes of cylinders. Made 
in three sizes: Portable (as 
illustrated); Semi-Portable, 
and Heavy Duty. 

Write for prices and your 
copy of our new book on 
modern cylinder finishing. 


STORM MFG. CO. 
406-A Sixth Avenue South 
Minneapolis, Minn. 














Get This ‘‘Pioneer”’ 
$6 5 Garage Special 


Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 
Louisville Electric Mfg. Co. 


Incorporated Lomisville, Ky., U. S. A. 
Cc. E. Willey, Pres. J. B. McFerran, Secy.-Treas, 








© SheRRicardo Head 


Turbulence Speeds Up 


Combustion 


Slow burning mixtures are 
speeded up at all loads and at 
all speeds. 

The performances and econo- 
mies that the Ricardo Head 
makes possible promises much 
for the future of high speed, 
high. -cdmpression Ell Head 
engines. 


WAUKESHA 


Motor Company 
ENGINE BUILDERS 
Waukesha, Wisconsin 
New York Detroit 














SKIVED PATCHES 


Cord and Fabric 


Any Size or Ply—Made from Factory 
Adjustment Tires. 


THE LEO MEYER CO. 
AKRON, OHIO 


Est. 1914 











Lamps and Accessories 


A quality group of fast selling items 
for every automotive requirement. 


Organized to supply the jobber and 
dealer exclusively. 


THE CINCINNATI VICTOR CO. 
714 Reading Road Cincinnati, Ohio 


TRAOE MARK. 

















QUALITY—PROFIT—TURNOVER 
American | 


American Hammered Piston Ring Company 
Baltimore, Maryland 

















EXCELSIOR TEST BENCH 


With the Positive Drive and Speed Control 


INCREASE 
YOUR PROFITS? 
Starting, lighting and 
ignition pays bigger 
profits than any 
other branch of 
automotive service. 


The Excelsior 
Test Bench [| 


equips your shop com- 
# plete for this work. 
: Price $385.00 


_.| Payable $50 per month }} 
Write for bulletin 975M || 























Ford Owners gladly pay $3 for 
a Brunner Gas or Oil Gauge 


These new gauges end all fuss, muss and guesswork. Work on gravity 
pressure. Gas Gauge is at center of driver’s seat. Graduated measuring 
rod in nickel plated tube gives easy quick reading. Oil Gauge is ja- 
panned tube with measuring rod. Just raise hood to read gauge. Write 
for good discounts, etc. 


FEDERAL ENGINEERING CO., 746 12th St., Newark, N. J. 






































ALVORD QUALITY TOOLS 


Naiiniacencatmn 


Taps, Dies, Cutters, Drills, Reamers 
Send for Catalog 
ALVORD REAMER & TOOL COMPANY 





Millersburg, Pa. 
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| FOLLETT’S ,X%, TIME STAMP 


—accounts for every labor minute 





Prints the year, month, day, hour, minute, 
A. M. or P. M. at the exact moment the 
plunger is pressed—like this, for example: 


NOV 19 920 4 31 PM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 





Absolutely automatic — except for winding. 
Special machines, with as many as six dif- 
ferent words, can be made. Every machine 
guaranteed. 


Learn the in- 
teresting details 
from our de- 
scriptive data. 


Follett Time Recording Co., 7 West Broadway, New York City 
“Established since 1904” 








ROOF 16 OVERHEAD VALVE EQUIPMENT 
For Ford and Dodge Motors 
ROOF 8 VALVE HEAD FOR FORD MOTOR 


Stupendous Power— 
Lightning Speed 
Ford racing cars with Roof 
Equipment are rivals on 
mile and one half mile 
tracks of the highest priced 
racing cars. Doubles the 
pulling power of the Ford 
or Dodge pleasure car or 
truck. Hill climbing and 
general road work beyond 
wildest dreams of the own- 
er. Complete — ready for 
installation — no machine 

work necessary. 

We are headquarters for 
all. speed equipment. No 
matter what you want, 
write us. Racing quality 
—lowest prices. A postal 
card brings you complete 
list of our specialties. 

Jobbers—Dealers—Consumers—Write Us. 
THE LAUREL MOTORS CORPORATION, ANDERSON, INDIANA 




















Think of It—Only $10.0 


You can sell . 
The Pfaff 
SPOTLIGHT 
INNER’ CON- 
TROL for $10 
at a good profit. 


It sells quickly 
because it looks 
worth many 
times its cost. 


Show the car owner that it operates with windshield open or closed, that it 
can be turned completely backward, if desired. Only necessary to drill one % 
inch hole in the corner post to install. 


Write now for folder and discounts. 


PFAFF MFG. CO. 6340 Stewart Ave., Chicago 











Every Ford Owner Needs This Wrench 
In His Tool Kit 


When spark plugs are rusted 
in, it vakes a good wrench to 
remove them. We will guar- 
— our 3620 to do this 
trick. 







The 3620 can be used 
on cylinder head bolts 
: and will the two un- 
ou der the hb. You can 
? use it on water connec- 
tions and other parts. 


Show this number 3620 to every Ford owner 
it will make sales, show you a good profit an 
be a fast seller. 
WALDEN-WORCESTER 
Incorporated 


WORCESTER, MASSACHUSETTS 























“OH HIM?—HE’S THE OLD 
MAN’S NEPHEW!” 
Tes NEPOTISM 


It is an inflexible rule of the makers of 
Anchor Auto Bulbs, applicable from the 
president down, to employ only one mem- 
ber of any family. 

Thus we eliminate favoritism being shown 
to one’s incompetent relations at the ex- 
pense of jobbers, dealers and car owners. 

We rid the plant of inefficient workers 
by sticking to this rule against nepotism. 

Our rigid system of counter-checking 21 
operations, unhampered by _ sentimental 
complications, assures you a lamp scientific- 
ally perfect and reasonable in price. 


ANCHOR AUTO BULBS 
“Triple-Tested, Never-Bested’’ 
Anchor Electric Co. 555 Jackson Blvd., Chicago, Illinois 
Originators of ‘‘Same Day Service’’ in the Auto Bulb industry 





“Triple- 
Tested 








any tire and replace it 


in five minutes 


Corrugated grips adjust them- 
selves to rim curvature, preventing 
kinking. Enough leverage for the 
toughest job. 


| tan Remove any rim from 


Sold with a money back guarantee. 
Price $12.00 F.O.B. Factory 


Get this tool now and handle ANY rim 
easily, without other tools. 


Illustrated folder on request. 


SERVICE MFG. CO., Elkhart, Indiana 






























The New Pressed Steel Sep- 
arator makes the famous 
Gurney Ball Bearing even 
better. Ask for circular, 
“Separators, Old and New”. 











BALL BEARINGS... 








Marlin-Rockwell Corp., JAMESTOWN, N. Y. 

















THE BEST TOOL IN THE SHOP! 
— 


Pmt Be 
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You will say this of TORIT ACETYLENE TORCH NO. 13 after using it. 
USES NOTHING BUT ACETYLENE. Simply connect to Prestolite tank, light 
gas, and the outfit is put to work. A big time saver and money maker. 


Complete with 4 different tips, soldering copper, rubber tubing, connection 
for Presto auto tank, and full instructions, 


$7.50 $10.00 in Canada 
Order from your jobber’s salesman. or 
ST. PAUL WELDING & MFG. CO., 169 W. Third St., 
St. Paul, Minn. 
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_ 2Point* 


eu $2.50 
= FIVWDROMETER 


Health” 
Here at last is a battery tester of very finest quality. It is absolutely guaranteed to 
be accurate—every instrument must pass the two-point test. Green ribs of celluloid 
make sticking of float impossible. Write for details. 





Now offering both the matchless Peerless 
Eight and the Superb Peerless Six 


PEERLESS 




























N & N HYDROMETER CO. 3715 W. Grand Ave., Chicago 
EXHAUST 


LINENDOLL saree 


Attractive in appearance, with cleaning 
features of removable heating coil with no 
connecting joints inside the heater pan to 
leak. Meets instant approval. No odor or 
noise. Easily installed and operated. Will 
boost your — sales—get our attractive 
trade proposi‘i 

THE NORWALK AUTO PARTS CO. 

Norwalk, Ohio 

















SuHurO Batrery CONNECTORS 


A tap with a hammer anchors 
them into battery terminal—like a 
nail in a block of wood. Positive 
metal-to-metal contact. Built to 
last for years. 


BURTON-ROGERS CO. 
26 Brighton Ave., Boston 
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ERY DAY EVER STE! 


: PISTON RINGS 
4. Interlocking joint elimi- | A high grade step cut at 
nates all filing, fitting | alow price; lathe turned 
id > o ee 
h and joint leakage. individually gauged. 
Priced to be profitable to dealer and jobber. 


ROYAL PISTON RING CO.,Inc., BATH, N.Y. 
eee ee ee ee eee A 
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| ROME-TURNEY RADIATOR SERVICE 


Honeycomb and tubular replacement cores, Radiators and 
parts for all cars and trucks. 
One-day service. Dealers find our agency profitable. 
Write for our plan 


Rome-Turney Radiator Co. 
Service Dept., - - - Rome, N.Y. 


































USE THE AMMCO 


Cylinder Re-Conditioning Tool 


Repti and refinishes cylinder bores. It is 
self-adjusting, self-aligning and self-centering. 
Write for Bulletin. 


Automotive Maintenance Machinery 
Company 


551 W. Washington St. Chicago : 








THE QUINCY SILENT AIR-MASTER 


The Most Air Per Dollar Cost 


WALI. PUMP & COMPRESSOR CO. 
Quincy, IIl., U.S. A. 


































“Dimit” 
Dims the lights with a touch of the toe. A 
remarkable seller. $1.50. For all cars. 
Distributors Wanted 
THE DIMIT CO. 


317-19-21-23 Fallsway Baltimore, Md. 














Cold- ALLEN 
Drawn Wrench 
Sockets Sets 





ALLEN PROCESS Naniea a SocxeT 





The Allen Manufacturing Company, Hartford, Conn. 


































Let us send you our FREE Catalogue on 


Hi uetter’'s 
Fly-Wheel GearBands 


Huetter Machine & Tool Co. 


546 Kentucky Ave. Indianapolis, Ind. 


Stock the real quality line of 
signal lamps, parking lights, etc. 
Our fixtures are distinctly differ- 
ent. All made of rugged 
DURALIUM castings—beautiful, 
practical, made to last. Our Ad- 
Lite is a big feature. Write for 
details today. 


882 Park Ave., 


Helmet 
Products 


WILLIAMSON-BEACH CO., 





Baltimore, Md. 


































ONOG 
ORIGINAL 


SELF LOCKING RADIATOR CAP 
GENERAL AUTOMOTIVE CORP., 600 W. Jackson Blvd., CHICAGO 











BUTLER SPRINGS AND THE 
ACE OF CLUBS ALWAYS WIN 


Butler Springs are made of very fine grade 
steel. They are carefully heat treated and 
tested for hardness and strength. 

Order your Ace of Springs today. 


BUTLER AUTOMOTIVE SERVICE CO. 
101 D ST. EASTON, PA. 
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TAKE THE END-PLAY OUT/ 


ee PULLING THE MOTOR 


THE C. A. ADJUSTABLE CENTER BEARING CAP 
corrects Ford crankshaft end play and sets magneto for 
highest efficiency without removing the motor. Easily 
and quickly installed. Guaranteed for one year. List 
price $3.75. Ask your jobber or dealer or write us direct. 


ADJUSTABLE BEARING CO., Inc. 




















Dept. M. Brazil, Indiana 
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LaRose Air Stabilizer 


All the sales features of an air cleaner plus the 
advantages of a humidifier. Moistens air by wash- 
ing it, providing 


Complete Combustion 


Resulting in greater power and speed, less gasoline 
consumption and no carbonization. 
Jobbers—Dealers—Write. 


Lasco Corporation, Niagara Falls, N. Y. 











/'PYROLITE 








CASE 


MOTOR CARS 


J. I. CASE T. M. COMPANY 


Racine Wisconsin 
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STOP SIGNALS 


High in Quality—Low in Price 
Get Our Plan 


Steinberg Products Co. 
3146 Olive St. St. Louis, Mo. 





For Ford Replacements 


The finest quality hand blown triple strength crystal sheet glass 
cut to exact size and finished on one edge. Packed in a manner 
that minimizes breakage. Jobbers and dealers can carry stock 
with little chance of damage. Write for complete details. 


PORTER MIRROR & GLASS CO., Fort Smith, Ark. 
Automotive Division—3124 Locust Blivd., St. Louis, Mo. 





























MoQUAY-NORRIS MFG. CO., ST. LOUIS—CONNERSVILLE—INDIANAPOLIS 


McQUAY-NORRIS 


PISTON RINGS 
PISTONS 
PINS 
BEARINGS 








INSIDE THE WINDSHIELD—NO GLASS TO CUT 





INSHIELD 8 INSHIELD SENIOR 
4% in. diameter. Heavy 5% in. diameter. Nickel 
Nickel or Black Enamel. finish only. Simplest and 


Made of heavy sheet brass. 
21 c. p. Mazda precision ing light made. 
type tipless bulb, silver, $10.00 
triple-plated reflector $7.50 . 
The Inshield Products Co., Toledo, Ohio 
Formerly the Thal & Bitter Machine Co. 


best inner-controlled driv- 


Patented Oct. 30, 1923 








INSHIELD touts 





























SPEED-O 


Multiple Valve Lifter 


LIFTS 8 TO 12 VALVE SPRINGS 
IN LESS THAN 30 SECONDS 
Manufactured by 
SPEED-O MULTIPLE VALVE LIFTER CORP. 
1926 Broadway, New York 

















Take a Tip From Buick 


FTER testing for 8 months under 

actual service, Buick engineers have 
recommended the HALL CYLINDER 
HONE for use in all their branches. 


Your jobber will supply you. 


The Hall Cylinder Hone Company 


435 Dorr St., Toledo, Ohio 























Send U. S. Your Armature Repair Work 





MOST ANY 
FORD 
ARMATURES Fed By 
— ARMATURE 
$2.00 anes 


ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U. S. AUTO SUPPLY CO., 3845-49 S. WABASH AVE., CHICAGO 








Quality rings at 
lowest prices. Get 
our list. 


Meachem 


Gear Rings 
for Fly Wheels 


MEACHEM GEAR 
CORPORATION 


Syracuse, New. 























The new Columbia selling agreement incorporates those 
features interesting to successful dealers. You are invited 
to investigate. 


COLUMBIA MOTORS CoO. 


Address Dept. “B” Detroit, Mich. 








140 Combinations 
—all in this ONE set 


Everything you need, in one small box, compact, 
accessible, and a real mechanic’s outfit. Sockets 
will not break. Fully guaranteed. your dealer 
or write us. 


The Eastern Machine Screw Corp. 
10-20 Barclay Street, New Haven, Conn. 
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Manufactured by 


AMERICAN ASBESTOS COMPANY 
Norristown, Pa., U. S. A. 


_| 





C. & G. WHEEL PULLER 


Pulls only on the hub. Does not touch brake drum or spokes. Can’t 
strip threads. One puller with two ADAPTERS fit 24 cars. Other 
adapters as needed. The greatest little puller you ever saw. Write 
for prices and literature. Guaranteed for year. Satisfaction or 
money back. 


C. & G. WHEEL PULLER CO., Wellsville, N. Y. 























Styles for all Cars 


Made by Worlds Oldest 
Bumper Manufacturers 


GEMCO MFG. CO. 


Write For 
FREE CATALOG 
No. 31 














742 So.PierceSt. Milwaukee Wis. 
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ba Threaded for %-in. hose. Strongly Electric contact t tor brush 
$ Monthly Br ings You Big beacon and porters Mates Watertight ae po Poacher ic 
BATTERY CHARGING PROFITS All brass construction. water control at end of hose. 





Small cash payment op | you HB 8-hour charg 
ing outfit. Easy terms of only $20 monthly, let 


your profits pay balance with nice surplus besides. } 

Thirty-day free trial on money-back guarantee lets GAYLORD & Dp BAD 
wie aan, “atom tne io | dverticaa Washer 
overnight charging. Start now to make $150 to 

$300 Monthly with HB 8-hour battery charger. 9 ft. swivel permits use of short hose. Light always OVER job. Water contro 


Write today for information. sal TC P a , 
AUTOMATICALLY by LITTLE GIANT WATER SAVER. Lowest priced combi) a 
HOBART BROS. CO., Box AR 924, Troy, Ohio tion washer and water saver. Write: THE GAYLORD MFG. CO., Peteieon, nb na 


Li fod ROLLED GEARS 
1 Wen ‘ 20% STRONGER 


INAT/ Over 800,000 Rolled Ring and Pinion 
SERN 1ON,— Gears in’ use in Fords. Rolling adds 
VS at Ald strength and toughness, insures quiet oper- 
Needs no oil. Short proof. Fool proof. for" & perfect contact regardless of ation—unconditionally guaranteed. Dealers 
wabble in the shaft. Bakelite Commutator is reversible, giving 2 timers for —Repairmen—Jobbers—Write. 
the price of one. Sold through the jobber. Write for folder and discounts. THE ROLLED GEAR International Gear Co., Inc., 


; . —_—_—_—- Lakewood, Ohio 
Mechanical Production Co. |_Rolled Gears last many years—International 
MILWAUKEE, WIS., U. S. A. — 
























































YOU can handle this body PROFITABLY = TYSON 


All steel construction pro- iL 

vides lightweight with extreme " ¥ Mgsintee nr. 

strength. Outlast chassis. ii i 

One design fills most light Rie i Fits Core only. With handy hook. 

| 2] R. | ty ay | LL» truck user’s requirements. ELT. Best weather-proof Hooks easily. Can’t 
eq materials. Ford loosen. Top mate- 


Ton ard Half-ton sizes. sacks aegis size $3. Average rial or enamel 


Shipped knocked down. Low er Sian all other cars, $4. drill. As shown 
priced. Distributor and dealer oR ed f Write for discounts. and Drum Type. 
terms liberal. Write. : 


THK HYMAN PRESSED BODY Cu., Huntington, W. Va. TYSON Mrc. €o., Lock Haven, Pa. 
































We can prove to any auto- 

mobile dealer that there’s 

K S | money in selling Vesta Bat- 
teries and there’s no “grief.” 


Spring-steel, Oil-tempered Bumpers in Six Complete Styles. Guar- 
STORAGE BAT TERY a tap can prove it. Ask anteed Satisfactory Attaching Arms for all Leading Makes of Cars. 


We invite comparison in appearance, quality and price. 
Vesta Battery Sesion. Chicago, Ill., U. S. A. THE BELLEVUE MANUFACTURING CO., Bellevue, Ohio 




















Flower City Self Closing A. ARROW HEAD 


Dependable 


— and locks, Repairs in- fi PRODUCTS 


oe Price, 10 links in box, 25¢ ISS VEE Age Pistons, Piston Pins, 


Paeteing a 
Mt Reg eeaaunil 
Nininiyy No tools required, Weight of car 





Write for prices, samples and discounts by 
Flower City Specialty Co. Axle and Drive Shafts 


Pat. Deo. 12, 1922 Rochester, N. Y. Nowra) Arrow Head Steel Products Co. 
au Minneapolis, Minn. 





——————— 
—————— 


_E®&_ ELGIN QUALITY 
a/=\5 PISTON PINS 
Cw Regular, Oversize, Orphan 

Shipped Same Day psig tml 
ELGIN MACHINE WORKS Elgin, Hil. TOOL 






































The Auto Hone Co., Buffalo, N. Y. 




















Write — and find out how “CONNEAUT” 


1 ATSON ° ° ‘ 
Plastic Metallic Packing 
Stops the leaks in automobile water pumps. Mold it with your fingers. Makes 
a smooth metal bearing—adjustable and practically frictionless. At your 


& han e he r & Jobbers—Get it today. It does the trick. Put up in 1 Ib. cans. If your Jobber 
4 t 8 ole N ature o f Yo u ached doesn’t carry it, write us direct. Price $1.65 per pound, f. o. b. Conneaut, Ohio. 


JOHN WARREN WATSON Co., 24th & Locust Sts., PHILADELPHIA The Conneaut Packing Company Conneaut, Ohio 


is\ BATTERY SERVICE EQUIPMENT! 
a ooccmotee NITRON , PortosTAT 
I, cata log “Thru your jobber - his service is economy’ ; Rectifi er Test Set 


ShoP STEVENS & COMPANY FOREST ELECTRIC COMPANY 
375 BROADWAY ‘NEW YORK. New and Wilsey Streets NEWARH, N. J- 
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Welco Accelerator 


Quickly installed on Fords 
Works independent of throttle. Adjust- 
ing nut sets idling speed. Complete with 
heel rest, screws and adjusting nut, in 
attractive carton. Ask your Jobber. 
Welco Products include Step Plates, 

Blanket Holders, Gas Tank Caps. 


Mfg. Co., Middletown, Conn. 





The Welker-Hoops 



















“The Best-Equipped Shop 
Gets the Business” 

































Kawneer 


STORE FRONTS 


Write for Special Book Garage Fronts 
THE KAWNEER CO., 1219 Front St., Niles, Mich. 

















It will pay you to investigate 


GUARANTEED 
18 MONTHS 
COLE BATTERY SALES CORP. 742539, Indians Ave. 




































$1750 COLONIAL CYLINDER HONES 517.50 
PRICES REDUCED ONE HALF 


You can now buy the Colonial Cylinder Hone, an approved tool ~~ this class of 
work and one of the best Hones on the market at $17.50 each F. O. Kalamazoo. 
Made in three sizes, one, two and three, No. 1 2%” to 3%”, No. 2 Bae to 3%” 
bore, No. 3 3%” to 4%”. 

Colonial Cylinder Hones are now being used by some of the best factory Service 
Stations in the country as well as by numerous Service Station Owners, 


Colonial Gear & Manufacturing Co., Kalamazoo, Mich. 











CHICAGO, ILL. 









Water Circulating Pump 
For Ford Cars and Trucks 
[Is as reliable as the Ford Car itself and ag- 
sures a positive cooling system that constant- 
ly functions. No more overheating—No more 
freezing in  travel—Made engineeringly cor- 
rect of best materials—quickly and easily in- 
stalled. Write for Dealer Discounts and com- 


plete information. 
at a MINN. 
0. 





WOOD-IMES MFG. co.. 




















Kokomo Long Life tires and 

tubes make money for deal- 

pam ers who handle them. 

) Kokomo Twin-Grip Fabrics 
Kokomo Two-Grip Cords 

Kokomo Everlaster Red Tubes 


. TIRES: ano TU ES Kokomo Standard Gray Tubes 
KOKOMO RUBBER CO., Kokomo, Indiana 
131 South Main St. 


























DON'T 


Turn Down a Rewind Job 
Send it to us. We are “Armature 
Winding Specialists.” 

Profit for you in our service—Ford generator armature rewound— 
$1.95. Other prices in proportion. All work guaranteed. Write 
for catalog and prices on all generators. 


H. M. FREDERICKS CO., 





Lock Haven, Pa. 




















Over 100,000,000 


PFapered 
ROLLER BEARINGS 


Have Been Manufactured 











DOUBLE YOUR FORD SELLING FIELD 
And Make Two Profits with 


Wwa/tord 


AUXILIARY FRAN SMISSION 
Two-Ton Capacity—High Speed 
Ask your nearest distributor to demonstrate it or write us. 


THE WARFORD CORP., 44 Whitehall Street, New York 





























Dealers INSIST UPON Over a 
Every Million 
Where In Use 








The Original 


SILENT TIMING GEARS 


Dalton & Balch, Inc. 2333 Michigan Ave., Chicago 

















ATONa« 


AXLES 
































The 100% Lubricants 


Guaranteed not to cake or harden or. to con- 
tain any Moisture, Mineral or Fatty Acids. 

Attractive proposition for Jobbers and 
Dealers. 


RADIANT OIL CO., Inc. 


Manufacturers and Compounders 





Ohio 





Pulls Car Over 
Rough Spots 


Ki no! 
gpo™ 
No friction—no springs— 


no oiling. For Fords—solid Drop 

Forging—$24.00. 

YORK ELECTRIC & MACHINE CoO. 
York, Pa. 










































= borentzen Headlight afta Henan 


AN AUTOMOTIVE 
NECESSITY THAT SELLS 


LORENTZEN HEADLIGHT KONTROL, INC 
60 Grand Sr. New York City 


La 
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WIADSHIELD CLEANER 


“It Cleans A good profit for you in this 

While wonderful, fast-selling necessity. 
You Drive Ask your jobber or write. 
FOLBERTH AUTO SPECIALTY CO., CLEVELAND 


_waew IT?S EASY TO =r] 


“The only oil ring with a 
mileage guarantee” 
“Sav-Oll”’ is stamped on bottom of every ring 


The Sav-Oil Ring Mfg. Co. 


1037 S. Figueroa St., Los Angeles 


REGISTERED 





























$700 Profit in One Month 


That’s what one distributor made. He’s only one of 
many doing a big business. Dealers, too, are mak- 
ing sales by the dozens. Few accessories in recent 
years have been as popular as the 

DUPLEX 

Second Spare Tire Carrier & Rim Tool 
Carries spare tire—also expands and contracts rim 
when changing tires. Two tools for the price of one. 
Write for details. 
TRIPP-SECORD & CO. 

606 Kerr Bldg., Detroit, Mich. 


I NG QUALI 
| ALL THE NAME IMPLIES | 
STEERING KNUCKLE BOLTS anpb BUSHINGS 
PISTON PINS, PISTON PIN SET SCREWS 
| Automotive Division 
t 


KING SEWING MACHINE Co. 
BUFFALO, N.Y. BRIDGEBURG, ONT., CAN. [7 





























The “WHITE” Valve Grinder—$2.00 Retail 


Repairmen say it does finest work. Has no complicated parts, de- 
livers power exactly over the center and can be controlled perfectly. 
Reaches valves ordinarily inaccessible. Liberal discount. Ask 
your jobber. 


American Motor Products Corp., South Bend, Ind. 


FEDERAL BUMPERS 


Beauty and ruggedness combined—made in two styles: 
—the Metropolitan with one piece pressed steel front; 
and the Broadway double spring bar model. 


Catalog No. i! malled on request 


FEDERAL PRESSED STEEL CO. 
Jobbing Division:—London Guarantee & Accident Bldg., Chicago 




















INSIST Cc 
UPON THE XERXES The — 
REDTAG Actually Spit Fire 
while others spark 
only. 
ENERGETIC 
IGNITION— 
MOSLER METAL PRODUCTS CORP. GREATER 
O. Box 292, Mt. Vernon, N. Y. POWER 
peewee: 8. “Spit Fire’ Red Top and Timers 








Real High Tension Ignition 
for Ford Cars 


Varley Transformers eliminate nearly all chronic 
ignition trouble. Save gas. Add power. Keep plugs 
clean. Stop misfiring. Save repairs. $2.50 each. 
Write for full particulars. 


The Autocoil Co., Jersey City, N. J. 





























Cyclo “Dynamic’”’ Hot-Spot 
for Fords 


This ‘Modified Vapor’ manifold gives a gas with lots of 

“kick”’’ in it for hill-climbing — exceptionally smooth 
running and economical at all seasons. Vacuum control 
varies the heating inversely with the load. 


The best permanent proposition for dealers. 


CYCLO MANIFOLD CO. High & Chestnut, Akron, Ohio 


Ge gency Reserve Combined. 





A Vacuum Gas 


Feed and Emer- 


For Ford Cars and Trucks 
Mountain Accessory Co. 
Emporium, Penna. 


$7.50 




















Jacobs ROAD-LITE 


Lights the way to safety 


Lights up the right hand side of road 60 to 70 feet ahead. Can't 
shine in other fellow’s eyes. Invaluable for night driving. 


Jacobs Auto Safety Lamp Co., Blacksburg, Va. 





FRONTENAC CYLINDER HEADS 
and FRONTY-FORDS 


The remarkable showing of the Fronty-Ford in the 


(i a - m 500-Mile Race at Indianapolis May 30 was due 
solely to the performance of the Frontenac Cylinder 
Head. This Head is adapted for use on your Ford 
car by its designer and builder, Arthur Chevrolet. 
Write for FREE Catalog. Book, ‘‘How to Build a 


Fronty-Ford,’’ $2.00; free with orders of $50.00 or 
more. 


CHEVROLET BROS. MFG. CO., 410 W. 10th St., INDIANAPOLIS 

















EQUIPMENT 
wor? ¥ ToHelp you Sell ~ Clon: 


WRITE FOR INFORMATION ABOUT 
THE SALESMAN’S WORK BOOK 


SALES EQUIPMENT COMPANY 
409 Kerr Bldg. Detroit, Mich. 














UNIVERSAL 5, 


Adjustable. Two sizes will clamp any hose of 
any diameter. Made from cold rolled steel out 
of wire. No rough edges to cut hose. Put on 
in less than a minute. Everlastingly leak-proof. 
Order Universal Hose Clamps. Trademark on 

“) every clamp and carton. Get them from your 
jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. Hackensack, N. J. 








—J 


























‘ Dhirby Lseven 


hace, = 
AHLBERG BEARING COMPANY 


521 EAST TWENTY NINTH STREET, CHICAGO ILLINOIS 














“REQUIRES 
ONLY SAE 
HEAT” \ 
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FOR PARTS, 
CARS. 


THE CLEARING HOUSE 


OF THE MOTOR 


ACCESSORIES, TIRES, MACHINERY REBUILDING, REPAIRING, WELDING AND USED 
ALSO HELP AND SITUATIONS WANTED AND MISCELLANEOUS CLASSIFIED ADVERTISING 


INDUSTRY 























PARTS and REPAIRS 


WRITE US FIRST! 


Save Time and Money 
We carry a complete line of Automobile Parts 
Transmissions (all kinds) 
Cylinder Blocks Magnetos (all kinds) 
Drive Shafts Carburators 
New Gears (all kinds) Starters 
Used Gears (all kinds) Rear Ends 


400 Motors of all kinds in ‘stock at all times 
WRITE 
BENNETT BROS. 
Largest Auto Wreckers in the Country 
Grant and Water Sts. Pittsburgh, Pa. 
Mail Orders Given Prompt Attention 
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WICHITA AUTO WRECKING CO. 
“The Old Reliable” 
Offers you quick service, quality parts and absolute 
satisfaction,—and our prices are a little lower. We 
are an old reliable house and all that implies. Our 
stock of parts is one of the largest in the country— 
from a 1907 one cyl. Reo to a 1921 Overland Four. 


Wichita GIVE US YOUR NEXT ORDER Kansas : 








ANY PART Send for Catalogue 
for —— * 
Cincinnati Auto Parts 
—— & Wrecking Co. 
712-714 Walnut St. 
pe CINCINNATI, OHIO 
USED Parts our middle name 








AUTO 2000 Beaete oe PARTS 


NEW AND USED GEARS. AXLES, BEARINGS, 

SPRINGS, MAGNETOS, GENERATORS, ETC. JOB- 

BERS IN BANKRUPT AUTO SUPPLIES. 
BRIGHTMAN AUTO EXCHANGE 

321 Windsor Ave. HARTFORD, CONN. : 











AUTO PARTS 


SAVE 50% TO 75% ON ALL CARS 
New and Used Gears—Springs and Axles—Cylinders— 
Motors—Rear Systems, etc. Wire or Write 
INDIANA AUTO PARTS CO. 
316-18 NO. ILLINOIS ST., INDIANAPOLIS, IND. 
LARGEST CAR WRECKERS IN INDIANA 
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JANSEN FLY WHEEL GEAR RINGS 
Chevrolet 490 $3.00 
Chalmers 4.00 


JANSEN MACHINE COMPANY 


Des Moines, Iowa 








INFORMATION 


Six cents a word is the rate for all undisplayed 
advertisements set solid, regular want ad style; all 
capitals, 9c. a word; all capitals leaded, 12c. a 
word; minimum charge $1 an insertion; payable 
in advance (see next paragraph). 


Ten per cent discount if one payment is made 
in advance for four or more consecutive inser- 
tions. Advertisements other than “Positions 
Wanted” will be billed monthly if run more than 
four times. 


Add five words for address if replies are to 
come to a box number address at any of our offices. 
These replies are forwarded each day as received, 
in new envelopes, at no extra charge. 


Refund will be made if all insertions ordered 
are not needed, the amount refunded being the 
difference between cost of insertions given and 
full amount paid. 


Telephone orders must be confirmed in writ- 
ing same day. No allowances can be made for 
errors of any kind unless prompt notification is 
sent us. 


When replying to blind ads be careful to put 
on your envelope the correct box number and do 
not enclose original letters of recommendation— 
send copies. 


Displayed advertisements are sold by the 
inch. Rates will be furnished upon application. 


The right is reserved to refuse any advertise- 
ment and also to rewrite and edit copy furnished 
whenever the publishers consider it advisable to do 
this. 
CLASSIFIED ADVERTISING DEPARTMENT 
THE CLASS JOURNAL COMPANY 


239 W. 39th St., New York 
5 S. Wabash Ave., Chicago 





PARTS and REPAIRS 


GARAGE and repair men, why pay factory price for re- 
placement parts when we can give you 20 to 60 per cent 
discount on standard parts: 30c. postage will give you our 
latest parts lists. Economy Car Parts Co., 331-333 Main 
St., Bowling Green, Kentucky. 


SPECIAL RACING PARTS 


Special camshafts and special counterbalanced crank- 
shafts for racing cars. Write for price list of other 
special parts. J. E. Gallivan, Rantoul, Illinois. 

PARTS FOR AUTOS AND TRUCKS 


WHAT DO YOU NEED? We have it. Gray’s Auto 
Parts Company, 3212 Brighton Road, Pittsburgh, Pa. 


BEARINGS — CONNECTING ROD, 
CRANKSHAFT, ALL MOTORS. 
EVANS-LAWRIE CO., 782 COMMON- 
WEALTH AVE., BOSTON, MASS. 


PATENTS and PATENT ATTORNEYS 

















MISCELLANEOUS 


MA 


DISTRIBUTOR WANTED 


Excellent territory still open for distrib- 
uting Commercial Vehicle through 


Ford dealers 


We have a high grade distributor’s proposi- 
tion which will easily net $12,000 to $20,000 
annually to a man of recognized sales and 
business ability; applicant must be versed in 
the appointment of local men in his territory 
and have sufficient capital or banking credit 
to carry adequate initial stock of merchan- 
dise for immediate distribution. For full par- 
ticulars state age, past business experience 
and financial references, 
Address Box 6143, care Motor Age, 
5S, Wabash Ave., Chicago, Ill. 
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FOR SALE 


Interest in a Ford Agency in a town 
of 34,000 population. Reason for sell- 
ing is the rapid expansion of business, 
and owner does not care to borrow the 
money from the Banks. 


Profits past year were over 20% of 
Capital Stock. For full particulars, 
write Box 6137, care Motor Age, 5 S. 
Wabash Ave., Chicago, IIL. 
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able volume; large territory highly developed, located in 
one of the best Southern States, where big opportunities 
exist; this is an unusual opportunity, but do not answer 
unless you have the money ($25,000 to $50,000) and busi- 
ness capacity. Address Box 6136, care Motor Age, 5 8. 
Wabash Ave., Chicago, IL 


FOR SALE—-Fully equipped Automotive Electric Station 
with ten Nationally known Electrical equipment lines, bat- 
tery, etc., and jobbing discounts in Texas city of 20,000 
with oil well and natural gas production activity. Health. 
Address: Box 6142, care Motor Age., 5 So. Wabash Ave., 
Chicago. 


HADCO SECTIONAL UNIT STOCK BOX CABINETS 
with 54—6x6xll in. Semi-Steel Drawers $40.00. Useful 
in the factory, warehouse, stock room, tool room, garage 
or service station. Send for catalogue and price list of 
other sizes. Haddon Bin Label Co., Haddon Heights, N. J. 


FOR SALE—WELL bpp age GARAGE BUSI- 
NESS INCLUDING good stock of Tires, Oils and — 
sories. Good repair shop equipment, including battery 
pair tools. Address Box 6134, care MOTOR AGE, "ys *s. 

Wabash Ave., Chicago, Il. 














PATENTS 


eg 3 HIGHEST REFERENCES 
MPTNESS ASSURED BEST RESULTS 
_ drawing or model for examination 
and report as to patentability 
WATSON E. COLEMAN, Patent oy eons 
644 G Street, N. W., Washington, 











NEW AND USED AUTO PARTS 


We have wrecked over a 
thousand cars. 


SANDER BROS. AUTO WRECKING CO. 
WEST POINT, IOWA 














DOWMETAL PISTONS 
Lighter, stronger, and longer wearing than aluminum = 
or tron. Can be fitted with bronze bushings in the =: 
Wrist pin holes same as in iron pistons. Dowmetal : 
has no permanent growth. The expansion is little 
More than iron. 
SEND FOR PARTICULARS 


LAMMERT & MANN CoO. 
Cylinder and Crankshaft Grinding 
215-21 N. Woed St. CHICAGO Phones West 4918 











Attorney-at-Law and Solicitor of Patents 


C. L. PARKER 
Formerly Member Examining Corps., United 
States Patent Office 
American and foreign Patents secured. Searches made 
to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 
McGill Building, WASHINGTON, a G 


MISCELLANEOUS 














IMPORTED ACCESSORIES 
Mileage Recorders for Fords and Trucks. 
-Day Clocks for Motor Cars. 
Miniature Automobiles. 


J. A. WURTHNER & CO. 
Schwenningen am Neckar, Germany 
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FOR SALE—CONSTANT POTENTIAL—Hobart Bros. 200 
ampere 7% volts for 110 or 220 single phase 60 cycle cur- 
rent; used less than six months, $275.00. Auto Electric 
Service Station, Lincoln, Illinois. 


FOR SALE—Patents and dies for auto tire accessory. 
Business going good. George Broughton, 122 Wellington 
St. West, Toronto, Ont. 


SITUATIONS WANTED 


SITUATION WANTED—By an expert automobile man. 
Machinist by trade. Can manage Service or Repair De- 
partment. Address Box 6135, care MOTOR AGE, 5 S. 
Waivash Ave., Chicago, Ilinois. 














Direct Contact with a 


Specialized Market 


If you have stocks of parts, accessories, or 
supplies for immediate dispesal, the logical 
place to get in touch with buyers is the Classi- 
fied Advertising Department of Motor Age. 
Here you can establish direct contact with a 
large group of prospective buyers, each one 
interested in what you have to offer. We shall 
be glad to go into the matter in detail with 
you and prepare your copy if you wish. 


Classified Advertising Department 


MOTOR AGE 


Mallers Bide. iy nent 
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200,000 Swear By 
Them! 


200,000 expert mechanics who used to 
swear at their tools now swear by 
Snap-ons. They are creating a market 
for you by bragging to their friends. 
And no one can sell to that market at 
lower prices than you can. Write and 
find out why, today. 


MOTOR TOOL SPECIALTY CO. 


14 EK. Jackson Blvd., Chicago 


SNAP-ON WRENCH CO., MFRS. 


Milwaukee, Wis. 


nap-on 


INTERCHANGEABLE 


Socket Wrenches 

















Over 1,000,000 
“WHITNEY” 


Chains in use on 
one make of car. 


HIGH MILEAGE 
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The Advertisers’ Index is published as a convenience 
and not as a part of the advertising contract. Every 
care will be taken to index correctly. No allow- 
ance will be made for errors or failure to insert. 


A. C. Spark Plug Co... 
Adjustable Bearing Co.. 
Ahlberg Bearing Co 
Akron-Selle Co., The 
Albertson & Co 

Allen Mfg. Co., The 

Almond, T. R., Mfg. Co............... 
Alvord Reamer & Tool Co......... 
American Asbestos Co................. 


American Hamm, Piston Ring 
RA. wessesicennancaniesciaransnan 106 


American Motor Prod. Corp.....112 
American Sales Book Co., Ld... 
Anchor Electric Co 

Arrow Head Steel Prod. Co. 
Auburn Automobile Co. 
Auto-Hone Co., The... 

Auto Spring Control Co. 101 
Autocoil Co., The ae 
Automotive Maint. Mach, Co 


Bearings Co. of America.... 

Bellevue Mfg. Co 

Bennett Injector Co 

Bethlehem Spark Plug Co.. 

Biflex Corp., The 

Black & Decker Mfg. Co.. 

Bosch Magneto Corp., Amer- 
3rd Cover 

Bosch, Robert, Magneto Co.......105 

Bowser, S. F., & Co. 

Brunner Mfg. Co....... 

Burton-Rogers Co. ................ ...108 

Butler Automotive Service Co...108 


C. & G. Wheel Puller Co............. 109 
Cadillac Motor Car Co............... 59 
oe Oe oe a  ) er 109 
Chase, L. C., & Co 

Chevrolet Bros. Mfg. Co............. 
Chevrolet Motor Co 

Chicago Solder Co 

Chicago Jsed Car 


Cincinnati Elec. Tool Co 
Cincinnati Victor Co., The........ 
Clearing House 

Cole Storage Battery Co 
Colonial Gear & Mfg. Co 
Columbia Motor Car Co 
Conneaut Packing Co 
Crane Puller Co.....................-.0 
Curtis Pneumatic Mach. Co....... 
Cyclo Manifold Co....................... 


Dalton & Balch mot 


Dickerson, C. A., Compressor 
a ace 101 


Dimit Co., Inc., The 108 


Eastern Mach. Screw Corp. 
Eaton Axle & Spring Co. 
Eclipse Mach. Co........ : 
Elgin Machine Works 


Federal Engineering Co. 
Federal-Mogul Corp. 
Federal Pressed Steel Co. 


Fendagard Sales Corp., The 
Fitzgerald Mfg. Co... 


Flower City Spec. Co... 

Folberth Auto Spec. Co. 112 
Follett Time Recording (Co.....10% 
Forest Elec. Co........... ..110 
Fredericks, H. M., Co. lll 
Fyrac Mfg. Co....... 60, 69 


G. H. Tension Ring Co., Inc..... 
Gammons-Holman Co., The 
Gates Rubber Co. 

Gaylord Mfg. Co. 

Gemeo Mfg. Co...... 

General Automotive Corp. 
Goodrich, B. F., Rubber Co. 
Graham Brothers 


Green Engineering Co., The 


Hall Cylinder Hone Co., The... 

Harrison Radiator Corp. .. 83 
Hobart Bros., Co ....110 
Hudson Motor Car Co..... Ft. Cover 
Huetter Mach. & Tool Co........108 
Hyman Pressed Body Co. ..110 


Independent Pneumatic Tool 
100 


Inshield Prod. Co., The. 109 
International Gear Co., Inc.......110 


Jacobs Auto Safety Lamp Co., 
RI. eetnreci seks ondessesats oakaee wk l2 


Johnson Gas Appliance Co. .......-104 


Kawneer Co., The..... 
Kellogg Mfg. Co........ 
King Sewing Mach. Co. 
Kissel Motor Car Co... 
Kokomo Rubber Co 
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Las-Stik Patch Mfg. Co............. 96 
Laurel Motors Corp..................... 107 
Lorentzen Headlight Kontrol 

Inc. .- J seulsatbain bau gh acmauamemccionni tacts 111 
Louisville Electric Mfg. Co.......106 
Lupton’s, David, Sons Co........... 62 
Lux Cleck Mfg. Co., Ine...........105 
McQuay-Norris Mfg. Co.............109 
Manhattan Elec. Supply Co....... 16 
Mesley Mig. Co........................... GH 
Marlin-Rockwell Corp. .. socva are 
Mattman & Sinclair Co............... 103 
Maxwell-Chrysler. ....................-.-- 8 
Meachem Gear Corp.................... 109 
Mechanical Production Co.........110 
Magee, B00, OO isi.....-.10005 502200005008: 106 


Milwaukee Die Casting Co.......103 
Milwaukee Motor Prod., Inc..... 
2nd Cover 


Monarch Mfg. Co..... a 92 


Moon Motor Car Co...................-. 1 
Mosler Metal Products Corp.....112 
Mountain Accessery Co.......... 112 

N. & N. Hydrometer Co. 108 
Nash Motors Co........... ieutosteod. 
New Departure Mfg. Co... ...104 
No-Leak-O Piston Ring Co....... 91 
North-East Electric Co............... 98 
Norwalk Auto Parts Co.............108 
Oestern Mfg. Co., The... waee--- 1065 
Olds Motor Works......................-- 7 
Packard Motor Car Co............... 116 
Peck Spring Co,................-..--:0+-+++ 100 
Peerless Motor Car Co.................108 
Pfaff Mfg. Co..... TREAT tre ...-107 
Porter Mirror & Glass Co...... 109 
Radiant Oil Co., Ine..............-..-.-- 111 
Ramsey Accessories Mfg. Corp. 77 
Red Giant Tool Corp.............-.-.-- 99 
Remington Automotive Corp..... 88 
Remington Cash Register Co..... 95 
Republic Motor Truck Co......... 

; =e Back Cover 
Roller Bearing Co. of Amer.....101 
Rome-Turney Radiator Co.........108 
Royal Piston Ring Co....... 108 
Russell, Burdsall & Ward Bolt 

& Nut Co..... ee Pees .. 82 


Gar : <p 
dvertisements | 





aX = ae PY 

.- a 

Sales Equipment Co., Ince........... 112 
Sav-Oil Ring Mfg. Co.............. ..112 
Service Equipment Associates..111 


Service Mfg. Co. 
Skat Co., The......... 





Snap-On Wrench Co 
Speed-O-Multiple Valve Lifter 


Ee a ere 
St. Paul Welding & Mfg. Co.....107 
Steinberg Prod. Co.............. ...... 109 
Stevens & Co....... sci seniseieeicnne 
Stewart-Warner Speed. Corp..... 74 
Gteem Mite; Cek.......................... 508 
Studebaker Corp. ......................... 5 


Sundstrand Adding Mach, Co... 85 


Thermoid Rubber Co.......... 70 & 71 
Timken Roller Bearing Co.........111 
Toledo Mig. Ce................. ine 
Toledo Steel Prod. Co., The...... 108 
Tripp-Secord & Co.......... <n 
Turner Mfg. Co..... since 
Tyson Mfg. Co............. we 110 
U. S. Auto Supply Co...... , 109 


Universal Industrial Corp.........112 


Vesta Battery Corp....... er 
Vitek Mfzg. Co. io 102 
Walden-Worcester Co. ..............107 


Wall Pump & Compressor Co...108 


Warford Corp. . Lil 
Watkins Mfg. Co.......... eee 
Watson Co., John W.... | 
Waukesha Motor Co...... 106 
Wayne Tool Mfg. Co..... ‘& . 99 
Weaver Mfg. Co............ ieee 
Weidenhoff, Joseph, & Co.........106 
Welker-Hoops Mfg. Co.... can 
Whitney Mfg. Co...... ETTORE: 
Wilkening Mfg. Co............:..........109 
Williamson-Beach Co. ................ 108 
Willys-Overland, Ince.... 65 to 68 
Wood-Imes Mfg. Co...... masse 
York Electric & Mach. Co..... 111 
Zenith-Detroit Corp. . ey 
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Real Air Service 
in This Curtis 


bby above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. 4 to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for 
full information and de- 
scriptive literature. Use Style “S” Single Stage 
the coupon below, or a Outfit Pr mae 5 pi 


postcard will do. sequired. 








CURTIS PNEUMATIC MACHINERY CoO. 
1527 Kienlen Ave. > . : St. Louis, Mo. 


Branch Office: 
530-H Hudson Terminal - New York City 


COUPON 


CurtTis PNEUMATIC 1527 Kienlen Ave., 
MACHINERY Co, ——— St. Louis, Mo. 
Established 1854 


Gentlemen: Please send me full details on Curtis Air Compres- 
sors—your proposition and prices. 


USE THIS 
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1899 —- 1924 


Only Packard 
can build a 
Packard 


Packard Six Seven-Passenger Touring Car 





Brilliant Beauty 
Distinctive Smartness 
Extraordinary Performance 
Economy of Operation 
Luxurious Comfort 

Low Upkeep Cost 

Years and Years of Service 
Pride of Ownership 

Sound Investment 


Standardized Nation- Wide 
Service 


High Resale Value 





Four-wheel service brakes; 2 additional rear 
wheel brakes—a total of 6—on all Packard cars 
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A few minutes talk, or a short demonstration sells the Bosch Type 600 
Ignition for Fords. It gives amazing results and makes a wonderful im- 
provement in Ford performance. 


Quick starting—more power—smooth running—no “bucking”’ or stalling—auto- 
matic spark advance—keeps wires out of the “‘muck’’—saves gas—saves the car. 


Every Ford that passes is a prospect. Every sale automatically adds a new sales- 
man to your staff. Over 150,000 in use. 


The Bosch Ignition System for Fords is backed by a big national advertising cam- 
paign, and the Bosch Guarantee of satisfaction. 


Write or wire for sample, C. O. D. at new Quantity prices. Get new Bosch Sales 
Plan with big profit discounts. Identify yourself with the Great Bosch National 
Advertising Campaign now broadcasting to millions. 


AMERICAN BOSCH MAGNETO CORPORATION 


Main Office and Works: Springfield, Mass. Branches: New York, Chicago, Detroit, San Francisco 








Perhaps you would like to know 
our experience with Republic 
Trucks. In 1916 we bought a 
34-ton Dispatch on solid tires. In 
1919 we needed another truck 
but as we could not duplicate the 
Dispatch we fell for a 
which we junked in 1921. 


This we replaced with 
a Republic 75, and it is standing 
up very well. But our 1916 
Dispatch is still working every 
day, and what’s more cannot be 
bought from us. When our other 
trucks break down the old Dis- 
patch gets them home. This truck 
has never been laid up for any- 
thing serious. Inthe seven years 
that we have used Republics, we 
can truthfully say that they bear o® 
out every claim that you make “~ 
for them. 


GUS. H. FERTSCH CoO., Inc. 
Jamaica, N. Y. 








REPUBLIC MOTOR 1 ROD eek C'O<4 ON Gg ALR a, MICHIGAN 
More Trucks in Use than any other Exclusive Truck Builder 


Yellow Chassis 


PULCISS 








